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d’s Not to Allow Planning For Sale of 
CJ oo 
Lloy s Automobile FIRE Windstorm 2 
e e s 
Deferred Premiums on <7 Billions In Defense 
" 

e s » —_ \ + e,e 
Certain Marine Risks i a. Savings Securities 
Liability Contingent on Premiums Re) \ | bye), & Gale F. Johnston, St. Louis Insur- 

Being Paid Ten Days After ance Man, to Direct National 
Risk Begins . » Effort on Big Scale 
Strength LANCASHIRE | Service 
FIRE LOSSES DURING 1940 MAY DRAFT HALF MILLION 
INSURANGE CO. ; oe 
Some Increase Noted Over 1939 Savings Stamps to Range From 10¢ 
Due to Combination of Factors LTD. to $5 and Bonds in Denomina- 
Associated With War tions of $25 to $10,000 
E. G. Griggs was recently elected li Probably 500,000 persons will assist the 
chairman (marine) of Lloyd’s Brokers’ United States Treasury in its campaign 
Association, and H. G. de Quetteville Pome to sell billions of dollars worth of the 
deputy-chairman. L. J. Taylor was Dependability new national defense savings securities. 
elected chairman (non-marine) and G. The campaign is being supervised by 
C. Rogers deputy chairman. ae Gale F. Johnston of St. Louis, who was 
At the annual meeting of the associa- recently appointed field director of de- 
tin Mr. Griggs revealed that under- Departmental Offices at fense savings staff, United States Treas- 
writers are = - es Hartford New York ury Department. In the insurance busi- 
Oo e - 2 ; wea 

 . Fw Mes ediied rea ‘ays Chicago and San Francisco ness for some years, he has been re- 
ment of premiums clause.” This clause gional manager of the Metropolitan 
was adopted to overcome difficulties Life’s Group division, headquarters at 
which arose when Germany occupied a 

Norway, Denmark, Belgium and Hol- St. Louis. ea 
land. Brokers found themselves nae To Campaign in Wide Market 

for premiums due from nationals o on ® Mr. Johnston told reporters this week 
countries. which could not pay by rea- ose an writing 3 that the campaign workers will be sent 
son of force majeure. ‘ : a ihe are , 
The idea behind the clause is that it out {0 ask empaoyers to Use the Stcuri- 
makes the liability of underwriters con- To the underwriter on the job it seems logical that he should ties for employe savings plans; to can- 
ditional on the premium being paid with- Wiens? ; 4 as i vass the schools; to urge labor union 
in ten days of the beginning of the be the one who fills out the application, for he is familiar with encmatetion® tip-aameiien tal, tien a 
tisk. If brokers are not paid within the : : . e cholo teh amanat patiney ee ; a 
ieiiiad saan by these clients the whole the form. Also sometimes there is some point of sales psychology that depositors can have the bonds 
transaction is annulled. Brokers are not that makes that the wisest choice. bought for them regularly and charged 
lable to pay the premium to under- } ; to their accounts; and to organize other 
orn and underwriters are not liable And yet we hear excellent arguments in favor of having the promotional activities. 
ia assured for such claims. applicant fill out his own application in his own handwriting. Governors, mayors and other officials 

British Fire Losses P PP = . 1 . “tee” 
Entirely apart from fires caused by The best argument seems to be on a basis of pride—the applicant i Rags in ti ar Aber snge e ly ee 
enemy air raids, the fire loss ratio in is sharing in the contract from the very beginning of the case. the deive bine be for continuous pur- 
Great Britain and Ireland rose last Wh h lieyv i d ov ] licevholder h chases rather than lump-sum _ transac- 
year to the unprecedented figure of en the policy 1s turned over to the new policyholder he sees, ae 
a _ a followed a as part of the contract, a photostat of his own handwriting, which The new securities will be graded in 
10d Ww son- ° ° ° . ° : : ¢ ag 
able and scasines Gaia eel rps emphasizes the fact that the policy is a contract with two parties denominations from ten cents to $10,000. 
While the figure is outside losses involved. Some Government Savings Securities 
_ by enemy raids, war conditions In discussing the various types of 
ave had an indirect bearing on insur- . . i. government “savings” investments for 
IES Coe teameax biecbantn, obs ‘The appeal of sentiment should not be ignored. The under. thea. pallie: which ‘will de alneed co tie 
riage pressure on production, adapta- writer may well point out to the policyholder that he will have, market May 1 the New York World- 
tion of plants to operations for which : - = aa Telegram gave this summary: 

Gis Gib Eecaead nel citer ‘war in after years, a sample of his handwriting when he was aged Pusud tones samnetde ke 
developments have combined to increase so-and-so. cents, and $1 and $5 units. Bear no 
the fire hazard. . : P : ; interest. Redeemable in cash any time 
The unha experience last year fol- And interesting is the occasional suggestion that someone in or exchangeable for defense savings 
lowed se i" fire | ; f 1 * bond 
red a period when fire losses were 0 _ ’ . : : yonds, 
Sls stisabtioes ocd ass resi the family, especially the father or mother, fill out the application, et Oe, ae Re eG 
a - been cuts in premium rates. so that the photostat in the policy will always preserve the cal with existing baby bonds, which they 
ence the claims fell on premium in- arent’s handwriti will replace May 1. In denominations of 
come which was reduced by this decline. ian ne Se eee, $25, $50, $100, $500, $1,000. Purchase lim- 
Moreover, there was no notable expan- ited to individuals. _ 
(Continued on Page 29 Series F and series G _bonds—each 
a . ) a series in denominations of $100, $500, 
$1,000, $5,000 and $10,000. Sold to cor- 
Fire porations as well as individuals. 
Dept. mass Mig eRe aN ees Page 20 While the defense savings bonds may 
Br " THE PENN MUTUAL LIFE INSURANCE Ci x be cashed at any time after purchase, 
okers & Agents 24 

ila ata a the series F and G bonds cannot be 
Marin " A . JOHN A. STEVENSON cashed until held six months, and then 
C, r Dept. * Fa Fe oak ae ta erage 30 Chairman of the Board President the Treasury reserves the right to re- 
sualt - quire 30 days’ notice. In all three cases 

| See 31 INDEPENDENCE SQUARE, PHILADELPHIA the sale value of the bond accelerates 


as it approaches maturity. 
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The lncome Check Purade 








SUMMARY OF ANNUAL STATEMENT 


December 31, 


ApMITTED ASSETS 1940 
Bonds, Mortgages, and other Assets $704,170,432 


Interest Due and Accrued.......... 8,352,574 
Premiums Due and Accrued....... 11,771,029 
$724,294,035 
LIABILITIES 

PP NIUNE. co ccccvccecsceccs $550, 122,160 

* Policyholders’ Funds.............. 135,524,545 
Policy Claims in Process of Settlement 2,442,205 
Dividends to Policyholders......... 9,627,547 
SE asso a's. 5cibss0 bisionan 1,802,607 
Miscellaneous Liabilities.......... 687,517 
$700,206,581 

Special Reserves.......0eseseeeees 6,004,163 
EME Sy ip viviatseuieweo'ss cis 18,083,291 
TOTAL CONTINGENCY FUNDS 24,087,454 


United States Registered Bonds included in the above 
statement are ited as required by law: State of 
Massachusetts $250,000 ; State of Georgia, $10,000. 











A complete Annual Report will be sent on request 


-™ year we mailed to policyholders and beneficiaries 187,649 
income checks aggregating $15,271,630. 

Money every month for life’s necessities, or for the little luxuries 
that add so greatly to life’s happiness — Massachusetts Mutual In- 
come Checks. 

A widow who has been receiving these checks for the past thirty- 
five years writes: 


As the time is drawing near for the check you always so 
promptly send to me, I think you should know how much I 
need it, count on it, and above all how much I appreciate 
it — and could not live without it. Never was such a bless- 
ing in my life as this kind of dependable insurance. 


An annuitant who purchased a life-long monthly income during her 
earning years writes: 


I enclose a notice of change in address. I expect to stay 
in the South until May. Please send my checks here until 
that time, when I shall return to my home. 

I am so happy that I have this monthly income. It gives 
me comfort and peace of mind and makes it possible for me 
to travel and enjoy life now that my working days are over. 


Every day a parade of hundreds of income checks from matured life 
insurance: policies and annuities, and for disability benefits, leaves 
our home office on its way to our policyholders and beneficiaries. 
These checks furnish guaranteed living expenses to widows and 
children, sweeten the sunset days of elderly people, and comfort 
and support those who are totally disabled. 


_Jassachuselly Mutual 


LIFE INSURANCE COMPANY 
Springfield, Massachusetts 


Bertrand J. Perry, President 
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One of the livest of the underwriters 
associations is that of Westchester Coun- 
ty where so many New Yorkers have 
their homes and in which county are 
located White Plains, New Rochelle, 
Yonkers, Port Chester, Rye, Larchmont 
and many other important towns. Presi- 
dent is Ernest H. Slaybaugh, Northwest- 
ern Mutual. 

The Life Underwriters Association of 
Westchester County held its fourth an- 
nual sales congress on March 20 at Ho- 
tel Gramatan, Bronxville, N. Y., and it 
was the largest ever held, 350 attending 
the banquet at which the principal speak- 
er was Holgar J. Johnson, president, In- 
stitute of Life Insurance, who was intro- 
duced by Frank H. Meyer, general agent, 
Penn Mutual, Yonkers. Dinner chair- 
man was Evelyn I. White, Frank Meyer 
agency, Penn Mutual, Yonkers, and 
treasurer of the association. Attending 
the banquet also was Joseph C. Behan, 
vice-president of Mass. Mutual, who had 
opened the congress in the afternoon, 
and Mrs. Behan. It was Mr. Behan’s 
sixty-eighth birthday and he was pre- 
sented with a birthday cake. Others at 
the speakers’ table included Kris Kristen- 
sen, Equitable, Yonkers; Charles Jones, 
Travelers, Yonkers; Robert W. Moore, 
Prudential, Port Chester; Lloyd Patter- 
son, president, Life Underwriters Asso- 
tiation of the City of New York; Dave 
Jarvis, Metropolitan, White Plains; 
Leonard Grape, Massachusetts Mutual, 
White Plains; Charles Egenoff, Pruden- 
tial, New Rochelle; Raymond J. Casey, 
John Hancock, Mount Vernon; Kenneth 
Cornell, Prudential, Brewster. 


Public Relations 

Mr. Johnson made a vigorous talk, 
telling of the objectives of the Institute 
of Life Insurance and the general public 
relations aspect of life insurance. He 
told those present of their responsibility 
lor presenting facts about life insurance 
so that the public will appreciate life 
insurance and what it stands for. 

He deplored criticism of life insurance 
based on fact that it is the biggest in- 
lustry in the country. He saw nothing 
f fear from size. 

“Our business has grown so big be- 

tause it is fundamentally sound,” he 
taid. “It is conducted in the public in- 
fest and the agent’s job is to let this 
lact be known in as wide a sphere as 
possible.” 
Those who spoke at the sales con- 
tress, in addition to Mr. Behan, were 
tanklin Toops, Travelers, 55 John 
Street, New York, who gave facts about 
the manner in which the public’s emo- 
ions motivate it in buying insurance; 
feorge Crongeyer, division superintend- 
fit, Metropolitan Life, who discussed 
business insurance; Harry Krueger, as- 
stant general agent, C. L. McMillen 
tency, Northwestern Mutual Life, New 
ork, whose topic was “The Life In- 
urance Will,” and Edward L. Reiley, 
anager, Penn Mutual home office agen- 
, Philadelphia, who deflated objections 
0 buying life insurance. 

In his opening address at the sales 
prsres President Ernest Slaybaugh of 
he association said that agents must 
ontinue to be abreast of the times. They 
must develop a nose for prospects who 
te better off than they were last year 
td must have a knack of answering ob- 
tctions because there is not an objec- 
ion now being made to purchase of life 
surance which cannot be adequately 
f'swered. 


Behan Praises Agents 


Mr. Behan told of the tremendous 
fowth of life insurance production in 
he last few decades and said that little 


(Continued on Page 4) 








Snapped at Westchester Banquet 
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The Herald Statesman, Yonkers, N. Y. 


Left to right: Holgar J. Johnson, Ernest H. Slaybaugh (standing), Frank 
H. Meyer, Joseph C. Behan 





Reiley Answers “Inflation” Excuses 


Addressing the Life Underwriters As- 
of Westchester, Edward L. 
Reiley, president of Philadelphia Life 
Underwriters Association, and member 
of Reese & Reiley, managers, Penn Mu- 
tual home office agency, Penn Mutual, 
Philadelphia, said the three excuses why 
people who desire life insurance do not 
buy were the draft, “inflation” fears 
and general uncertainty. He dismissed 
the draft reason as insignificant in view 
of the number of prospects and _ skill 
which agents should use in selection of 
prospects. 


sociation 


Inflation 


Taking up the fears of inflation, Mr. 
Reiley said in part: 


“Maybe you don’t agree with him, but 
instead of that you say, ‘All right, let’s 
discuss this inflation question. Now, 
don’t forget that whatever his desires 
are, h¢ can interpret the facts to back 
them up. So he is going to interpret 


inflation to support and justify his desire 


not to buy. You can get into a lengthy 
discussion. Ultimately. you may even 
win. But what have you gained? As 


soon as he sees that you have won, he 
says, ‘Besides that there is the draft.’ 


Life Always Uncertain 


“And if you win that, there is the 
general uncertainty. And he can go 
on and on indefinitely. You are lost the 
minute you transfer attention from the 
need and concentrate on the excuse. 

“I think the answer is something like 
this: ‘Mr. Jones, you have recognized 
and told me that your family needs so 
much money in the event that anything 
happens to you, and they have got to 
have that money to get along, and it 
hasn’t been provided. Is there anything 
in this inflation problem which will pro- 
vide them with $100 a month if anything 
happens to you? Because that is the 
only thing that will justify our taking 
our attention from that need. It seems 
to me that there is nothing in this infla- 
tion which will provide the necessary 


Harry Krueger on Clean-Up Funds 


Harry Krueger, CLU, assistant to Gen- 
eral Agent Clifford L. McMillen, North- 
western Mutual Life, New York, and 
production manager of the agency, and 
who was formerly head of the option 
settlement division of the company’s 
home office, discussed clean-up, readjust- 
ment, emergency and educational funds, 
income during critical family years and 
mortgage liquidation in his address be- 
fore the Life Underwriters Association 
of Westchester at Bronxville, N. Y., last 


week, 
In his talk on the clean-up fund he 
said: “We know that normally the wife 


should be named as beneficiary. Of 
course, if she is not named as an execu- 
trix in the will and there is no provi- 
sion in the will enabling the executor to 
get funds payable to the wife, or if 
there is uncertainty about whether the 
wife will cooperate with the executor, 
then despite the disadvantages normally 
attendant upon the designation of the 
estate as beneficiary, it might be good 
iudgment to name the executor as bene- 
ficiary under the policies set aside as a 
clean-up fund. Normally the wife will 
be named as beneficiary and if she is, 
instead of providing a one sum settle- 
ment, it is best to provide payment under 
the interest option, allowing the wife 
complete withdrawal privileges in order 


Westchester Ass’n Holds Its Largest Congress 


‘ 


income for your family. Therefore, as 
far as I can see, it has no bearing on 
the subject except that it may make 
things a little more difficult for you. 
But whatever comes, here is a need for 
your family and it is your responsibility 
in my judgment to put forth the neces- 
sary effort to overcome this additional 
problem, if that’s what it turns out to 
be. I can’t remember any extended pe- 
riod in my life where there weren’t any 
problems that made things a little more 
difficult. I don’t know what yours will 
be, but between now and the end of your 
life there are going to be lots of occa- 
sions when things are going to be 
tougher, and your plans have got to be 
such that you will meet those things. 
You can’t change that and the need ex- 
ists through them all.’ The answer is 
never to leave the need, never to desert 
the need to discuss and consider the 
argument or the excuse that is being of- 
fered. 

“I believe sincerely that the only way 
you can sell life insurance in the face 
of these very acceptable excuses which 
happen to present themselves at the 
present time is to keep the need upper- 
most as a responsibility that has got to 
be met, and don’t let him satisfy his 
conscience by excuses. The greatest ob- 
stacle, the greatest hazard about the 
draft, inflation, etc., is that we, as the 
representatives of the people, whose duty 
it is to show these needs and emphasize 
them, lose sight of this fact in the foliage 
ot excuses. When we do that we are 
fostering a false situation and we are 
losing sight of the true picture. When 
we do that we are weak and we need to 
be strong. It is the need we must stick 
to in order that he may not lull his 
conscience back into a quiescent state. 
That is constructive selling in its true 
sense and more—it is a friendly service 
to the prospect.” 





that the wife may be guaranteed interest 
on the fund until it is withdrawn and 
in order too, that if it is not necessary 
to use the entire fund, it may be left 
with the company for subsequent use by 
her; the fund in the meantime constitut- 
ing a very good investment. 


Contingent Beneficiaries 


“Most often, no contingent beneficiary 
should be designated. If those who 
would be named are minors, of course, 
the designation may defeat the insured’s 
intention, for, if the wife dies at the 
same time as the insured or predeceases 
him and the fund is payable to minor 
children, there is a serious question as 
to whether or not the guardian could 
use funds of a ward to pay the clean-up 
expenses. Personally, if there normally 
would be more than one. contingent 
payee, I prefer not to designate them on 
the clean-up fund even though they have 
passed minority. It seems to me to be 
an invitation to misunderstanding and 
controversy. One contingent payee may 
feel that the other should bear a dis- 
proportionate share of the expenses 
merely because that other is in a better 
position financially to do so. This may 
be a little far-fetched, but I would rather 
not invite the possibility of controversy 
and on that account never name con- 
tingent payees unless but one is to be 
named and that one has attained major- 
ity and has a clear understanding of the 
designation. 

“If only the wife is named as bene- 
ficiary, no contingent payees are named, 
and settlement is provided for the wife 
under the interest option with the privi- 
lege of surrender and withdrawal, there 
is, of course, a possibility that the wife 

(Continued on Page 4) 
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-acific Mutual Head 
Issues 1940 Report 


ASSETS AT ALL-TIME HIGH 


Report Shows 12% Gain in Volume of 
New Business Written Over 
Previous Year 


An all-time high of $247,124,794 in 
total admitted assets, up $6,585,819 over 
r ago, is shown by the annual re- 


a yea 1e 
port of Pacific Mutual Life for 1940. 
In the report President A. N. Kemp 


points out that policyholders now num- 
ber approximately 250,000, residing in 
every state in the Union, and that during 
1940, 12,500 people purchased insurance, 
representing more than $37,000,000, or a 
cain of 12% over the volume of business 
in the previous year. 

Payments to policyholders and benefi- 
ciaries for the year were $21,153,257.34, 
while total insurance in force increased 
to $587,900,115. Capital and corporate 
surplus now aggregate $6,103,031.29, with 
the addition of $828,106.87 from surplus 
earnings in 1940, while investment con- 
tingency reserves total $3,479,924.67. Pol- 
icv and claim reserves now stand at 
$227,357,932.70, having been further aug- 
mented to the extent of $6,015,408.92 
last year. 

Investment in bonds increased from 
$88,262,835.60 in 1939 to $91,602,536.14 at 
the close of 1940. During this same pe- 
riod first mortgage loans also increased 
from $83,865,922.12 to $91,396,032.91. Prin- 
cipal additions to the securities account 
included $1,763,163.51 in state, county and 
municipal bonds; $2,523,727.17 in public 
utility bonds, while mortgage loans were 
substantially augmented by additional in- 
vestment in FHA insured loans, bring- 
ing the total of this investment to $33,- 
326,560.18, as compared with $19,977,107.76 
at the close of the previous year. 

Net interest earnings during 1940 were 
3.7% for the combined life departments, 
including both participating and non- 
participating insurance, and 3.64% for the 
company as a whole. 

Over the period of the past four and 
one-half years, Pacific Mutual has paid 
in policyholders’ dividends $8,133,000 and 
added $3,100,000 to corporate surplus from 
its earnings. During this same interval 
it has increased its total assets by $25,- 
(000,000, increased policy and claim re- 
serves by nearly $17,000,000 and has 
distributed to policyholders and_ their 
beneficiaries approximately $90,000,000. 





Westchester Congress 


(Continued from Page 3) 


of it would be on the books but for the 
intelligence and persistence of life in- 
surance agents. As a group they can 
well be proud of their record. He re- 
garded the selling of life insurance as 
about the most interesting vocation a 
man could have if he is qualified and 
works industriously and _ intelligently. 
There is a technique about sale of life 
insurance just as there is a technique 
in every other field where there is sales- 
manship, and mastery of technique ‘is 
imperative. 

Franklin Toops, manager of the Trav- 
elers, 55 John Street, New York, said 
that agents must never lose sight of the 
objective of life insurance. Initial rea- 
son why life insurance grew in popular- 
ity was that it protected the family. 
That reason still exists. The motivation 
for buying is the same in Greater New 
York as it is in Washington Court 
House, Ohio, where Mr. Toops began his 
career. The great bulk of life insur- 
ance is sold by the average agent. He 
early senses the need and calls atten- 
tion to it easily and logically because he 
is dealing with human beings. For the 
most part the sale is emotionally con- 
ducted and, because of their daily ex- 
perience, no one knows more surely than 
an agent what are the great emotional 
events. They are births, weddings, 
deaths, These are the three sure-fire 
topics which interest everyone. There- 


fore there is always a vitally interested 


Advanced by Continental American 


In a letter to the field force of the 
Continental American Life of Wilming- 
ton, President A. A. Rydgren announces 
larger responsibilities with the title of 
“agency assistant” for both Howard D. 
Shaw and Leonard C. Kiesling who al- 
ready carry on a variety of activities 





HOWARD DANA SHAW 


in the agency department at the home 
office. 

Mr. Shaw has been responsible for 
advertising and publicity as well as 
company literature, printing, the agency 
paper “Brass Tacks” and other publica- 
tions and since the first of the year 
has been in charge of the company’s 
“Pocket Book Plan” with supervision of 
its use and compilation of statistics and 
other data in connection with it. He 





audience. One of the greatest emotional 
experiences Mr. Toops has had was 
when he noted the reaction when he 
paid a death claim in the Washington 
Court House days. Mr. Toops thought 
that in most sales the less said about 
statistics, tables and charts the better, 
and that applied especially to the aver- 
age agent’s interview. 


Crongeyer on Need of Partnership 
Protection 


George A. Crongeyer of the educa- 
tional field division of the Metropolitan 
Life discussed business and partnership 
insurance. He told of the value to the 
life of the firm of the partner, reviewed 
close corporations and told why life in- 
surance stands out by itself as a medium 
for perpetuating the businesses. He read 
a sample approach letter to a prospect 
outlining what would happen in case of 
death of a partner in New York State 
business where under the law, when 
either partner dies, the partnership 
ceases to exist and the surviving partner 
can continue to function only for the 
purpose of liquidating the partnership. 
This letter in part said: 

“It is possible to draw a legal contract 
which will avoid the necessity of liquida- 
tion and at the same time provide a 
method of furnishing the money which 
will permit the surviving partner to pur- 
chase the interest of the deceased part- 
ner and thus pay his estate a hundred 
cents on the dollar.” 

The letter goes on to say that there 
are cases without number where liquida- 
tion of partnerships because of death of 
a partner has been forced by the courts. 
The widows have had sad experiences, 
because, unfortunately, in most cases the 
surviving partner hasn’t the resources 
to buy the late partner’s interest. In 
the letter to prospect the question is 
asked, “Will you permit me to suggest 
some of the answers and ways in which 
you can foresee and forestall such situa- 
tions?” 





LEONARD C. KIESLING 


joined the company in 1938 after con- 
siderable experience in the advertising 
field and some life insurance selling. 

Mr. Kiesling has been handling a va- 
riety of agency matters including meet- 
ings, club qualifications, licenses and 
supervision of the clerical staff of the 
agency department. Among the new 
duties assigned to him are the follow- 
up in connection with the company’s 
new “Minute Men Club” and general 
supervision of qualification in other pro- 
duction clubs. He has been with the 
company since 1933. 

In addition to their specific duties 
both Mr. Shaw and Mr. Kiesling assist 
Superintendent of Agencies Ralph E. 
Halstead both in the home office and 
the field. 


Committee Wants Agents 
Under Social Security 
Old Age - Survivors Plan 


On March 22 the Committee on 
Agents Compensation (composed of rep- 
resentatives from both home offices and 
the field) reiterated its position con- 
cerning the inclusion of life insurance 
agents under the old age and survivors’ 
insurance plan of the Social Security 
Act. The report of the committee in 
October, 1940, said 

“Our committee believes that it would 
be desirable for commission agents to 
be included in the plan, assuming that 
it would be possible to do so without 
bringing them under the unemployment 
compensation section of the act.” 

M. Albert Linton, chairman of the 
committee, said this week: “In studying 
the problem the committee would empha- 
size the fact that commission agents are 
‘independent contractors’ and under their 
contractual agreements are free to use 
their judgment as to the place and time 
at which they shall solicit applications 
and service policyholders. The commit- 
tee believes it essential that this free- 
dom of action of the individual agent 
be fully maintained and that this should 
be a fundamental consideration in any 
attempt to include him under Social 
Security. Furthermore, the committee 
feels that if the agent is to be included 
under the Social Security Act there 
should be full clarification of his rights 
to write business and receive commis- 
sions thereon after age 65. The effect 
that the receipt of such commissions 
would have on the old age benefits re- 
ceived should be clearly indicated.” 





Toronto Mutual Life reports business 
in force as of December 31, 1940, at 
$8,831,950, a gain of 11%. New business, 
mending revivals, amounted to $2,481,- 


Bureau Meetings for 
Small Company Heads 


TO DISCUSS COMMON PROBLEMS 





Conferences For Executives Planned For 
Chicago During Week of 
April 14 





; Executives of life insurance companies 
in two different size groups will meet in 
Chicago the week of April 14 for the 
discussion of mutual company and agen- 
cy problems, under the sponsorship of 
the Sales Research Bureau. 

The first group to meet will consist 
of executives of Bureau member com- 
panies having less than $125 million of 
Ordinary insurance in force. This meet. 
ing will begin on Monday morning, April 
14, and adjourn on Thursday, April 17 
The second group, comprising executives 
of Bureau companies in the $125 million 
to $400 million Ordinary insurance group, 
will convene on Friday, April 18, and 
adjourn on Saturday afternoon, April 19, 

The idea for a special conference for 
the smaller company group originated 
in 1939 and a highly successful meeting 
was held in the spring of that year in 
Chicago. So well did the meeting go 
that it was continued as a permanent 
event with the second meeting being 
held in Chicago in April, 1940. It is 
expected that the 1941 meeting will be 
one of the largest both from the point 
of attendance and member companies 
represented. Present indications are that 
there will be about fifty executives from 
thirty companies at the conference this 
year. 

One of the originators and guiding 
spirits behind the idea of a conference 
designed to discuss the problems and 
methods of operation peculiar to the 
smaller company is R. E. Irish, president 
of the Union Mutual. Mr. Irish served 
as chairman of the 1940 conference and 
has undertaken each year the task of 
preparing a program to elicit the kind 
of discussion on the agency or company 
problems or practices that the majority 
of attending companies were especially 
anxious to be informed on. 
_ The meeting of companies of $125 mil- 
lion to $400 million of Ordinary in force 
was first held in Chicago in 1940. Al- 
though there are fewer companies eli- 
gible for participation in this size com- 
pany meeting than in the smaller com- 
pany group, the first meeting was so suc- 
cessful that it was decided to make it 
an annual affair. There will probably be 
twenty-five to thirty in attendance at 
this conference from fifteen or more 
companies. Acting as chairman of this 
group is John H. Evans, vice-president, 
Ohio National, who is assisting the Bu- 
reau in planning the program. 


Krueger Talk 


(Continued from Page 3) 


may survive the insured but die before 
actually receiving payment. This, then, 
would result in payment to the estate ol 
the wife. This too may defeat the pur- 
pose and on that account we might well 
provide for a reversion to the insured’s 
estate as a part of the endorsement if 
death occurs within a period of, say, 4 
year, otherwise to the wife’s estate. I! 
the size of the clean-up, fund warrants, 
it might be well to consider a trust 
agreement with the trustee named 4 
contingent payee to receive the fund 
if the wife does not survive to do 30. 


SUN MANAGER AT DES MOINES 
William R. Withers, formerly of De 
troit, has been appointed Des Moines 
manager for the Sun Life of Canada 
Mr. Withers succeeds J. G. Storrs, who 
has resigned from active service becaust 
of ill health. Mr. Storrs has been with 
the Sun Life for the last twelve years. 
Mr. Withers joined the Sun Life ™ 
1927 at Detroit and after serving asf 
agency cashier and branch secretary # 
a number of agencies entered field wort 
in 1939 and his personal production dut 
ing the last two years has qualified him 
for the company’s high ranking clubs. 














ton O 
Bimm 
has b 


agenc 
more 
produ 
high | 
among 
full ye 
one o: 
321 we 
in 194( 
Bort 
was ed 
the Ui 
comme 


H. 
Named 


Appc 
as gen 
for Pa 
nounce 
preside 
Durit 
liams h 
ory L. 
where 
ord in 
Georgiz 
cations, 


AETNZ 
Thort 
lowa fa 
Life fo: 
appoint 
loan off 
min wi 
diately 
Ington, 
C 


min, wi 
lowa. R 
ferred t 


Nellis 
Mutual 
© appo 


surance 








yanies 
eet in 
r the 
agen- 
ip of 


Onsist 
com- 
on of 
meet- 
April 
ril 17, 
utives 
iillion 
>roUup, 
, and 
ril 19, 
ce for 
inated 
eeting 
ear in 
ng go 
lanent 
being 
It is 
vill be 
point 
panies 
re that 
; from 
‘e this 


‘uiding 
erence 
is and 
to the 
»sident 
served 
ce and 
ask of 
e kind 
mpany 
ajority 
ecially 


25 mil- 
1 force 
). Al 
es eli- 
e com- 
r com- 
SO suc: 
jake it 
ably be 
nce at 
- more 
of this 
>sident, 


he Bu- 


before 
3, then, 
state ol 
1e pur: 
ht well 
sured’s 
nent if 
say, 4 
ate. I 
arrants, 
a trust 
med as 
e fund 
do $0. 


INES 
of De- 
Moines 
Canada. 
rs, who 
becaust 
en wit 
2 years. 
Life 1 
ying 48 
tary a 
ld work 
on dut 
ied him 
lubs. 





March 28, 1941 











TR TA HAG AZO FEWER IL 


THE EASTERN 


UNDERWRITER nett 














Thomas P. Allen Named 
Dayton General Agent 


FOR MASSACHUSETTS MUTUAL 


Harry L. Bimm Will Be Associate Gen- 
eral Agent in Allen-Bimm 
Agency 





Thomas P. Allen, assistant to Gibson 
Lewis, general agent of the Massachu- 
setts Mutual at Brooklyn, has been 
transferred to Dayton, O., where he will 
be general agent after April 1. The Day- 





THOMAS P. ALLEN 


ton office will be known as the Allen- 
Bimm agency and Harry L. Bimm, who 
has been in charge of the agency since 
1936, will be associate general agent, de- 
voting most of his time to personal 
selling. 

Mr. Allen entered life insurance with 
the Massachusetts Mutual Long Island 
agency in 1934, With sales aggregating 
more than $2,000,000, his average annual 
production is over $300,000. With a 
high of $433,000 in 1938, he has been 
among the company’s 100 leaders every 
full year in the business. He has made 
one or more sales weekly for the past 
321 weeks, with a low of 120 lives insured 
in 1940, and a high of 231 in 1938. 

Born at Stamford, Conn., Mr. Allen 
was educated at Syracuse University and 
the University of Alabama, majoring in 
commerce and business administration. 


H. E. WILLIAMS APPOINTED 








Named General Agent for Pacific Mutual 
Life at Jacksonville, Fla., 
. Office 
Appointment of Harold FE. Williams 
as general agent in Jacksonville, Fla., 
for Pacific Mutual Life has been an- 
nounced by W. M. Rothaermel, vice- 
president in charge of agencies. 
During the past five years Mr. Wil- 
liams has been associated with the Em- 
ory L. Jenks general agency in Atlanta, 
where he has made an outstanding rec- 
ord in the field. In 1940 he led the 
Georgia organization in number of appli- 
cations, with 199, 


AETNA FARM BRANCH CHANGES 

Thornton R. Jarmin, manager of the 
Iowa farm loan department of the Aetna 
Life for the last eight years, has been 
appointed manager of the Aetna farm 
loan office for the State of Illinois. Jar- 
min will begin his new duties imme- 
diately and move his family to Bloom- 
Ington, IIl. 

C. W. Haworth, assistant under Jar- 
min, will succeed him as manager in 
lowa. Roy L. Dillingham has been trans- 
ferred to Iowa as assistant manager. 








Nellis P. Parkinson, agent for the 
Mutual Benefit at Decatur, Ill, is to 
be appointed Assistant Director of In- 
surance by Governor Dwight H. Green. 














L. G. Saunders Now Heaa 
Of Rochester, N.Y., Agcy. 
GOES WITH EQUITABLE OF IOWA 
Has Been in New York Field Seven 


Years; Formerly Prominent 
in Athletics 











Leon G. Saunders, who is well known as 
a life insurance general agent and also 
for some years a notable figure in the 
world of athletics, has been appointed 


revent Sad Voi Regrets 


Circumstance has transformed this 





father into an uninsurable man in the 


twinkling of aneye. =~ L. G. SAUNDERS 


general agent of the Equitable of Iowa 
at Rochester, N. Y. 


He was healthy, strong and confi- Mr. Saunders first attracted attention 
os : - when he was a member of the famous 

dent that “when the time comes Columbia University baseball team, the 

2 ae star of which was “Eddie” Collins, who 

he could insure his life. later became America’s most famous sec- 


ond baseman. For seven years he 
coached football and baseball at Stevens 
Institute, where he also taught English 


A persistent insurance agent might history. For some years he also refereed 
a number of important football games 

have made this a different story. and he now holds the championship for 

fly casting, which he won at Madison 


Square Garden. 

Mr. Saunders began his life insurance 
career in San Francisco in the old 
Shapro agency of the Equitable Life 
Assurance Society. From there he went 
to the home office agency of the Penn 
Mutual Life as a supervisor. He was 
there five years, Seven years ago the Penn 
Mutual transferred him to Brooklyn 
where he was general agent for three 
years, and four years ago he opened a 
general agericy in the Graybar Buildin 
in Lexington Avenue, which he ran unt 
this week. 


Charles H. Wible to Head 
New Union Mutual Agency 


According to an announcement by 
Rolland E. Irish, president of the Union 
Mutual Life of Portland, Me., Charles 
H. Wible has been appointed manager 
of its new Cincinnati agency located in 
Carew Tower. 

A native of Bedford, Ind., Wible is a 
graduate of Purdue University and came 
to Cincinnati in 1937 as assistant to 
S. P. Ellis, general agent of the Provi- 
dent Mutual. He previously was in the 
insurance business in Chicago. 

Wible has named Grant E. Dorrell, 
for eleven years one of the leading 


producers of Provident Mutual in Cin- 
rutential cinnati, as his associate manager. 
I HEADS NATIONAL ASSOCIATES 


Jusurauce Company of Amoerira According to J. S. Drewry & Co., Cin- 


cinnati general agents of the Mutual 
Benefit at Milwaukee, A. Robert Groenke 

Home Office, NEWARK, N. J. of that office has been elected president 
of National Associates comprising the 
twenty-five top producers of the com- 
pany throughout the country, 
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Gleason Manager for 
Union Central, Spokane 
WITH COMPANY SINCE 1932 


Appointment Announced by Mark S. 
Trueblood at Luncheon For 
Members of Agency 








Appointment of Arnold A. Gleason as 
manager, Spokane agency, Union Central 
Life, has been announced by Wendell 
F. Hanselman, superintendent of agen- 
cies. First announcement of the ap- 
pointment was made by Mark S. True- 
blood, inspector of agencies for the west 
coast, at an agency luncheon last 
Wednesday. Gleason succeeds Joe E. 
Whalen, who recently retired because of 
illness. - 

Gleason joined the Union Central in 
1932 as an agent and since that time 
has paid for nearly $3,000,000 of new 
business with the company. He has been 
a consistent member of his company’s 
top production clubs. 

He was born in Minneapolis in 1891. 
While still a young boy his family moved 
to Spokane and he received his _pri- 
mary and high school education there. 
Upon graduation from Spokane High 
School he enrolled at Washington State 
Agricultural College. After graduation 
from college in 1916 he entered the bank- 
ing business and worked his way up 
through the ranks until he was appoint- 
ed cashier. He left this post to repre- 
sent the Union Central in 1932. 





H. Pohs, Jerome Siegel 


Installed as Master Masons 


On Tuesday of this week, Herbert 
Pohs, instructor in charge of the insur- 
ance course of the Marquand School of 
the Y. M. C. A. and Jerome Siegel, 
assistant manager of the McGeorge 
agency of the Prudential, were installed 
as Master Masons in Composite Lodge 
No. 819, F. & A. M. The degree work 
was conferred by a line of officers, all 
of whom are connected with the insur- 
ance fraternity. Among them were 
Henry W. Hodges, John L. Distler, J. 
Clinton Dockam, Frederick W. Mayes 
from the oflices of Pendleton & Pendle- 
ton; Irving A. Kass, Paul Waldman and 
Irving C. Grossman, insurance brokers. 
Alex Goldberger, president of the Brook- 
lyn Insurance Brokers Association, acted 
as Senior Deacon and delivered the his- 
torical lecture. Peter F. Schneider, pres- 
ident of the Bronx Insurance Men’s As- 
sociation, acted as Senior Master of 
Ceremony, and Albert Cohen, insurance 
adjuster, was Junior Steward. 

Mortimer L. Nathanson, second vice- 
president of the Brooklyn Insurance 
Brokers Association, is the Master of 
the Lodge. 


Kastner in Radio Talk 


Ralph H. Kastner, associate counsel, 
American Life Convention, and Pro- 
fessors Howard  Berolzheimer and 
Harold WHavighurst of Northwestern 
University, discussed insurance over a 
radio network on Sunday morning last 
week. Comments were based on the 
stories emanating from Washington 
that there may be limited Federal reg- 
ulation of life insurance. The discus- 
sion was conducted by Northwestern 
University Reviewing Stand over WGN 
and a group of stations of the Mutual 
Broadcasting System. 


SAINT WITH STOESSEL AGENCY 


Walter M. Saint, Jr., has joined the 
National Life of Vermont as associate 
general agent in the Walter J. Stoessel 
general agency at Los Angeles. 

Mr. Saint joins the National Life with 
a fine record in personal production and 
sales management work. During his first 
two years in the life insurance business, 
1933 to 1935, he was with the North- 
western National. In 1935 he was ap- 
pointed field instructor'at the home of- 
fice of that company. 








L. Edmund Zacher Weds 





L. EDMUND ZACHER 


L. Edmund Zacher, president of 
Travelers Insurance Companies, on 
Wednesday married Margaret I. Butler, 
daughter of Louis F. Butler, late presi- 
dent of the Travelers. Mrs. Zacher is 
curator of exhibits of the Children’s 
Museum, Hartford. 





THREE AGENTS PROMOTED 

Three agents of the Monumental Life 
Insurance Co., Baltimore, have been pro- 
moted to the post of assistant manager. 
They are William Logan, Allentown, Pa.; 
J. Diamond, Chicago, and R. Penny- 
backer, St. Louis. 


MEET ABOUT SMALL POLICIES 





Connecticut Companies Consider Type of 
Contract Which Savings Banks Could 
Sell; Collection Fee Compensation 

At a meeting in Hartford this week 
life insurance companies discussed possi- 
bilities of issuing a policy with a face 
value of $500 up to somethng in excess 
of $900 which savings banks could sell 
as agents of the life companies and do 
so without any compensation other than 
a collection fee. 

The bill to permit savings banks to 
write life insurance has been passed by 
the Connecticut State Senate and is now 
before a committee of the House, How- 
ever, it is not believed it will pass. The 
savings banks of Connecticut are op- 
posed to savings bank life insurance. At 
the recent hearings not a single savings 
bank approved the bill. 





Iowa Bill Raising Minimum 
Surplus for Mutuals Passed 


Legislative action on S. F. 99 raising 
the minimum surplus from $5,000 to 
$10,000 for mutual insurance companies, 
other than life, was completed in the 
House of the Iowa legislature. The bill 
now goes to the governor for his signa- 
ture. The bill, however, contains a pro- 
vision that the insurance commissioner 
can require a $25,000 surplus from new 
companies if he deems it necessary. 

Considerable debate was held on the 
bill with Representative Walter Arant 
of Des Moines claiming it was aimed 
at driving the small mutuals out of 
business. Other representatives de- 
fended the measure as a safeguard to 
the public. 


WITHERS IS SUN LIFE MANAGER 

New general agent for the Sun Life 
of Canada at Des Moines is William R. 
Withers. He succeeds J. G. Storrs, who 
resigned the post because of poor health. 
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Party For E. Y. Duncanson 
On His 15th Anniversary 


A surprise party was given to Earle 
Y. Duncanson, agency manager for 
Goulden, Cook & Gudeon, general 
agents, Connecticut General Life in New 
York, on the occasion of his fifteenth 
anniversary with the company. Ar- 
ranged by his office associates, it was 
ranged by his office associates, it was 
day. Congratulatory letters and tele- 
grams from the Home Office people 
and many of the brokers were read at 
the dinner, and he was presented with 
a sheaf of 66 life and accident applica- 
tions which were written by brokers in 
honor of his anniversary. The office 
staff presented him with a bronze desk 
set, and high tribute was paid him for 
his excellent work with the agency. 





Safe to Pay Group Policy 


To Beneficiary of Record 


In Kot v. Chrysler Corp., 293 Michi- 
gan 688, 292 N. W. 531, the employer 
corporation had paid the proceeds of an 
insurance certificate under a Group life 
policy to the administrator of the em- 
ploye’s estate, in accordance with their 
records, 

Plaintiff claimed a vested interest in 
the proceeds of the certificate as 
assignee of the insurance as_ security 
for the payment of indebtedness which 
he claimed was due him from the in- 
sured. Neither the employer nor the in- 
surance company had any knowledge of 
such an assignment. 

The certificate had been misplaced or 
lost. The defendant contended that it 
provided for payment to the estate of 
the insured, and offered in evidence the 
employe’s application for insurance read- 
ing: “Name of Beneficiary—Estate.” 
Other records of the insurance company 
were received in evidence and testimony 
that it was not requisite to secure pay- 
ment of this type of insurance that the 
certificate be surrendered to the insur- 
ance company. 


HEAR FRENCH ECONOMIST 








Examiners of State Insurance Depart- 
ments Attend Bankers Club Affair 
As Guests of W. B. Wiegand 
At the Bankers Club of New York 
on Tuesday last Andre Istel, who was 
financial adviser to Paul Reynaud when 
he was Premier of France, gave an 
unusually interesting talk discussing the 
situation leading up to the German in- 
vasion of France, his topic being “Se- 
quence of Politics and Economics in 
France and the Significance to America.” 
He arrived in this country on a mis- 
sion for the French Government shortly 

before the armistice. 

Among those who attended the lunch- 
eon were a large number of examiners 
of State Insurance Departments who 
were guests of William B. Wiegand, 
chief examiner of insurance companies 
for New Jersey. Among the examining 
staff of the New Jersey State Depart- 
ment present were L. V. Shuster, L. R. 
Barnich, T. A. McNicholas, J. J. Mit- 
chell, J. G. Foley, C. F. McCarthy and 
C. H. Baker. Among other examiners 
present were E. Mitchell, South 
Dakota; J. D. Bansley, Georgia; L. L. 
Miller, Kan.; and S. J. Doyle, Montana. 
The out-of-state examiners are now in 
Newark on a zone examination of the 
Mutual Benefit Life. 


MEDICAL JURISPRUDENCE 








Class of Insurance Society of New York 
Completes Two-Year Course 
on Subject 

One of the most successful classes con- 
ducted by the Insurance Society of New 
York—that of medical jurisprudence— 
completed a two-year course on Tues- 
day night of this week, final lecturer 
being Everett W. Bovard. Student body 
was made up of casualty and life com- 
pany claims executives, their legal staffs, 
adjusters and investigators. Chairman 
of the course was Dr. S. M. Linden- 
baum, 
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Troubled Times Bring 
Opportunities—Clark 


INSURANCE ALWAYS NECESSARY 





John Hancock Vice-President Talks on 
Position of Insurance in 


World At War 





The place of life insurance and of 
insurance men in the great program of 
defense and preparation upon which the 
country is entering was the topic of 
Paul F. Clark, vice-president of the 
John Hancock, in his talk before the 
morning session of the sales congress 
of the Life Underwriters Association of 
the City of New York yesterday. 


With war rampant in the world to- 
day, Mr. Clark said, life underwriters 
must evaluate the situation and get a 
clear conception of their place in it. 
Until peace comes in Europe an ever- 
increasing part of public thought and 
action will be given to the defense pro- 
gram, and life insurance must justify 
its place in the new order of things. 

Protection for the individual is the 
greatest single contribution of life in- 
surance to the country’s efforts, he said, 
also citing the participation of life in- 
surance in the war effort of 1917-18 
through the purchase of government 
bonds, and through supporting defense 
industries. 

“Today we have embarked on another 
great defense effort,” he continued. 
“Today life insurance is larger. Today 
there are sixty-five million Americans 
who own policies backed by thirty bil- 
lion dollars worth of assets. Today 
these policyholders, through their life 
insurance companies, are investing once 
again in defense, but in greater sums 
than before. 


“In 1940 the policy owners, through 
their companies, bought a billion and a 
quarter dollars’ worth of government 
bonds. The companies now hold five 
and a half billion dollars’ worth of such 
bonds—seven times as much as after the 
first World War.” 

Some people see the difficulty in every 
opportunity instead of the opportunity 
in every difficulty, Mr. Clark went on 
to say, and the present situation con- 
tains many opportunities for the men 
who will 
stances. The times are far richer in 
opportunity than any we have known 
recently. 

“There are but few people who will 
admit they want more life insurance, 
and by limiting your field to the ‘want’ 
propects, you are definitely limiting your 
chances of success and following the 
harder course,” he said. “The answer 
is to prospect among people on the basis 
of their needs for life insurance, paying 
little attention.to their wants. Through 
knowing needs you can transform into 
purchasers men who did not originally 
want to buy. 
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“There is, as you know, an intrinsic 
balance in all things. This is required 
fo make them complete. Thus we have 
light and dark, heat and cold, spirit and 
matter, the ebb and flow of the tide, 
the intake and outgo of breath. So 
with need—it has its inevitable comple- 
ment also. And where need is, there 
you will find opportunity. The present 
lificulty is not lack of opportunity, but 
per lack of desire to make the most 
Or it, 

“Recent research studies find people 
more intelligent, with more knowledge, 
with more resources of all kinds. They 
nd one big lack—so many have no 
passion to succeed. Many people in all 
\usinesses or professions, including ours, 
tre failures because they do not want 
0 pay the price of success. They want 
kuin without risk, ease without hard- 
hip, production without toil, progress 
ithout pain. 

“They want life without the struggle 
which is living, but they do pay, be- 
duse nature’s law is that everything in 
his world, good or evil, has its price 


(Continued on Page 13) 


















make the most of circum- . 


21st Annual New York City Sales 
Congress Draws Capacity Crowds 


A capacity crowd turned out for the 
twenty-first annual sales congress of the 
Life Underwriters’ Association of New 
York City at Hotel Pennsylvania Thurs- 
day. Chairman for the congress was 
Manuel Camps, Jr., general agent, John 
Hancock, who presided at the morning 
session, and vice-chairman was Halsey 
D. Josephson, general agent State Mu- 
tual, who presided in the afternoon. First 
speaker was Lloyd Patterson, general 
agent, Massachusetts Mutual, president 
of the association. 

Timothy W. Foley, general agent, 
State Mutual, and president of the Mid- 
town Managers’ Association, discussed 
“Natural Prospecting,” in which he em- 
phasized the importance of the personal 
element. Mr. Foley said that in pros- 
pecting a system is necessary and that 
salesmanship plus friendship is the ideal 
combination, as the ability to make 
friends is very important in selling. Mr. 
Foley stressed also the value of visual 
sales material and testimonial letters. 


Using Referred Leads 


Lillian Joseph, Home Life of New 
York, described her method of using 
referred prospects and how service to 
the policyholder helps client building. 

Samuel F. Greene, Guardian Life, also 
discussed referred leads. “A _ referred 
lead,” said Mr. Greene, “is not a name 
with an address. It is not ‘See John 
Jones and tell him I sent you” A re- 
ferred lead is not had by asking Harry 
Smith, ‘Say, Harry, where can I write 
a policy today?’ This is not even good 
business, is undignified and does not lend 
prestige; certainly does not get the 
underwriter in on any kind of a selling 
basis.” 

Mr. Greene said a referred lead is one 
where John Smith writes a letter of 
introduction or telephones to the pros- 
pect, so that when the agent calls he 
already knows why he came. He said 
that such leads come from policyholders, 
centers of influence and friends, mostly. 

Memorized Sales Talk 

There were discussions by Benjamin 
D. Salinger, general agent, Mutual 
3enefit, whose theme was “I Use a 
Memorized Sales Talk” and by David B. 
Fluegelman, Northwestern Mutual, who 
took the other side, “I Do Not Use a 
Memorized Sales Talk.” In discussing 
his side of the question, Mr. Fluegel- 
man said: “The point I particularly want 
to stress and which I cannot. over- 





Countess of Thomand, N. Y. C. 
LLOYD PATTERSON 


emphasize is that there is no substitute 
for lack of preparation or lack of knowl- 
edge. In other words, if you believe that 
you can eliminate time and effort neces- 
sary to perfect a memorized sales talk 
and substitute it with nothing but an 
egotistical belief that you will be able 
to say something or other in the pres- 
ence of your prospect that will result 
in a sale, I will tell you beforehand 
that it won’t work. You won’t get away 
with it. You must be so completely 
prepared regarding all the possible ob- 
jections that may be brought up by the 
prospect, that you will be able to over- 
come them by your knowledge and logic, 
but a belief in your own mind that you 
know the answers is not the same thing 
in my mind as memorizing those 
answers. 

“I have no complaint with those peo- 
ple who want to memorize the answers, 
who feel that they will be more suc- 
cessful by conducting themselves in that 
manner. It is a question of a person’s 
type of mind. I do not happen to have 
the type of mind that will readily adjust 
itself to standardized, specific responses. 
I would much prefer to feel that I know 

(Continued on Page 8) 
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Agent Can Face Future 
With Full Confidence 

NEED FOR INSURANCE GREATER 

James A McLain Tells N. Y. Sales 


Congress Nothing Can Change 
Need for Family Protection 








While the’ average citizen will have 
fewer surplus dollars to spend beyond 
the demands of his standard of living, 
the American people will still need life 
insurance as the family will continue to 
be our basic social unit, said James A 
McLain, president, Guardian Life, in 
addressing the sales congress of the 
Life Underwriters’ Association of New 
York City on Thursday. 


“We known that the home still is the 
citadel in which the fine moral and 
spiritual values of life are cherished and 
nurtured,” said Mr. McLain. “We know 
that every thinking American wants to 
give his family freedom from want— 
freedom from the fear of want. We 
know that we shall continue to have 
widows and orphans even in an un- 
conquerable, free America. Someone 
must provide the money. We know that 
—war or no war—life insurance is the 
instrument whereby, in the American 
way, the living head of a home may 
satisfy his desires to guarantee this 
necessary money to his family. In no 
other way can the average man provide 
for the shrinking margin between in- 
come and outgo so large and so safe a 
measure of protection as can be ar- 
ranged for him by the good life under- 
writer.” 


Not Harder to Get Interviews 


Mr. McLain went on to say that the 
skilled underwriter is going to find it 
easier not harder to have constructive 
interviews with serious, thoughtful pros- 
pects, whose appreciation of life insur- 
ance is being intensified by the national 
emphasis on security. 

Continuing, Mr, McLain said: “There 
are three key thoughts to sustain our 
spirit as life underwriters in the days 
and months which lie just ahead in the 
inscrutable future. First—the American 
people will still need life insurance. 
Second—human nature in America will 
not change, except to manifest its nobler 
qualities. Men and women may take 
life and its acute problems more serious- 
ly, but they will cherish security, and 
happiness, and the joy of achievement 
all the more for doing so. Third—and 
because of these facts—they will appre- 
ciate more than ever the abiding values 
of life insurance in terms of fundamental 
human needs and wants. 

“The double-barrelled dollars which 
they will invest in life insurance poli- 
cies will not only maintain the walls 
of individual and family economic secur- 
ity around their homes, but will help 
their Government to forge the weapons 
of defense and to maintain the watch 
on the ramparts of their liberties. The 
dollars paid in to the life insurance com- 
panies will be loaned to Government 
and to industry to help provide the 
‘all-out’ defense which this country 
unitedly demands. Moreover, these life 
insurance dollars will help to build 
better roads—provide more schools— 
extend the conveniences and comforts 
of electric services—provide better facil- 
ities for transportation and communica- 
tions—extend the industrial and agri- 
cultural activities of our people—and 
build millions of homes for our citizens 
and their families. This vast reservoir 
of our people’s savings accumulated in 
life insurance will help not only to de- 
fend the America that is, but will share 
in building the better America that is 
to be after the clouds and possibly the 
storms of war shall have passed and 
America shall emerge—once more— 
strong and free—in the sunshine of a 
brighter day. 

“And through providing economic 
security for the home—life insurance 


(Continued on Page 17) 
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Patterson’s Tribute to 


Harry E. Morrow, Agent 
Seated at the head table at the sales 
congress banquet in New York Thursday 
night were Raymond Moley, guest 
speaker, and a number of presidents of 
life insurance companies, among them 
George L. Harrison, president of the 
New York Life, who was introduced to 
the local association for the first time. 


After the distinguished guests were in- 
troduced by President Lloyd Patterson, 
who presided, he paid a feeling tribute 
to Harry E. Morrow, who was seated 
on his left. Mr. Morrow has been a 
life insurance agent for thirty-three 
years, most of which time he has been 
active in the affairs of the association, 
of which he served as president; has 
headed several of the most important 
committees and devoted much time dur- 
ing the years unselfishly to association 
affairs. 

In his 
said: 

“T want to take just a minute or two 
to pay tribute tonight to a man who has 
done much for you and me. Many men 
have been capable of doing wise things, 
and cunning things, but very few 
generous things. A lot of you, all of you 
I hope, came into this business for the 
same reason that one man at the speak- 
ers’ table here tonight did thirty-three 
years ago. That man sits here on my 
left—Harry Everts Morrow. 

“He came into the business to make 
a living, of course. He came into the 
business because he believed what they 
said about writing his own ticket—about 
there being no limitations physically, 
spiritually, financially or politically—and 
that his territory lay bounded only by 
the North and South Poles. He be- 
lieved that for him life had really started 
and with it everlasting liberty, and the 
grand pursuit of happiness. After carry- 
ing that ratebook for thirty-three years 
he still believes all these things are 
true, for he’s proven that they are—and 
at three score years and ten he still 
sees great days ahead, fine things in the 
offing—for the life insurance business has 
kept him young—kept him optimistic— 
kept his disposition sweet. 

“He has been an enthusiastic member 
of this Association twenty-eight years 
and has held every office the organiza- 
tion had, and after he became its presi- 
dent in 1924 he continued in the service 
and is still one of our most active mem- 
bers—serving today on the Administra- 
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HARRY E. MORROW 


tive Board as Chairman of the Ex-Presi- 
dents. Without him the Committee of 
Constitution & By-Laws cannot function 
and he knows Roberts’ Rules of Order 
better than Roberts himself. As presi- 
dent in 1924 he increased the member- 
ship to 160 more than the present admin- 
istration had when it took office last 
July according to its budget. 

“Men who know him will tell you that 
no man has contributed more to the 
welfare of the Association over a longer 
period of years and with less to gain 
personally than he has. No man has con- 
tributed more towards keeping up, and 
fighting for, the high standards of this 
business— and no man has set a better 
example to the man with the ratebook 
than he has. And no one has maintained 
a better one-man public relations bureau 
of greater acceptability to our wondering 
public than he. 

“And just as this institution of ours— 
its great companies—its general agents, 
its managers, its supervisors must look 
to the man with the ratebook—let them 
look twice at this man Harry Morrow 
—for no one could set them all a better 
example to follow. We have in him, and 
in all the service he has rendered you 
and me, that kind of personality that 
could be used perhaps to illustrate what 
Beecher said—that—In this world it is 
not what we take up, but what we give 
up—that makes us rich.” 
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the answers in my own mind, but feel 
free to express them in whatever order 
I find is determined by the particular 
situation confronting me, and express 
the particular ideas in whatever manner 
I feel will be most likely to arouse the 
proper response in the mind of my 
prospect. 


“TI constantly attempt to maintain the 
client-counselor relationship between my 
prospect and myself. I am _ primarily 
concerned with gaining his good will 
and confidence rather than in making 
a sale at any particular interview. Above 
all, I strive to maintain the professional 
attitude in such manner that my pros- 
pect will look to me for advice rather 
than feel that I am attempting to sell 
anything to him. A lawyer does not 
pre-determine his responses to his 
client in an interview. Nevertheless, a 
lawyer must be well versed and pre- 
pared on all aspects of the law, in order 
that he may give the correct answer 
regardless of what problem arises or 
what the client may say to him. I at- 
tempt to create between myself and my 
prospect the same relationship that 
exists between a lawyer and his client. 
I do not always succeed, but that is 
the goal toward which I aim, and the 
closer I attain this goal, the more likely 
I am to gain sufficient in respect and 


confidence of the client, that my inter- 
view will ultimately result in a sale.” 


One Interview Sale 


Franklin R. Amthor, Equitable Socie- 
ty, and Harper R. Dowell, New Eng- 
land Mutual, took opposite sides of a 
discussion on the one-interview sale, 
Mr. Amthor showing how sales can be 
closed in the first interview and Mr. 
Dowell taking the position that selling 
is a process, the two-interview sale is 
the natural method. 

In the afternoon session, Percy A. 
Peyser, general agent, Manhattan Life, 
attacked the objection, “I Buy Only 
Term.” Giving an example of meeting 
this objection, Mr. Peyser said, “The 
important thing, Mr. Prospect, is that 
you agree you need protection. Just 
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An unusual opportunity will soon open up in the 
Home Office of a substantial Eastern life insurance 
company. The man preferred is one who is now 
giving all or a part of his time to personal produc- 
tion, who is willing to travel about half the time, and 
who wants experience in fa Home Office Agency 
This position will involve regular 
Agency Department duties. Salary modest to start. 
If you are interested write your qualifications to 
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write your name on this application and 
we will have the doctor check you over 
at 9:30 tomorrow. Now I will ask a 
favor of you. When a successful busi- 
ness man like yourself says, ‘I buy only 
term,’ you must have given thought to 
the matter. I value your opinion. Why 
do you buy only term? 

“Your reasons are interesting. You 
say it is cheaper. You expect to need 
this protection for only ten years and 
you can take care of saving your money 
outside of the policy. Please notice I 
advance no argument against your choice 
of term. I have a term policy myself. 
Here it is and read what I have written 
across the face, ‘My most expensive and 
least satisfactory policy.’ (Here he pre- 
sents a comparison of the actual cost 
- a ten-year term policy with Ordinary 
life.) 

“This proves the Ordinary life to be 
cheaper. One more thing. You say you 
expect to need this protection for only 
ten years. If you find you need it for 
longer, up go your costs still further 
(provided you can get the protection). 
If I need the Ordinary for more than 
ten years, down go my costs. The longer 
I have it, the cheaper it is. Shall we 
insert the words ‘Ordinary life’ in this 
application in place of ‘term’?” 

Meeting Other Objections 

John H. Brady, Home Life of New 
York, answered the objection, “I Have 
Had My Insurance Analyzed By An 
Independent Organization.” Mr. Brady’s 
answer in part was: “I have seen ex- 
cellent examples of this, but I might 
ask, ‘Independent of whom?’ Indepen- 
dent of insurance companies and conse- 
quently able thereby to give important 
advice? Only the real underwriter is 
competent to give disinterested advice 
for the benefit of both company and in- 
sured. Some independent advisors, with 
every good intention but because of 
ignorance of the insurance principle, 
have advised dropping good insurance. 
This is a very dangerous procedure and 
one to be followed only in extreme 
circumstances. As you go to a lawyer 
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for legal counsel, to a doctor when in 
ill health, go to a competent life under- 
writer for life insurance advice.” 

Wheeler H. King, New England Mu- 
tual, discussed what to say when the 
prospect objects, “The general outlook 
is too uncertain.” He would meet the 
objection, for example, with: “Let us 
assume for a moment that there was 
no such thing as life insurance. The 
fact would still remain that you would 
want to protect your family against the 
sacrifices and hardships they would face 
if they had to get along without you and 
your income. Has it occurred to you 
that if you would like to leave your 
family $10,000 and there was no such 
thing as life insurance, you would have 
to put away $20 a month for forty-two 
years in order to accumulate $10,000? 
If we assume interest might be earned 
on these deposits, it would still take you 
the greater part of a lifetime and still 
the greatest uncertainty of all would 
stare you in the face—the question of 
whether or not you would live long 
enough to accomplish the goal. Why 
risk the struggle of a lifetime and still 
have no guarantee of security for your 
family when you can create this estate 
for them immediately with us? 

“Let us not overlook the fact that in 
life insurance you win if you live, you 
win if you die, and you win if you quit.” 

G. Gustav Steiner, Aetna Life, an- 
swered the objection, “My Social Secur- 
ity and Group Insurance Cover Me 
Adequately.” He gave the following as 
an example of meeting this objection: 
“Congratulations! You must be the ex- 
ceptional case. I have never yet found 
that situation to exist. Have you in- 
cluded all the benefits under your Social 
Security in your program as well as 
making your insurance judgment-proof 
for your family?” 

John E. Spence, Penn Mutual, an- 
swered the objection, “I Can’t Afford 
Any More Insurance,” with the follow- 
ing: “Since you don’t expect to buy 
any life insurance and since I make my 
living selling life insurance, anything 
I might say must necessarily be to your 
interest. If I could increase the guar- 
anteed amounts payable under your 
present insurance from 20% to 30% 
without additional cost and without 4 
medical examination, you certainly would 
be interested, wouldn’t you? Suppose 
your salary were reduced $2 a week, 
you would get along. Why not use this 
to protect your family and yourself 
in old age? Are you saving any money 


at present that will take care of your 
family in case of death and you in your 
old age?” 

Harold W. Baird, Northwestern Mu- 
tual, answered the objection. “I Am 
Worried About Inflation.” He suggested 

(Continued on Next Page) 
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Moley Sees No Need to 
Change State Control 


STATE REGULATION A SUCCESS 





) Speaker at Life Underwriters Association 


Banquet Says Personal Security Not 
Government Function 


Speaking at the dinner Thursday night 
following the sales congress of the Life 
Underwriters Association of New York, 
Raymond Moley, contributing editor of 
Newsweek, on “Security of the Individual 
and the Nation,” said that people have 
to learn over and over again that es- 
sentially the individual makes his own 
security, and that he must make it in 
his own way and out of his own ex- 
perience. 

As to the tendency to look to govern- 
ment for security, Mr. Moley said that 
there is one thing that government can- 
not do, which is to guarantee personal 
security. It is the government’s task 
to look to the security of the nation 
and to the maintenance of conditions in 
which the industry and intelligence of 
individual people can operate to the best 
advantage for the achievement of a 
measure of personal security. 

Coming to the subject of life insur- 
ance, Mr. Moley said in part: 

Insurance and Governr::ent 

“If ever there was a business whose 
very existence depended upon a free eco- 
nomic system, it is life insurance. The 
basic theory of life insurance is inter- 
woven with the theory of a free economic 
system. May I say that altogether too 
often when government attempts to pro- 
vide insurance—and I grant that in many 
instances these efforts are sound ones— 
what government provides is not insur- 
ance; it is something else. That is true 
of what is called Social Security. It is 
true of old age pensions. It is true of 
tnemployment compensation. It is true 
of workmen’s compensation. What the 
government is doing—and in most of these 
instances doing correctly and properly and 
out of necessity—is to distribute money 
collected by compulsion and paid out or 
given for social purposes the community 
wishes to accomplish. That is a process 
that governments can perform. But in the 
last analysis, it is not insurance as insur- 
ance has come to be understood in 
America. 

Balance in Present Regulation 

“In the life insurance business we well 
know the salutary nature of regulation by 
the states. We know, out of the experi- 
ence of the past thirty-five years, that 
one of the outstanding successes of gov- 
ernment in the United States has been 
the work of states in protecting the rights 
of policyholders. It is hard to understand 
why, in the face of that record, there 
should be a demand for shifting to an 
already overburdened Federal government 
soe of the regulatory duties and re- 
sponsibilities with reference to life insur- 
ance. Such shifts ought to come when 
there is an incontrovertible need for them. 
They should not come because some per- 
son or small group of persons has a 
theory that it would be better to have the 
shifts occur. In the whole history of 
our nation, the transfer of powers from 
the states to the nation has been mad 
successfully only when specific necessities 
have lighted the way. And I howe not 
yet found in any of the facts of the 
present-day life insurance situation reason 
for concluding that the time has come to 
say that state regulation has not suc- 
ceeded. Never has there been a business 
with so healthy a balance between private 
enterprise and public regulation. As a 
policyholder, I don’t want to see that 
balance destroyed. 

“The international situation and the ob- 
vious problems confronting our own e¢co- 


lomic system hold up before us manv 
sobering, almost threatening facts. As we 


see what we have achieved in the past in 
the building of the greatest and most 
Powerful economic system that the world 
las known, we have reason to hope for 
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that the prospect be pinned down to 
inflation as his only objection. Say, 
“If you could be sure things would stay 
as they are, would you buy?” Also 
find out what type of inflation is feared; 
whether the World War type, credit 
inflation, or rising prices. It can be 
shown that the World War type of in- 
flation is not possible here. It is pos- 
sible to show that although the national 
debt has increased, national assets have 
also increased. Consequently there is 
little ground for worry and no definite 
inflation trend in evidence as yet. If the 
prospect really believes we are in for 
inflation of a type that would double 
prices, then the only answer is twice as 
much life insurance. 

Edmund P. Donovan, Massachusetts 
Mutual, met the objection, “I Prefer 
Baby Bonds,” with this: “I think this 
is an excellent idea, but in purchasing 
my bonds, certain standards should be 
considered. The guarantee that the full 
face value of the bond will be available 
without delay or depreciation. Can your 
beneficiary receive proceeds in the event 
of death in instalments at a guaranteed 
rate of interest without reinvesting? 
Will they be tax free two years? At 
maturity will you have to reinvest them 
before you could receive a life income ?” 

Felix U. Levy, Penn Mutual, gave an 
example of an answer to “I Just Had 
An Audit Made,” in which he showed 
that this objection can be made the 
basis for a sales talk and an aid in 
closing. 

William FE. Sullivan, Metropolitan 
Life, discussed Industrial insurance from 
the prospect’s standpoint. 

C. Jean Casper, Jr., Prudential dis- 
cussed cooperative selling, telling the 
mutual benefits derived from it and gave 
sample introductions. 


DISCUSS LOANS ON INSURANCE 








Bankers, Attorneys and Underwriters 
Hear Addresses at Buffalo 
Managers’ Meeting 


_More than one hundred representa- 
tives of life insurance, the banks and 
the legal profession gathered at a din- 
ner meeting in Buffalo last week to 
discuss problems arising out of the 
assignment of life insurance problems to 
banks for loans. The meeting was spon- 
sored by the Buffalo Life Managers 
Association and President Laurence G. 
Thebaud was chairman. 

Speaking for the banks, Charles E. 
Rhodes, Jr. assistant secretary of the 
Marine Trust Co., said that banks have 
come to realize that loans on life insur- 
ance are desirable investments. Each 
loan must be given individual considera- 
tion, he said, both as to the willingness 
and ability of the borrower. 

Alger Williams, president of the Erie 
County Bar Association, speaking for 
attorneys, discussed assignment forms 
and declared that the simplest form is 
the best form. Speaking for life insur- 
ance, Walter A. Schworm, president of 
Buffalo Life Underwriters Association, 
urged that underwriters point out to 
policyholders that certain changes must 
be made in the policy if an assignment 
is made. 





the future. But we shall have reason for 
that hope only if our course, in future, is 
guided by the sound principles that we 
have followed in the past. 

“In the midst of the swirl of uncer- 
tainty that surrounds us, the institution of 
life insurance stands as a monumental wit- 
ness to the industry and enterprise and 
intelligence and thrift of the American 
people. The institution of life insurance 
is, in a very real sense, a bulwark of our 
American civilization. Upon it depend the 
hopes and aspirations of millions of peo- 
“ln Keep it free, keep it clean. Protect 
it from economic adventurers and protect 
it from political theorists. Guard it, be- 
cause while it lives, personal security lives, 
and free enterprise lives and hope lives 
and faith lives in America.” 



























































































INSURANCE 
ill FORCE 


INCREASE IN INSURANCE IN FORCE 


ACCUN 
YEARLY 
L INCREASES 


1938 1939 1940 


The true measure of progress in 
a life insurance company is gain 


in life insurance protection in f 


orce. 
Connecticut Mutual has gained 
$192,204,855 during the past six 
years, bringing the total in force to 


$1,084,800,000. 
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HE management of a life insurance 
company has a primary responsi- 
bility to its policyholders to invest 

the funds of the company and to conduct its 
affairs so that the company will be able 
promptly to meet all its contractual obliga- 
tions to policyholders and beneficiaries when 
they fall due. The discharge of that 
responsibility carries with it a great oppor- 
tunity for service to the public at large. 


Because of the complexities of the present 
economic situation growing out of the critical 
period through which the world is passing, 
this service to the public has now become of 
great importance in the economic and social 
structure of the country. Your management 
is acutely aware of its responsibility to its 
policyholders. So also, it recognizes that 
much public benefit will necessarily follow 
from its performance of that responsibility. 


Nearly one-half of the people of the 
United States own life insurance. From 
the savings of these people, who live on 
the farms and in the villages and the cities, 
come the premium payments which account 
for most of the income received by life 
insurance companies. These funds eventu- 
ally go back from those companies to the 
policyholders and beneficiaries as payments 
in accordance with the terms of their policy 
contracts. Before such payments are due, 
however, the funds become available for em- 
ployment in the economic life of the people as 
a whole in the form of investments or loans. 
Such investments or loans are useful to those 
individuals, corporations and governments 
who need funds to build homes, to carry on 
business, or to meet budgetary and capital 
requirements. 


The life insurance companies in turn con- 
sider the probable income from these invest- 
ments and loans when they calculate their 
premiums. Earnings are an important factor 
in building up the funds out of which future 
obligations to policyholders and beneficiaries 
are met. They are also a substantial factor 
in reducing the total cost of insurance to the 


policyholder. 


Safety is the First Consideration 


In making investments or loans it is of 
paramount importance that the _policy- 
holders’ interests be protected and that 
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safety be made the first consideration. That 
has been the policy of this Company since 
its organization. It will continue to be its 
policy. 

The Public Interest is Served 


But the Company is also very conscious 
of the public service that is rendered through 
the employment of its funds. In recent 
years, for various reasons, the individual who 
has accumulated savings during the course 
of the year has been more and more hesitant, 
or has experienced greater and greater diffi- 
culty, in making his own private investment 
of these savings. Asa result the public has 
put larger amounts of savings into such insti- 
tutions as life insurance companies. But these 
savings are not stagnant or idle. In large 
part they are turned back into the blood 
stream of the national economy through 
investments and loans which these institu- 
tions make in accordance with the laws of 
the various States. 


In the past ten years, the investments and 
loans of all life insurance companies in the 
country have grown from approximately 
$20,000,000,000 to $30,000,000,000. The 
effect of this upon our national economy is 
great, for, as the volume of such investments 
and loans has increased, the public service 
performed by them has likewise increased. 
Even a brief examination of the loans and 
investments of the New York Life Insurance 
Company will, we believe, demonstrate that 
it has employed its funds both with a view to 
safety and in the public interest. 


Loans and Investments at Work 


Government Bonds.—Vhis Company’s in- 
vestments in bonds aggregate $1,827,000,000. 
Of this amount, approximately $800,000,000 
are United States Government bonds, either 
direct or fully guaranteed. During the past 
year the Company increased its holdings in 


this classification of investment by about: 


$100,000,000. United States Government 
bonds are generally regarded as the prime 
investment security of the world. Their 
safety is beyond question. More than that, 
the Government at the present time is 
making huge expenditures in the interests 
of national defense. From the point of view 
of the public interest as well as the safety of 
its policyholders, the Company’s policy is 


to continue, in the present circumstances, to 
invest in Government securities. 


Other Bonds.—The Company’s investments 
in State, county and municipal bonds, which 
are likewise regarded as prime investments, 
and which amount to over $250,000,000, also 
play a great part in our national economy as 
well as our social advancement. They pro- 
vide funds to help build schools, bridges and 
highways as well as other local institutions 
and improvements. The Company’s hold- 
ings of railroad bonds aggregate approxi- 
mately $285,000,000 and help to finance the 
country’s principal transportation system 
which is so essential to both the business of 
the country and its defense. Our public 
utility bonds aggregate over $335,000,000 
and, in making these investments, the Com- 
pany has helped to provide the people with 
electric, gas, water, communication and 
other services. 


Large and Small Loans.—Most of the 
corporations whose bonds are owned by 
the Company are relatively large because 
so many small borrowers do not or cannot 
issue bonds which are eligible or practi- 
cable as investments for a life insurance 
company. This Company, however, makes 
many mortgage loans and policy loans. 
Most of the policy loans are for small 
amounts. Mortgage loans are made in both 
small and large amounts. An examination 
of the Mortgage Loan Portfolio, which in- 
cludes loans on business, residential and farm 
properties, shows that at the end of 1940 the 
Company had on its books 31,741 first mort- 
gage loans on real estate, which, less reserves, 
amounted to about $420,000,000. About 87 
per cent of these mortgage loans, that is 
27,656, were for less than $10,000 each and 
aggregated over $117,000,000. About 60 
per cent of the total number of such loans, 
that is 18,928, were for less than $5,000 each 
and aggregated over $60,000,000. About 
$70,000,000 of the Company’s real estate 
loans were FHA-insured mortgage loans. 


Stocks—The Insurance Law of the State 
of New York does not permit life insurance 
companies to invest in common stocks. As a 
result they cannot legally provide equity or 
partnership capital, either for big business or 
for small business. However, they are per- 
mitted to invest in preferred and guaranteed 


The New York Life Insurance Company has always been a mutual company. 
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INSURANCE COMPANY 
to its Policyholders 


stocks which measure up to certain legal 
requirements. This Company’s holdings of 
such stocks, which provide additional funds 
for industry, amount to about $90,000,000. 


All things considered, it is apparent that 
the assets of the New York Life Insurance 
Company are at work not merely to produce 
a return but also to do their part in advanc- 
ing both economic and social progress. 


Payments to Policyholders and Beneficiaries 


During the year 1940, the New York Life 
Insurance Company paid to policyholders 
and their beneficiaries a total of $204,394,345. 
Of this sum $135,015,066 was paid to living 
policyholders and $69,379,279 to benefici- 
aries. During the past ten years, the Com- 
pany’s payments to policyholders and bene- 
ficiaries have exceeded $2,180,000,000, 


New Insurance 


New insurance during the year 1940 
amounted to $425,970,300. There were 
210,896 new policy contracts made during 
the year and the average size of new policies 
was $2,020. Although the volume of new 
business was slightly less than the previous 
year, nevertheless there was a substantial 
reduction in the aggregate volume of ter- 
minations, particularly lapses and sur- 
renders. On December 31, 1940 the Com- 
pany had 2,925,775 insurance policies in 
force for a total of $6,895,182,749, which 
represented an increase of 53,541 in the 
number of policies and $64,347,953 in 
amount as compared with the end of the 
previous year. 


Assets and Liabilities 


The total value of all bonds, which were 
valued in accordance with the law, was sub- 
stantially below the total market value as of 
December 31, 1940. The aggregate amount 
of the Company’s real estate mortgage loans 
was written down by $26,000,000 to the 
estimated value as of the end of the year. 
Furthermore, the total real estate owned 
by the Company was also marked down 
in 1940 and is carried at the estimated 
market value. Total admitted assets amount 
to $2,869,735,205, an increase of $107,456,722 
over the previous year. 


In the liabilities, by far the largest item, 
$2, 322,671,554, is the Insurance and Annuity 


It started business on April 12, 1846 and is incorporated under the laws of the Stale of New York. 


Reserve computed by the Superintendent of 
Insurance of the State of New York. This 
reserve is the amount which the Company 
must hold in good assets so that together 
with future premiums and interest, it may 
be able to meet future policy obligations as 
they become due based on assumptions as 
to future rates of claim, interest and expense. 
The sum of $38,747,490 is set aside in the 
liabilities for dividends payable to policy- 
holders in 1941. In addition to a Voluntary 
Investment Reserve of $50,000,000, the 
Company had, at the end of the year, a 
surplus, reserved for general contingencies, 
amcu.\ting to $127,073,603. 


* * * 


The present high standing of the Com- 
pany, its conservative financial and actuarial 





standards, and the character of the organiza- 
tion both in the Home Office and the Field 
should be a source of great satisfaction to 
every policyholder. 


A more complete report as of December 
31, 1940 containing additional statistical and 
other information of interest about the Com- 
pany, as well as a list of the bonds and the 
guaranteed and preferred stocks owned by 
the Company, will be sent upon request to 
the New York Life Insurance Company, 51 
Madison Avenue, New York, N. Y. 


ayn 


President 





December 31, 1940 


ASSETS 


Cash on Hand or in Banks... $50,740,231.25 
U. S. Government, direct or 
fully guaranteed Bonds.... —_798,701,310.42 


State, County and Municipal 


ANNs 25a altars Meanie an 254,278,035.73 
Railroad Bonds. ........... . 285,382,157.84 
Public Utility Bonds........  335,809,038.91 
Industrial and other Bonds... 67,680,280.67 
Canadian Bonds............ 85,754,443.90 
Stocks, Preferred and 

CHIGHEINOOUE so 's66 oc wiewene 89,621,300.99 
RBA MORO oo cio Hoeaie ices 93,753,231.24 
Homie Otiees ss ewsnnecnewns 15,374,500.00 
First Mortgageson Real Estate, 

less reserves........-2000 421,904,728.35 
Polley EOGNG. 305 6< 320 «00s 309,207 ,080.82 


Interest Due and Accrued on 
Bonds, Mortgagesand Policy 
ROAM ke tattoo nae’ 27,181,644.68 


Rents, Due and Accrued..... 1,752,642.71 


Uncollected and Deferred 





PICU o. coe ce cctnene’ 32,155,465.50 
CH A. nidiccce dace’ 439,112.66 
Total.............+- $2,869,735,205.67 








Of the Securities listed in the above statement, 
Securities valued at $43,652,898.21 are deposited 
with Government or State authorities as required 
by law. 





LIABILITIES AND SURPLUS FUNDS 


TInsuranceand Annuity Reserve 
computed by the Superin- 
tendent of Insurance of the 
State of New York........ $2,322,671 ,554.00 

For amounts not yet due on 
Supplementary Contracts. . 

For Dividends left with the 
CRIB 6 ves 6 sedis ok us 

For Dividends payable during 
1941] ; 


166,767,005.40 
125,768,411.20 


2 ae i as: 38,747 ,490.00 
For policy benefits in process 

of settlement............. 9,096,703.04 
For policy benefits incurred 

but not yet reported....... 1,875,000.00 


For premiums, interest and 
rents, prenaid.....:....+.. 
Reserve for howe expenses on 
Single Premium policies and 


11,360,906.19 


yo OS ea ee 3,390,000.00 
Reserve for fluctuations in 
foreign currencies*........ 4,000,000.00 


Reserve for miscellaneous 
Liabilities (including taxes, 


rentals and salaries)...... 8,984,531.93 





Total Liabilities... ... $2,692,661 ,601.76 
Voluntary Investment 
Pe RE errr 50,000,000.00 


Surplus, reserved for 
General Contingencies. . 


BC eee oer 2 $2,869,735,205.67 


127,073,603.91 











*This reserve is held mainly against the 
difference between Canadian currency Assets and 
Liabilities which are carried at par. 
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750 Attend New England Congress 


Sponsored by Boston Association 


By Frank L. 


The great part played by life insur- 
ance in the national security program 
of the American people was the keynote 
of the 19th annual New England sales 
congress sponsored by the Boston As- 
sociation of Life Underwriters. About 
750 life insurance men and women of 
New England attended the all-day ses- 
sion at the Hotel Bradford in Boston on 
March 22. 

Outstanding on the speaking program 
was Albert E. N. Gray of the Pruden- 
tial, whose inspiring talk on “The Com- 
mon Denominator of Success” won the 
closest attention of all present; and the 
address of Senator C. Wayland Brooks 
of Illinois closing the afternoon program, 
broadcast over a nation-wide hookup. 

Rev. Garfield Morgan of Lynn, citing 
personal experiences in alleviating need- 
less tragedies arising from unprotected 
families, spoke on “Lifelines and Dead- 
lines,” saying in part: “We are con- 
stantly increasing towards the lifeline 
or gravitating towards the deadline— 
our direction is a matter of attitude. 
We must keep responsive to the in- 
escapable tasks of life, and make a 
contribution to the day and generation 
in which we serve. Life insurance is 
part of a real gospel needing to be 
preached to more and more people. To 
give service in your chosen field, match 
yourself against the facts—insistently, 
consistently and persistently.” 


Urges Action Immediately 


Dr. Morgan, quoting from Dr. Rich- 
ard Cabot’s book, “Right or Wrong” 
urged acceptance of the action-compell- 
ing slogan “Now is the (accepted) time.” 
“Instead of palliating our indolence,” he 
summarized, “we should remember that 
it is not cleverness nor astuteness but 
service to human society that brings 
rewards. You underwriters have the 
mission to lead men away from invest- 
ments that are not bread (economic in- 
dependence) and towards security guar- 
anteed by life insurance. Lift the other 
fellow’s sights if you would enjoy your 
own life.” 

Some practical psychological aspects 
of life insurance selling were outlined 
by Perry L. Rohrer, consulting psy- 
chologist, of Chicago. “A rate book and 
ideas plus creative imagination back- 
ground the art of life insurance selling,” 
commented the speaker. Predicting the 


Armstrong 


increasing use of consulting psycholo- 
gists to determine the probable fitness 
of a prospective salesman, he added 
“So complex a study as psychology can- 
not be left in the hands of laymen if 
it is to become enduringly useful, for a 
psychological test is just about as good 
as the one who interprets it. High 
scores on tests of personality adjust- 
ment are about as likely to indicate a 
high degree of lying as a high degree 
of satisfactory adjustment, especially 
when the applicant is eager to get a 
position or if a drawing account is in 
the offing. 

“A low rating obtained on an intelli- 
gence test might mean that the individ- 
ual was dull mentally or it might merely 
mean that he was emotionally upset 
and could not give a fair picture of his 
mental abilities at the moment. So I 
suggest that psychology as it applies to 
selling insurance will, in the future, take 
what might be called the clinical ap- 
proach. This enables the general agent 
to spend time using whatever psy- 
chologists can give him and enables the 
psychologist to be more a scientist, sit- 
ting down with the prospective salesman 
and getting his whole life story—looking 
back across the span of his life—ac- 
quainting himself with the hundreds of 
factors which give an understanding of 
the individual—before he gives advice of 
practical value to both the general agent 
and salesman.” 


Lists Success Requirements 


Citing differences between successful 
and unsuccessful insurance salesmen, 
Mr. Rohrer listed (1) ability to make 
rapid adjustments to major difficulties, 
(2) high degree of imagination, (3) 
ability as a public speaker, (4) strong 
sense of humor, (5) an enriched vocabu- 
lary, (6) living habitually in a friendly 
world. In conclusion he advised his 
audience to “Take all the training your 
company offers and ask for more.” 

B. N. Woodson, CLU, came to the 
stand for a rapid-fire talk on “Effective 
Speech in Selling’ emphasizing the 
“what” and the “how.” The first he 
broke down to ideas, sequence and 
words; the latter to verbal, physical and 
spiritual delivery. 

“Talk in terms of audience-interest 
and wants; this ministers to the other 
fellow’s comfort and ego-recognition. 
Be logical, orderly, effective in sequence 


and prepare your talk in advance,” he 
said, 

“Never suggest ‘Can you save $100 a 
month?’ but rather, ‘You have an op- 
portunity through life insurance to save 
$50,000 at the rate of $100 a month.” 


Four Success Habits 


The talk by Albert E. N. Gray was 
entitled “The Common Denominator of 
Success,” and expanded on the key idea 
that “the secret of success lies in form- 
ing the habit of doing things that fail- 
ures don’t like to do.” Success habits in 
life insurance selling, he said, were four 
—prospecting, calling, selling and work- 
ing. Limiting prospecting to the people 
who want life insurance results in a lack 
of prospects: calling upon those who 
can buy but won’t listen, and other 
wrong habits all result, he said, in fail- 
ure. Habit must be linked with a 
definite purpose and any purpose to be 
practical needs sentiment and emotion 
in it to bring success. “Successful men 
have a purpose strong enough to make 
them form the habit of doing things 
they don’t like to do in order to accom- 
plish the purpose they want to accom- 
plish.” 

President George Willard Smith of 
New England Mutual introduced the 
final speaker of the day, C. Way- 
land Brooks, U. S. Senator from IIlino’s, 
whose address was nationally broadcast. 
He summarized, “You are the salesmen 
of the system that allows you to sell 
life insurance. You must increasingly 
think about the independence of your 
operations in your chosen field and 
volunteer to teach those millions of 
others, your clients in life insurance, 
that the forces which tend to reduce or 
dissipate the value of the security they 
have placed in your hands must be 
checked that America may continue the 
privilege of having free men conduct 
free private enterprise, sustained by 
government, that the march of liberty 
may continue on this continent.” 





Colonial Life Statement 

‘The annual statement of the Colonial 
Life of Jersey City has been made public 
by Judge Ernest J. Heppenheimer, presi- 
dent. During 1940, the forty-third year 
of the company’s history, assets in- 
creased $740,669 and totalled $21,625,185 
at the end of the year. Insurance in 
force increased $5,089,133 during the 
year, the 517,632 policies in force on 
December 31, 1940, totalling $122,065,336. 

Company assets as of December 31, 
1940, included a portfolio of stocks and 
bonds totaling $8,199,029; mortgage loans 
on real estate of $7,867,649; cash in 
banks and on hand, $1,667,296; and total 
income during the year amounting to 


$5,720,380. 

















a — ee ee OC) 8 =e | od —a eal 


y 











BRANCH OFFICE AND AGENCY 
SERVICE THROUGHOUT THE 
NORTH AMERICAN CONTINENT 








LEE OF CANADA 


MONTREAL 

















Since 1848 
UNION MUTUAL LIFE 


INSURANCE COMPANY 
PORTLAND, MAINE 





Tulsa Wants E. L. Allison To 
Be National Ass’n Trustee 





E. L. ALLISON 


The executive committee of the Tulsa 
Life Underwriters Association has passed 
a resolution nominating Edward L. Alli- 
son of Engle & Allison, that city, as a 
candidate for national trustee of the Na- 
tional Association of Life Underwriters. 

A native of Georgia, he has lived in 
Tulsa since 1920. Mr. Allison served in 
the engineering corps of U. S. Army dur- 
ing World War. His early business ca- 
reer was spent in railroad service, with 
several oil companies and for four years 
he was in the coal business. 

In January, 1925, he entered life in- 
surance, becoming associated with Frank 
M. Engle. Engle & Allison are exclusive 
life insurance brokers. 

He has been past commander and na- 
tional executive committeeman of Amer- 
ican Legion, and was one of the founders 
of Tulsa Junior Chamber of Commerce. 
He was former director of Tulsa Cham- 
ber of Commerce and is now serving as 
director of Tulsa Community Fund and 
Tulsa Council of Social Agencies. Mr. 
Allison is a CLU. 





Martin Tenney, assistant vice-presi- 
dent of the Connecticut Mutual, dis- 
cussed the company’s financial state- 
ment at an agency meeting of the 
Charles J. Zimmerman agency in Chi- 
cago recently. 
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Rebuilding Old City 
Areas Urged by Pink 


AS NEW INVESTMENT OUTLET 





Superintendent Against Experiments 
with Equities and Small Loans 
As SEC Suggested 





Speaking before the Mortgage Con- 
ference of New York Wednesday, 
Superintendent of Insurance Louis H. 
Pink called attention to the blight of 
obsolescence which is creeping over the 
older areas of American cities and sug- 
gested that a program of redevelop- 
ment of these once high valued sections 
would be a suitable medium of invest- 
ment for life insurance companies and 
other institutional investors. He called 


attention to Parkchester in the Bronx, 
sponsored by the Metropolitan Life, as 
an example of what could be done and 
said that “the only questionable feature 
about this fine experiment” is that 
it is in an outlying area and will add 
to the forces drawing people out of the 
city proper. “The Parkchesters of the 
future,” he said, “should probably be 
built in the central areas where they 
will retard decay and bring back life.” 


Sees Insurance Companies Factor 


Continuing, Superintendent Pink said: 
“In community replanning the savings 
banks and the life insurance companies 
will, I hope, play an important part. 
Their first obligation and desire will be 
to furnish mortgage money for those 
who provide the equity financing. But 
they undoubtedly will and should go 
further than this. In these redeveloped 
areas there will undoubtedly be a place 
for the duplication of projects such as 
Parkchester which require no_ tax 
exemption and provide for what we call, 
for lack of a better name, the white 
collar people. There is also a very large 
element in our community which de- 
serves help in securing modern housing 
which cannot qualify for the subsidized 
housing and which is unable to pay $14 
or $15 a room or more for decent accom- 
modations. For this group there will 
have to be some limited assistance on 
the part of the city in the way of tax 
limitation for a period of years. The 
savings banks and life insurance com- 
panies undoubtedly will cooperate with 
the government authorities in provid- 
ing for this very substantial part of our 
population. 

“The financial institutions expect 
nothing in the way of return excepting 
moderate, assured interest and _ the 
eventual return of the principal over 
a period of years. With reasonable tax 
encouragement it is probable that rentals 
approximating $12 a room can _ be 
achieved. When the investment in these 
projects has been recouped they will be 
glad to turn over to the city the build- 
ings which have been erected. 

“Perhaps it is not inappropriate that 
I emphasize that we are concerned with 
more than low rental housing or hous- 
ing generally or mere clearance of in- 
sanitary areas. We are concerned with 
more than the government agencies or 
private initiative and finance. What 
we strive to accomplish is the recon- 
struction of our declining areas which 
are now liabilities and the creation of a 
thriving and healthy community. In 
this all must play a part. 

Against Equity Experiments 

“In urging the life companies to do 
their share in this great enterprise I 
am not unmindful that our primary 
obligation is the safety of the funds of 
policyholders which have been entrusted 
to us. We have no right to make ex- 
periments with common stocks which 
give the control of vast industries or 
with loaning money to small business 
men or with purchasing equities in com- 
mercial apartment houses. Our business 
is to invest these trust funds in the 
safest possible manner, diversified both 
as to the character of investment and 


Pink Finds No Basis For 
Many of SEC’s Criticisms 


Commenting on some features of the 
SEC report on life insurance in a talk 
before the Rhode Island local agents at 
Providence, Tuesday, Superintendent 
Pink said that we might be unwise to 
say to great, healthy, thriving organisms 
like the Prudential and Metropolitan 
that they shall not continue their natural 
growth; the result might not be the real 
interest of policyholders. He said every- 
one is agreed that managements should 
be satisfied with size attained and put 
emphasis on greater service rather than 
on growth. 

He saw no evidence that companies 
had combined to control rates or pre- 
vent competition. He said, with the 
exception of stock companies, which sell 
only a small percentage of life insur- 
ance, the companies depend upon invest- 
ments, mortality, and other factors for 
their cost basis. He explained how the 
insurance department cooperates with 
company actuaries in connection with 
Group insurance in fixing a minimum 
initial rate to avoid cutthroat compe- 
tition. 





The Peoples Committee to Defend Life 
Insurance and Savings is sending a leaf- 
let to mailing lists of persons believed 
to be holders of life insurance and sav- 
ings accounts urging opposition to po- 
litical control of insurance and the St. 
Lawrence seaway and power project, 
and support of the Walter-Logan bill. 





the location. While we must not in 
our enthusiasm forget the primary obli- 
gation of safety, we have a secondary 
duty to perform, which is to be helpful 
to the social and economic development 
of our cities and of the nation. We 
must strive not necessarily for the 
easiest investment to handle but rather 
for the investment which is most use- 
ful and helpful to the public, provided 
it is fundamentally safe and sound.” 


—$$ = — 
SPECIFICATIONS FOR SUCCESS 


Prestige of the Company, complete cooperation, wide 
range of policy forms, friendliness to agents and to policy- 


holders—the success of Fidelity agents 
is furthered by all these assets. 





One of a series— 








regular plans. 








| 
Licensed in thirty-six states, in- 
cluding New York and the New 
England states. Sixty-two years of 
operation. Assets $132,000,000. In- 
surance in force $370,000,000. Origi- 
| 


nator of Income for Life, Disability 


Giving facts about and Accidental Death benefits. 
the Fideli 
. sd Training course. Field assistance. 
Supervision. Pre-approach and lead 
services. Package and program selling plans. Modified 


Life, Family Income, Family Maintenance, Regular and 
Modified “Income for Life”, Disability Income, Term to 65, 
Juvenile, Standard and Substandard—in addition to all 


Parkinson Ass’t Director 
Illinois Ins. Department 


Nellis P. Parkinson, Decatur agent 
for the Mutual Benefit Life, and the 
Massachusetts Accident was named on 
Tuesday Assistant Director of Insurance 
of Illinois by Governor Dwight H. 
Green. Mr. Parkinson fills the post 
that has been vacant since the resigna- 
tion of Roy L. Davis who became head 
of the Chicago office of the Casualty 
& Surety Executives Association. 

Mr. Parkinson is well known in down- 
state insurance circles. Friends in Chi- 
cago says he has been in the business 
about twenty years. He is a World 
War veteran and it is reported from 
Springfield that he had strong backing 
of the American Legion, including past 
national commander Edward Hayes, who 
is said to have consulted with Governor 
Green concerning the appointment Mon- 
day afternoon. 


N. Y. MORATORIUM HEARING 

A large delegation of bankers and 
representatives of banking and _ real 
estate organizations appeared at a hear- 
ing of the joint legislative committee in 
Albany Tuesday, demanding that the 
mortgage moratorium be either term- 
inated or tapered off. The hearing con- 
cerned bills now before the New York 
Legislature dealing with the problem. 
There was some support voiced for the 
Condon bill, which terminates mortgages 
this year, except those on small dwell- 
ings and farms. The New York Metro- 
politan Association of Real Estate 
Boards appeared in favor of the Craw- 
ford-Delaney Bill, which would taper 
off the moratorium. Much of the hear- 
ing was taken up by those urging a mor- 
atorium extension. 


GUARDIAN AGENCIES MERGED 

The Guardian Life has announced that 
its two Newark, N. J., agencies have been 
merged into one organization, with My- 
ron E. Bay as manager and Ernest D. 
Finch, Jr., as assistant manager. 
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which must be paid. So they pay, 
finally, in bitterness and grief, being 
bankrupt in spirit and resource and 
faith. 

“Tf we accept this law of nature—by 
paying as we go in hours of study and 
work with a passion for success in our 
business—if we do not attempt to seek 
an influence outside of ourselves on 
which to blame our shortcomings and 
defeats, if we realize that there is an 


opportunity in every difficulty and act 
accordingly, we not only will be among 
the elect but will also have the pride 


of individual achievement which means 
happiness for ourselves and our families. 

“Let’s take a real looks at our oppor- 
tunity,” he concluded. “Let’s realize what 
it means to be in this great business 
in the only country on earth today that 
makes life worth living. Let’s first of 
all be really pro-American. Let’s fully 
realize that as life underwriters we have 
a real obligation and responsibility in 
the tremendous program the country is 
developing and financing in which we 
can play a real part. Finally, let’s 
develop a magnificient obsession—a pas- 
sion for outstanding achievements in 
this still wonderful business of life in- 
surance.” 





Failure to Mention Disease 
Does Not Remove Liability 


A ruling by the Supreme Court of 
Canada that failure to mention treat- 
ment for a disease on an application for 
insurance was not sufficient to relieve 
the insurance company of liability may 
create a precedent in Canadian insur- 
ance law. 

In a judgment on December 21 the 
Supreme Court directed the Prudential 
of America to pay $5,000 to the widow 
of a deceased policyholder of Quebec. 
The deceased took out the policy in 1937 
and died in 1938 after paying one pre- 
mium of $70.55. 

The company refused to pay the claim 
on the ground that on his medical ex- 
amination the deceased failed to divulge 
that he had been treated for Meniere’s 
disease in 1936 and 1937. For the widow 
it was contended that the deceased did 
not contemplate fraud as he believed 
himself completely cured, 
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Dr. Benner Sees Threat 
Of Future Inflation 


SOUND POLICY NEEDED NOW 


Economist Says Much Depends on Fi- 
nancial Methods Adopted by Gov't 
in Huge Defense Program 


Inflation is not inevitable in this coun- 
try as a result of the huge defense ex- 
penditures and mounting national debt 
but there is imminent danger of it un- 
less the national government adopts a 
sound financial policy, stated Dr. Claude 
L. Benner, vice-president of the Conti- 
nental American Life in addressing the 
District of Columbia chapter of C. L. U. 
last week. 

Touching on the much-discussed over- 

business 
“It seems 


saving theory as a cause of 
stagnation, Dr. Benner said: 
to me that it requires only a perfunctory 


survey of economic history and the most 
casual acquaintance with the technical 
laboratories in the country where mil- 
lions of dollars are being spent in re- 
search to produce new products, to see 
the absurdity of this entire argument of 
a mature economy, over-saving and need 
for permanent government spending in 
order to keep the wheels of business 
constantly in progress.” 
Where Danger Lies 

On the inflation danger Dr. Benner 
said in part: “Should the Congress, 
when it comes to enact its new tax bill, 
levy additional taxes in such a manner 
that they primarily cut down savings 
and do not decrease purchasing power 
and consumption so that when the 
Treasury comes to sell future issues of 
bonds there is not su’ cient savings to 
take them up and they have to be pur- 
chased by the commercial banks, then 
inflation with all its calamitous conse- 
quences will be inevitable. 

“Moreover, if wage increases, which 
are now being demanded in some of our 
principal industries, are granted at a 
time when these wage rates are the 
highest they have ever been in history, 
and when there has been no increase 
in the cost of living to justify such in- 
creases, then no price control legislation 
will be able to keep prices from going 
up without the employment of some ra- 
tioning system that tells everyone just 
how much or how little he can buy. 
The reasoning supporting this statement 
should be crystal clear. A goodly por- 
tion of increased wages will be spent for 
consumption goods. But, after our de- 
fense program gets well under way, the 
country will be in no position to increase 
its output of consumption goods. It 
probably will have to decrease them. A 
situation will exist, therefore, where 
there will be an increased demand for 
goods, the supply of which cannot be 
increased and the inevitable result of 
such a situation will be higher prices, 
unless, as I have stated, a rationing sys- 
tem is put into effect. 

Factors Involved 

“I am not saying here that we are or 
are not going to have inflation. I am 
merely trying to outline courses of ac- 
tion which, if followed, will lead to one 
or the other of these ends. Inflation is 
not inevitable. The defense program can 
be paid for without causing a rapid rise 
in prices if we have the courage and 
the wisdom to levy taxes so as not to 
destroy savings, leaving them free to be 
loaned to the government so that it will 
not have to sell its bonds to commercial 
banks, if the necessary priorities are es- 
tablished, and if business men exercise 
due care and restraint in buying ahead 
and in not piling up inventories and, 
even more important than all, if unjusti- 
fiable wage increases are not demanded 
and secured and spent so that the total 
purchasing power for consumers’ goods 
does not increase faster than the output 
of such goods. 

“A huge amount of government bor- 
rowing is going to be necessary. Life 
insurance companies will stand ready to 
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Claude L. Benner 


(standing), J. Hicks Baldwin, Hon. John A. Danaher and 
Dr. Perrin H. Long 


put their funds into government bonds. 
No law will be necessary to secure that. 
We do hope, however, that the Treasury 
will put a coupon on the bonds that will 
not seriously embarrass us in the con- 
duct of our operations. England and 
Canada are using 3% on taxable bonds. 
That ought not to increase the cost of 
financing the program to the Treasury 
unduly. 

“However plausible may have been the 
arguments before the defense program 
of the necessity of levying taxes so as 
to cut down savings and not decrease 
purchasing power, certainly today such 
arguments are obviously ridiculous. I 
think we must all agree that were it pos- 
sible to devise an ideal control over 
taxes and incomes during the years im- 
mediately ahead, we would agree that 
it ought to be such that no one should 
be permitted to increase his income so 
as to cause an increased demand for con- 
sumption goods above those necessary 


81 


for the maintenance of a satisfactory 
and healthy standard of living. 
Hinges on Consumption, Not Savings 
“The idea that anyone should main- 
tain at a time like this, when the nation 
is bending every effort to arm itself as 
rapidly as possible, that a tax bill should 
be passed so that the revenue derived 
therefrom comes mainly out of savings 
so as not to cut down consumption, is 
ridiculous were it not so tragic. Con- 
sumption must be and is going to be cut 
down whether we like it or not. The 
only problem is to devise the most equi- 
table method of doing so and not hamper 
the defense program. I think we must 
all agree that if this inevitable reduction 
in consumption, so that we may have 
armaments as rapidly as_ possible, is 
brought about by following a wise finan- 
cial policy of taxation, Federal spending, 
government borrowing and wage control, 
it will be more equitable and do much 
less damage that if it is brought about 
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by following unsound measures in these 
vital fields, the net result of which will 
be to cut down consumption through in- 
flation and rising prices. Inflation will 
increase the cost of the defense program, 
it will slow it down, and when the pro- 
gram is over, it will make certain a se- 
vere depression. 

“In conclusion, may I say that without 
any desire to give praise or place blame 
on anyone, I think we must all admit 
that we are in an emergency, not only 
because of the foreign situation but be- 
cause of some of our domestic affairs, 
We have played rather fast and loose 
with our finances for the last several 
years. Now is no time for a further 
period of experimentation. If we are 
to avoid the pitfalls of inflation, rising 
prices, never-ending deficits and_ ulti- 
mate bankruptcy, a sound financial pol- 
icy must be pursued in meeting these 
enormous expenditures. If the President 
and Congress will frankly tell the coun- 
try just what the situation demands if 
we are to get adequate defense soon 
enough, and ask each of us to make 
such sacrifices as our position calls for, 
then I have full confidence that the bus- 
iness and labor leaders of the country 
will meet the challenge; the nation will 
go to work with a will and the prepared- 
ness program will be finished and paid 
for without too great a sacrifice. The 
days ahead are no doubt critical but 
there is no cause for either despair or 
alarm. Our destinies are still mainly in 
our own hands. 


Manhattan Life Had Large 


Business Increase in 1940 

The Manhattan Life of New York 
had an increase in new insurance last 
year of more than 23% over 1939, the 
new business totaling $17,692,000. At the 
close of the year insurance. in force 
amounted to $85,512,000, which also was 
a substantial increase reflecting the good 
persistency of the company’s business. 
Assets likewise increased substantially 
to $23,343,000. 

In the pamphlet report to policyhold- 
ers, which is the company’s ninetieth 
annual report, President James P. For- 
dyce calls attention to the payments to 
policyholders and beneficiaries last year, 
which exceeded $2,000,000. To living 
policyholders alone the company paid 
$1,129,622. 


LIFE POLICY HELD VOID 











United States Circuit Court Rules That 
Intentional False Statements 
Nullify Policy 
The U. S. District Court at Detroit 
has been instructed by the Sixth U. S. 
Circuit Court of Appeals sitting in Cin- 
cinnati, to make an entry adjudging null 
and void a $6,000 life insurance policy 
issued by the Great Northern Life In- 
surance Co., Milwaukee, to William A. 

Vince, Detroit, April 29, 1937. 

The Appellate Court ruled that Vince, 
who died March 14, 1938, made false 
statements concerning his health in the 
application for the policy and judging 
from the alleged falsity of the repre- 
sentations a “presumption arises that 
they were made with intent to deceive.” 

A verdict entered by a jury in the 
lower court, September 15, 1939, hold- 
ing the policy valid and the widow en- 
titled to the proceeds was therefore 
reversed. 


GOLDEN STATE MUTUAL LIFE 

Golden State Mutual Life of Los An- 
geles, owned and operated by members 
of the Negro race for their own people, 
which is admitted in Illinois as well as 
California, reports new business during 
1940 of $2,949,576, net premium income 
in the life department of $225,743 and 
insurance in force at the close of the 
year of $6,484,717. Accident and health 
premium income was $227,326. 


CARL SICHLING DEAD 
Carl Sichling, branch manager of the 
Great-West Life, Belleville, Ill, died 
Wednesday of last week. He had been 
a branch manager since 1931 and joined 
the Great-West Life in 1927. 
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Seefurth Announces 
Changed Service Plans 


DISCONTINUES PRESENT FORM 





Chicago Man After April 1 Will Con- 
centrate on Pension, Bonus and 


Profit Sharing Plans 


N. H. Seefurth, of Chicago, editor 
and publisher of The Seefurth Service 
for sixteen years, announces that the 
service will not be continued in its pres- 
ent form after April 1. On that date 
he will concentrate his attention on the 
subject of pension, bonus and _ profit 
sharing plans. A special service will be 
furnished to a limited number of agents 
with proper contacts, but with no desire 
to spend the time, money and effort 
necessary to qualify themselves to 
handle this type of business. 

During the past year Mr. Seefurth 
prepared and published a series of ten 
reports, entitled “Trusts for Employes.” 
Furthermore, he has worked on some 
large pension, bonus and profit sharing 
cases involving many millions of dollars 
of Endowment and Annuity policies. 

A provision covering employes trusts 
has been in the various revenue acts 
since 1921 and, from the beginning of 
the income tax law, employers have been 
permitted to deduct reasonable compen- 
sation. In the past occasional companies 
have created trusts where the invest- 
ments have been in stocks and bonds. 
More recently it has been found that 
retirement income and annuity policies 
furnish a better investment medium 
than stocks or bonds, and agents have 
become increasingly active in selling this 
type of plan. 

Discusses Coverages 

Discussing coverages, Mr. 
says: 

“In general, plans in which agents are 
interested are of two types. Best for 
the life agent’s purposes are trusts, 
created for employes receiving over 
$3,000 a year, to provide them with re- 
tirement incomes. A corporate problem 
of major importance under present con- 
ditions is how to compensate ‘key’ em- 
ployes. High cash compensation alone 
will not always attract and hold the best 
men. Under today’s conditions the top 
dollars are often of little value to em- 
ployes and, consequently, of little value 
to the company that pays the compen- 
sation, ‘Key’ employes are faced with 
the increasing difficulty of accumulating 
against the time of their retirement on 
account of high taxes and investment 
problems. For these reasons and to pro- 
vide an orderly plan for getting such 
employes off the payroll, companies are 
beginning, in greater numbers, to alter 
their compensation policy. Trust plans 
are fulfilling a real need. 

“A lesser number of companies (but 
the number is growing) is interested in 
establishing retirement plans for em- 
ployes throughout the organization who 
meet certain age and service require- 
ments, without any particular salary re- 
quirement. Where large numbers of the 
lower wage employes are involved, the 
plan may be wholly or partially under- 
written by a Group Annuity contract; 
however, experience is developing types 
of plans under which individual policies 
can be used and some of the insurance 
companies are making changes in their 
practices to make the individual policy 
plan more effective. 


Retirement Plans to Cover Employes 

“Recent developments in the business 
and political worlds have emphasized the 
increasing importance of retirement 
plans to cover employes. The advent of 
Social Security has done much to cry- 
Stallize the opinion of businessmen along 
these lines. The time is at hand when 
management is becoming concerned 
about the problem of getting employes 
off the payroll at normal retirement age 
with an adequate income. This is a 
business problem and not philanthropy 





Seefurth 





N. E. Mutual to Open 
Peoria General Agency 


JAMES R. LOVE WILL BE HEAD 





Springfield, Ill, Agency to Close Follow- 
ing Resignation of H. Drew 
Lapp 





New England Mutual will open a new 
general agency in Peoria, Ill., and James 
R. Love, formerly associated with the 
company’s Edgar C. Fowler agency in 
Chicago, will be general agent, begin- 





JAMES R. LOVE 


ning April 1. Offices of the new general 
agency will be in the Commercial Mer- 
chants Bank Building, Peoria. 

Mr. Love goes to Peoria as general 
agent after fifteen years in life insurance 
work. He has contributed to several in- 
surance journals and addressed many life 
underwriters’ meetings. His business 
background includes nine years in the 
publishing field. 

New England Mutual also announces 
that H. Drew Lapp, general agent at 
Springfield, Ill., has resigned after eight 
years as agency head. The Springfield 
agency will be discontinued and its busi- 
ness absorbed by the new Peoria gen- 
eral agency. 





DEY AGENCY, NEWARK, LEADS 

J. Stanley Dey, manager of the New- 
ark, N. J., branch office of the Manu- 
facturers Life of Canada, has received 
word from the home offce that the 
agency ranked first of all agencies of the 
company throughout the world in paid- 
for business for the month of February, 
and now has 394% of its paid allotment 
for the year. 





PAN-AMERICAN VICE-PRESIDENT 


President Crawford H. Ellis of the 
Pan-American Life announces the ap- 
pointment of Louis B. Trenchard as vice- 
president and manager of the mortgage 
loan department. Mr. Trenchard has 
been associated with the company since 
1912 as manager of the loan department. 





in any sense of the word. Many studies 
indicate that pension plans often carry 
themselves as a result of reductions in 
the salary load and increased efficiency 
on the part of employes. Taxes, of 
course, play an important part because 
the government is subsidizing these 
plans to the extent that contributions 
are deductible by the company. It is 
unlikely that this policy of encouraging 
distributions to employes will be dis- 
continued by the government. Conse- 
quently, it would seem that employes’ 
trust plans have an established future.” 

Mr. Seefurth said his new special 
service will be for those few agents who 
have the right basis of contact with cor- 
porate managements, particularly large 
corporations, 
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DAVID HERSCH AGENCY WINS 
In a recent contest among the agen- 
cies of the Security Mutual Life the 
David T. Hersch agency of 17 East 
Forty-second Street, New York, won 
first place. Henry Levine, associate man- 
ager of the agency, won the individual 
prize. 


The John Hancock has signed an 
agreement giving bargaining - contract 
rights in the Buffalo office to Local 59, 
Industrial Insurance Agents (CIO). 








HAIGHT, DAVIS & HAIGHT, Ine. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
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Omaha Kansas City 











William Bremner is the new district 
manager for the Continental Life at 
Saskatoon, Sask. 
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ACCIDENT SALES 


have meant a 
lot to me! 


Accident business has 
been a godsend to many 
an agent both new and 
old, and an important 
Connecticut General 


“Strength”’ lies in its strong and aggressive Accident De- 


partment. 


The extreme flexibility of coverage offered under Con- 


necticut General’s “Tailor-Made” 


Accident insurance, 


plus prompt, efficient handling of claims, makes Accident 
insurance an indispensable complement to the complete line 
of Life insurance offered by Connecticut General agents. 
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gol oh A __| High School —__ et oe 11% 
L wt yo” 6B | High School _ 31 | rr 
1 Cc | 1 Yr. Business School 55 _ | — 
H | _D__| 2 Years College = a Al 
ss be é al " ee 
| E | College a a 
coke I College 29 33 
G College 19 44 















°tiP8- 
“ACCIDENT: 
*HEALTH- 














Page 16 





Ae unpeweITeR Seen 





er 








March 28, 194} 














HEARD on the WAY 








The women’s. division of Bobst, 
johnson & Wyatt, general agents John 
Hancock, Boston, which divis‘on for 


some years has been headed by Corinne 
V. Loomis, CLU, classifies its agents as 
seniors and juniors. The production of 


Martin Sheridan, Harris & Ewing News Photos 


CORINNE V. LOOMIS 


the senior women in the agency in 1940 
was $2,217,000. The average production 
of these senior women was $170,543 and 
the average policy was $8,361. 

Miss Loomis lives in Duxbury, the 
place that Miles Standish founded, which 
he named after his English village of 
Duxborough. He moved to Duxbury 
from Plymouth because it got too 
crowded. One of Miss Loomis’ hobbies 
is mallard ducks and Canadian geese. 
She is also an expert in taking colored 
moving pictures. She has some excel- 
lent ones of the West Coast—San Fran- 
cisco bridges with the shadows of the 
setting sun over the Golden Gate and 
the United States Navy in the distance. 
She also has some interesting movies 
showing the effect of flying above the 
clouds at sunset and the shadow of the 
airplane reflected in the clouds. An- 
other interesting set are those taken of 
baby geese and ducks at intervals of 
four or five days from the time they 
were hatched until they matured, show- 
ing their protective colorings and the 
way mama and papa guard them. 





The largest independent actuarial con- 
sulting ottce in the country is that of 
George B. Buck, 150 Nassau Street, New 
York City. At the present time he is 
consulting actuary for more than fifty 
governmental and private retirement 
funds. Among some of the cities for 
which he acts as consulting actuary are 
New York, Baltimore, Miami, Los An- 
geles, Milwaukee, Providence, Duluth 
and San Diego. Other clients include 
the Tennessee Valley Authority, General 
Mills, Inc., and United States Steel. He 
is also consultant for statewide plans 
in New York, Maryland, Louisiana and 
Pennsylvania. For more than a quarter 
of a century Mr. Buck has established 
new employe pension funds. He was 
the actuary employed by the commission 
which reorganized and established on a 
sound actuarial basis the New York City 
Teachers Retirement Fund which was the 
first fund in this country to place both 
the members’ contributions and the gov- 
ernment’s contributions on a_ reserve 
basis. This fund now has 38,000 actual 
members. He has been its actuary since 
its establishment. Also he is actuary 
for the Employes’ Retirement System of 
New York and since 1 has served as 
chairman of the board{of actuaries of 
the U, S, Civil Service ‘Retirement and 





Disability Fund which covers employes 
of the classified civil service of the 
United States Government. 

A graduate of George Washington 
University, Mr. Buck was formerly in 
the United States Census Office. After 
President Taft appointed a government 
economic and efficiency commission, Mr. 
Buck was employed in the preparation of 
reports which led up to the development 
of its retirement fund. 

He then became associated with Her- 
bert D. Brown, establishing the firm of 
Brown & Buck. Brown & Buck set up 
the pension fund of the Episcopal 
Church in 1912. They became consulting 
actuaries of the Massachusetts Pension 
Fund. Mr. Brown is now with the du 
Pont company. 


Among those associated with the 
George B. Buck office are Robert 


Wishart, Jaywood Lukens, Donald Over- 
holser, Samuel Ain, Margaret Burt, Es- 
tella King, Florence Putnam McLellan 
and Hera Gallagher. 

Mr. Buck is a member of the Inter- 
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national Congress of Actuaries and is a 
Fellow of the American Institute of Ac- 
tuaries and the Casualty Actuarial So- 
ciety. He has an LL.B. degree from 
George Washington University; is a 
member of the Lawyers Club and City 
Club of New York and the New York 
Power Squadron; Larchmont Shore Club 
and Larchmont Yacht Club. 





Reginald Meyer, one of the best 
known insurance agents in South Africa 
and who is with the Manufacturers Life, 
was in administrative work in the gold 








$162,210,000 Has BEEN 
PAID THROUGH THIS DOOR 


TO POLICYOWNERS AND BEN- —= 


EFICIARIES DURING THE PAST 
90 YEARS 
$89,139,000 TO LIVING 
POLICYOWNERS 
$73,071,000 TO BENEFICIARIES 


EIGHTY- NINTH 
ANNUAL STATEMENT 


DECEMBER 31, 1940 


Assets 

Cash on Hand and in Banks.... $ 3,534,452 29 
Bonds, including Accrued Interest 27,245,178.28 
ES eee a 723,190.00 
Real Estate Mortgages, including 

Interest Due and Accrued.... 13,503,907 99 
Loans on Policies, including Inter- 

est Due and Accrued......... 9,313,178.88 
Real Estate, including Rents Due 

ond Aoorgell oss s sas as ess 10,538,912 96 
Premiums Deferred and in Course 

COPANO 55.5.05 Seep swce 1,319,947.73 
Miscellaneous Assets .......... 9,857.81 


$66, 188,625.94 
Less: 
Mortgage Loan Funds in Es- 
crow and Suspense Account $ 61,039.13 


Total Admitted Assets.... $66,127,586.81 


Balance added to Policyowners’ Funds. 


Insurance in Force as of December 31, 1940..............-.... 
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£ 
4) 
Liabilities 
Reserves, including Funds on De 
la ALS ae ck ee a $63,271,975 30 
Claims in Process of Settlement. . 160,955 53. 
Accrued Liabilities ............ 334,299.64 
Dividends Apportioned ........ 645,000.00 
(12 months) 
Reserves and Unassigned Funds. —_1,715,356.34 
Total Liabilities ........ $66,127,586.81 


$ 11,734,721.58 

9,529,195.32 
$ 2,205,526.26 
$216,551,392.00 
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LIFE INSURANCE COMPANY 


INCORPORATED 1851 


F. H. RHODES, President 


PITTSFIELD, MASS. 








mining industry of the famous South 
African Witwatersrand before becoming 
an agent. Most of the prospects Mr. 
Meyer now has are engaged in some 
branch of this thriving industry. Be- 
fore becoming associated with gold min- 
ing a Meyer was secretary of a hos- 
pital. 





Gerhard Alden Gesell of SEC, who 
was counsel of its insurance study for 
TNEC, has written a book called “Pro- 
tecting Your Dollars” which is published 
by National Home Library Foundation 
of Washington. It is an account of the 
work of the Securities and Exchange 
Commission. It reviews what SEC is 
and has been doing “to protect and aid 
the investor” in its work over the last 
six years. The book contains nothing 
about the recent insurance investigation 
or the reports made on it to TNEC by 
Gesell, Ernest J. Howe and SEC Com- 
missioner Pike. 

Chapters in the book carry these titles: 
Why Protect Your Dollars, The Good 
Old Days, Uncle Sam Steps In, Exit 
the Stock Swindler, Cleaning Up De- 
troit, Private Club or Public Market 
Place? Watching for Jiggles, Over-the- 
Counter, Forcing Disclosure, The Spot- 
light of Publicity, Accounting, Advisor 
to the Courts, The Investors Trusted 
the Investment Trusts, The Holding 
Company Menace, Judge, Prosecutor and 
Jury. 

In explaining the meaning of the word 
“jiggles” in the chapter, “Watching for 
Jiggles,” Mr. Gesell said that William O. 
Douglas, when chairman of SEC, said: 
“You need a snoop to catch a jiggle.” 
Gesell continues: “What he meant by 
this racy Western slang was that it takes 
constant and vigorous investigation to 
detect manipulation. The ways of the 
market rigger are devious and he leaves 
few tracks behind.” 


Mr. Gesell gives the following defini- 
tion of an investor: 


“The investor is the most important 
cog in our whole economic machinery. 
The investor built the railroads, made 
this country the greatest manufacturer 
of automobiles in the world, and en- 
abled the expansion of the airplane busi- 
ness. It was the investors’ dollars which 
brought the telephone, the radio, and all 
the other wonders of this mechanical 
age within the reach of everyone. It is 
sometimes easy to forget that the in- 
ventor, the engineer, the promoter and 
even the well established business man 
must count upon the investors’ help to 
carry out his plans. When the investor 
buys a new stock or a bond he is let- 
ting someone have his money to carry 
out a particular undertaking. The in- 
vestor becomes a partner in the enter- 
prise. Without his help and the help 
of people like him, nothing would go 
ahead in this country. Everything that 
the inventor, engineer, promoter or busi- 
ness man planned would remain in the 
blue print stage for there would be no 
money to make the plans spring to life. 
The investor’s money is needed to buy 
machinery, build plants, hire laboring 
men and do the hundred and one other 
things which must be done to get an 
undertaking under way. Remember, 4 
corporation is not only doing the in- 
vestor a favor when it sells him stocks 
or bonds; it is the investor who does the 
corporation a favor when he buys.” 


Unele Francis. 
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Five Speakers Before 
Connecticut Congress 


HELD AT NEW HAVEN, MARCH 21 





‘Timothy W. Foley, John E. Spence and 


James E. Bragg of New York 
Are Among Speakers 





Speakers at the Connecticut State 
Sales Congress held at New Haven, 
Friday, March 21, were Timothy W. 
Foley, general agent, State Mutual, New 
York City; John E. Spence, agent, Penn 
Mutual, New York City; James E. 
Bragg, manager, Guardian Life, New 
York City; J. Vincent Talbot, general 
agent, Northwestern Mutual, Newark, 
N. J.; and A. R. Jaqua, associate editor, 
Diamond Life Bulletins, Cincinnati. Rob- 
ert C. Nix, general agent, State Mutual, 
New Haven, was chairman of the con- 
ference and Herbert G. Behan, Mass. 
Mutual, Hartford, was vice-chairman. 

Discussing “Natural Prospecting in 
1941,” Mr. Foley stressed the importance 
of selling insurance to friends, as well 
as converting strangers into friends be- 
fore selling them. He also emphasized 
the use of visual sales aids to get the 
prospect’s full attention by display of 
wares, 

“In my opinion,” Mr. Foley said, ‘any 
man who can’t sell life insurance to his 
friends will not stay in the business very 
long. On the average, 70% of sales are 
made to people with whom there is some 
degree of acquaintanceship. A program 
for becoming favorably known to people 
is of great importance to the life in- 
surance salesman. 

“Your friends and mine are going to 
buy life insurance, some day, some- 
where, from someone. Why shouldn’t 
they buy it from you and me? If a 
life underwriter makes his sales in the 
proper manner, his policyholders become 
his friends. From my personal experi- 
ence, the best friends I have today were 
originally clients of mine.” 

“Answering Objections in 1941” was 
the subject of the talk given by Mr. 
Spence. Among the objections Mr. 
Spence covered are the war, inflation, 
increased income taxes, savings bank 
life insurance, and the TNEC investiga- 
tion. 

Mr. Bragg spoke on “Life Insurance 
Selling in 1941.” Mr. Bragg pointed 
out that as a result of present day con- 
ditions people will have fewer surplus 
dollars, and as a result life insurance 
will be in keener competition with other 
commodities for these surplus dollars. 

Mr. Bragg outlined a sales talk which 
he has used with great effectiveness. He 
employs circles which he calls walls of 
security. The outer circle is the wall 
of national security; inside this is the 
wall of political liberty, or the security 
of the individual’s rights as a citizen. 

Lastly is the wall of financial and eco- 
nomic security around our homies. Mr. 
Bragg then relates this latter wall to 
various life insurance needs. 

“Men don’t fail in life insurance be- 
cause they can’t sell,” said Mr. Jaqua, 
“but because they don’t have opportuni- 
ties to sell.” The solution is to set up 
a flow of work across the agent’s desk 
so that he always has places to go. 
A six point sales presentation was out- 
lined by Mr. Talbot. 





Connecticut General Club 


Members Visit Home Office 


Members of the Vice-President’s Club 
of the Connecticut General who qualified 
during 1940 visited the home office this 
week. Membership in this club is open 
to full-time men who stand out during 
their first year with the company. 

While at the home office at Hartford, 
the qualifiers attended informal discus- 
sion groups where they heard President 
Frazar B. Wilde, F. Hobert Haviland, 
vice-president; John M. Laird, vice- 
president; Earl C. Henderson, secretary 
and actuary; Dr. Albert J. Robinson, 
medical director, and many other com- 
Pany executives. 





McLain Talk 


(Continued from Page 7) 





JAMES A McLAIN 


will bring peace of mind to the individ- 
ual worker of America—to the end that 
he may do a better job as a citizen dur- 
ing these days of stress. For it is true 
that ownership of life insurance im- 
proves the morale of the man or woman 
who buys it—and high morale is an 
essential ingredient of a strong, suc- 
cessful individual or nation. 

“Life underwriters have their own 
special roles to play in bringing this to 
pass. Let us accept that challenge. Let 
us dedicate ourselves to even greater 
efforts to lift to higher and higher levels 
our service to the American people. 
May the impact of this challenge inspire 
us to accelerate our own personal pro- 
grams of growth so that we may taste 
in full measure that keen joy which 
comes to him who labors in the building 
of an impregnable security for our 
nation and for its individual citizens. 

“Yes—we appraise tomorrow—and we 
see ahead a great challenge and with it 
a great opportunity. We will meet this 
challenge resolutely, steadfastly, cour- 
ageously—with spirits high and heads 
erect.” 





SPEAKER AT FOUR CONGRESSES 

Howard C. Lawrence, CLU, general 
agent for the Lincoln National at New- 
ark, N. J., and former president of the 
New Jersey State Association of Life 
Underwriters and the Life Underwrit- 
ers Association of Northern New Jersey, 
will speak next week at sales congresses 


in Asheville, Charlotte, Greensboro and 
Raleigh, N. C 





RUDICILL NAMED SUPERVISOR 
Thomas C. Rudicill of St. Louis, who 
has been with the National Life of Des 
Moines for eighteen years, has been 


appointed superintendent of agencies of 
that company, according to William 
Koch. Robert Orriny, former superin- 
tendent of agencies, has been named as- 
sistant secretary. 


Barnes New Branch Manager 


For C. B. Knight in Newark 


The Charles B. Knight, Inc., agency 
of the Union Central Life in New York 
announces the appointment of Swift C. 
Barnes as branch manager of its New 
Jersey territory, with headquarters in 
Newark. With the appointment, plans 
have been made to expand the com- 
pany’s business in that section. 

Although operating as a life under- 
writer in the metropolitan area, Mr. 
Barnes has always lived in New Jersey, 
enjoys a wide business and social ac- 
quaintance and is familiar with local 
underwriting conditions. 

As a former business executive, he 
has specialized in life underwriting for 
business and credit and has been ac- 
cepted by many as an authority on busi- 
ness insurance. 

For several years a member of The 
Life Insurance Associates, a group of 
underwriting specialists, Mr. Barnes 
brings to his new organization prac- 
tical experience in all phases of life 
underwriting. 





John M. Pfeil, Woods Agency, 
Has Protected 39,500 Lives 


John M. Pfeil, resident Group super- 
visor, Edward A. Woods agency, is the 
first member of. the agency to write 
$1,000,000 straight insurance in 1941. He 
did this in sixty days. Also, he is a lead- 
er in the country’s Group field, some of 
his clients including Westinghouse Elec- 
tric, American Rolling Mills, Carnegie 
Illinois Steel, Allegheny-Ludlum, Pitts- 
burgh Plate Glass. He is past governor 
of the 33rd district Rotary International 
and a member of the Woods company’s 
board of directors. 

Mr. Pfeil has been with the Woods 
agency eighteen years. He has put 39,500 
lives under insurance protection for 
$85,000,000 total. He has also covered 
21,000 individuals with hospitalization in- 
surance for which group in 1939 more 
than $30,000 a day was paid out in 
benefits. Through pension plans 15,000 
individuals have been covered by him. 


CLABAUGH TO LONDON 

Major Samuel F. Clabaugh, formerly 
president of the Atlantic Life of Rich- 
mond, Va., has been ordered to service 
in London. His duties were not an- 
nounced by the War Department but 
it is understood that his mission will 
have something to do with British-Amer- 
ican exports and imports because he has 
been an officer in the Control of Exports 
Administration. Major Clabaugh, a re- 
serve officer, was called to active duty 
last Summer. 





AMERICAN UNITED LIFE REPORT 

The sixty-fourth annual report on the 
operations and affairs of the American 
United Life of Indianapolis shows a 
substantial growth by the company dur- 


ing 1940. Assets increased approximate- 
ly two million dollars and reached 
a record high of $53,395,192. Surplus 


and reserves for fluctuations in assets 
and mortality increased 11%. Pay- 
ments to policyholders and beneficiaries 
amounted to $5,503,914 and the gain in 
insurance in force more than doubled 
that of the previous year. 








THE HOME LIFE INSURANCE CO. of AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life 


insurance. 


Modern policies are issued, on both Industrial and 


Ordinary plans, from birth to 64 next birthday. 
A POLICY FOR EVERY PURSE AND PURPOSE 


Basil S. Walsh 


President 


INDEPENDENCE SQUARE 


Bernard L. Connor 
Secretary 
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Charles T. Chase 


Treasurer 


PHILADELPHIA, PENNA. 
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On November 3rd, 1934, Bank- 
ers Life Company made its bow 
as a national magazine advertiser. 
On that date, a Bankers Life full- 
page advertisement appeared in 
the Saturday Evening Post. 


sa B Le 
On January 25th, 1941, Bank- 
ers Life advertisement No. 50 ap- 
peared in the Saturday Evening 
Post of that date. 
BL 
Saturday Evening Post circula- 
tion is approximately 3,000,000 
copies per issue. 
BLO 
A little simple arithmetic dis- 
closes that in six years Bankers 
Life advertisements have appeared 
in approximately 150 million cop- 
ies of the Saturday Evening Post. 
That’s a lot of magazines. 
—se_c— 
During its six years of national 
magazine advertising, Bankerslife 
has seen six of its ads—an average 


of one each year—picked by Tide 
Magazine as “Stoppers.” 


—-- BLC—— 


Tide’s most recent selection was 
the headline on our January 25th 
ad. It said: 


FORGOTTEN 
by the man who said he would 
always remember. 
—sic—. 

Other “Stoppers” selected by 
Tide Magazine from among Bank- 
ers Life ad-headlines since 1934 
were: 

Kind to His Wife .. . 

Cruel to His Widow. 

What the Widow Told the 
Wife. 

How Do You Rate as a Father? 

Could Your Wife Afford to be 
a Widow? 

If You Care for Your Wife .. . 
Care For Your Widow. 


—BLO— 


BANKERS LIFE 
DES MOINES COMPANY 
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ONE MAN REFORMERS 
This is not the proper time for insur- 
ance men to unleash criticisms of insur- 
ance administration or insurance organi- 
zations. They should hold themselves 
in check for a time and wait for a more 


propitious occasion. No particular gain 


for the insurance fraternity could be 
eos by the talk, for instance, which 
S. D. Weissman, a Boston agent, made 


before the Pittsburgh Association of Life 
Underwriters a week or so ago in which 
he urged agents to form their own asso- 
ciation because he thought that the Na- 
tional Association of Life Underwriters 
is controlled by general agents and man- 
agers who he intimated were subservi- 
ent to the 

One 


visable is 


home offices. 
talk inad- 


report of the 


reason why the was 
that the 


Committee 


Tem- 
Economic is now in 
the works, and, furthermore, the Nation- 
al Association of Life Underwriters is 
itself holding conferences with Washing- 
ton officials at the present time on mat- 
ters particularly pertaining to the status 
of insurance agents. Furthermore, the 
National Association of Life Underwrit- 
ers is about to hold its mid-year meet- 
ing at which president Harry T. Wright 
will discuss agents’ compensation and 
other points which Weissman talked 
much about in Pittsburgh although ap- 
parently in ignorance of what Mr. 
Wright will say or what the National 
Association is conferring about in Wash- 
ington. Weissman made the same type 
of talk in Boston before the Chartered 
Life Underwriters last Fall and it at- 
tracted little attention. 

His belief that managers and general 
agents.control the National Association 
of Life Underwriters sounds a little fishy 
in view of the fact that an insurance 
agent is president of that association, 
just as an agent is president of C. L. U. 
Assuming that agents have not much 
“influence or control in National Associa- 
tion of Life Underwriters it is strange 
that Mr. Weissman, a former president 
of the Boston Life Underwriters Asso- 
ciation, has not gone to the bat to elect 
an agent from that section as a Na- 
tional Association trustee. No such nom- 
ination has been made in New England 
in recent years. The field is open. Any 
association can endorse an agent for the 
post if it wants to and some have done it. 
In fact, out in Wyoming Grant Taggart, 
an agent, has just been endorsed for the 
nomination of national , trustee. He al- 
ready holds an office lin the National 
Association, as he is secretary. 


porary 


A. & H. INSURANCE WEEK 

The seventh annual Accident & Health 
Insurance Week, observed this week, has 
witnessed a greater participation than 
ever before in a national movement which 
has given great impetus to the sale of 
disability and sickness insurance. Through- 
out the country meetings of all types 
have been held with programs geared 
to make A. & H. selling attractive to 
the producer. It is conservatively esti- 
mated that between 50,000 and 100,000 
agents and brokers have made solicita- 
tions and those making good records 
will be rewarded certificates of merit 
in addition to their regular commissions. 

Chief among the substantial appeals 
made by the general committee in charge 
of A. & H. Week in advance was the 
fact that the national defense program 
has opened up a new field for accident 
and health sales. Wages are up, more 
people employed, production generally 
has been stepped up to a high pitch. 
In the opinion of General Chairman Har- 
old R. Gordon this state of affairs pre- 
sents an inspiring challenge to all A. & 
H. salesmen. He visualized a complete 
new field for production for Group, in- 
dividual policies and family cases alike. 
Great stress should be laid, Mr. Gordon 
declared, on the peace of mind of disa- 
bility protection in a time like the pres- 
ent. The fact that replacement of work- 
ers’ income in the event of sickness or 
accident is made possible by investment 
in an accident or health policy is a con- 
vincing argument. 

As the week draws to a close there 
are indications that local A. & H. asso- 
ciations in a number of cities are plan- 
ning to dedicate the entire month of 
April to A. & H. production. This is 
a healthy sign and will be beneficial to 
producers and companies alike as it will 
enable them to cash in on the missionary 
and educational work done during the 
special week. 





Albert C. Supplee, Pittsburgh branch 
manager of the United States F. & G,, 
accompanied by Mrs. Supplee, is vaca- 
tioning in Los Angeles. Mr. Supplee 
was recently elected president of the 
Pittsburgh Surety Association, 


ae ae 


New football coach at Western Re- 
serve University of Cleveland is Thomas 
J. (Tommy) Davies, former all-American 
halfback at the University of Pittsburgh 
and agent for the Reliance Life. He has 
previously coached football at Scranton 
University, Geneva College, Rochester 
University and the University of Penn- 
sylvania. 





LAWRENCE GILBERT 


Lawrence Gilbert, son of A. E. Gilbert, 
vice-president of Hanover Fire, is with 
the American International Underwriters 
in Havana, Cuba. Incidentally, he has 
been playing quarterback on the Cuban 
Athletic Club’s football team, which now 
holds the Cuban junior championship. 
Lawrence Gilbert is a graduate of Dart- 
mouth, where he pitched on the varsity 
baseball team. After leaving college he 
was with the Marine Office of America 
in the ocean marine department. He 
speaks Spanish fluently. 

‘a oe 


Wilbert L. Perry has retired from the 
Aetna (Fire) after fifty years of service. 
Of late years he has served as agency 
supervisor in the Canadian field and in 
1938 he was drafted to assist in the or- 
ganization of the Canadian Department 
at Toronto. A short time before his re- 
tirement became effective he returned to 
the home office. He began his insurance 
career in the mail room of the company. 
He was born in Collinsville, Conn., and 
is a graduate of Hartford Public High 
School. His father, Oliver F. Perry, 
represented the Aetna in Collinsville 
from 1870 until his death in 1909. 

i: oh. oF 


Charles Priestman, secretary of the 
Ontario Fire and Casualty Insurance 
Agents’ Association, on March 17 com- 
pleted his eleventh annual twenty-four- 
mile walk from Toronto to Oakville in 
six hours and five minutes. Despite the 
fact he will be 75 next October, and 
despite the fact he bucked:a 58-mile-an- 
hour blizzard all the way, Mr. Priestman 
did the last four miles in forty-five 
minutes. 

x ae 

Election of Joseph E. Garland of Farm- 
ville, Va., and state manager of Pacific 
Mutual Life to membership in the Hamp- 
den-Sydney College chapter of the na- 
tional honorary fraternity, Omicron Delta 
Kappa, has been announced by officials 
of that institution. 

i. ele 

Leo M. Duggan of Quigley- Duggan 
Inc., general insurance firm in Buffalo, 
N. Y. has been elected president of the 
Vulcan Steam Forging Co. in Buffalo in 
a reorganization of the executive per- 
sonnel of the company. 

* * x 

P. K. Lutken, president of the Lamar 
Life, recently was elected president of 
the Jackson, Miss., Rotary Club. 





William Lawrie, new manager for 
Canada and Newfoundland of the Phoe- 
nix Assurance and associated companies, 
who succeeded the late C. W. C. Tyre, 
has been with that organization thirty 
years. He was born and pega in 
Scotland; went to Montreal as a young 
man and entered the insurance busi- 
ness. He joined the Phoenix in Mon- 
treal and four years later was trans- 
ferred to Winnipeg as Western inspec- 
tor. In 1920 he was made Western 
Canadian manager; headquarters, Win- 
nipeg. In 1924 he returned to Montreal 
and ten years later was made assistant 
manager for Canada. He has been pres- 
ident of the Insurance Institute of Mon- 
treal and is a past president of the 
Canadian Hail Underwriters Associa- 


tion. 
eS ae 


Special Agent J. Cairns of the Hart- 
ford Accident & Indemnity Co., Los 
Angeles, who has been president of the 
Los Angeles City Board of Fire Com- 
missioners, has been called to service 
with the United States Army for a year. 
Mayor Fletcher Bowron has named 
Charles W. Koerner as his successor on 
the Fire Commission and the nomina- 
tion has been sent to city council for 
confirmation. 


* * * 


J. Gordon Bohannan, well known at- 
torney of Petersburg, Va. who is counsel 
for the Virginia Rating Bureau, has 
been elected rector of the College of 
William and Mary at Williamsburg. He 
holds the degree of Bachelor of Arts 
from that institution. He was graduated 
in law from the University of Virginia. 

* * x 

R. deGrandpre, Canadian manager for 
the New Hampshire Fire and the Granite 
State Fire, this year celebrates the com- 
pletion of twenty years of service with 
the New Hampshire, He has been Can- 
adian manager of the Granite State since 
it entered Canada in 1929, 

a a 


C. Milton Sherman, Buffalo general 
agent of the Connecticut Mutual Life, 
has been appointed chief of the out-of- 
town corporations division of the annual 
Joint Charities and Community Fund 
campaign in Buffalo. 

* * x 


John E. Davis, Massachusetts Mutual, 
president of the Pittsburgh Life Under- 
writers Association, has been elected to 
the board of directors of the Pittsburgh 
Better Business Bureau. 

* * * 


John A. Stevenson, president of the 
Penn Mutual Life, has been elected a 
director of the Pennsylvania State 
Chamber of Commerce for a two-year 


term. 
8 


John W. deForest, Buffalo general 
agent of the Aetna Life Insurance Co., 
has been elected vice-president of the 
Cornell Club of Buffalo. 


* * * 


Stephen T. Hanscom of Waltham, 
Mass., has been appointed field assist- 
ant, life, accident and Group departments 
of the Boston branch office of the Trav- 
elers. 

a 

Arthur Devine, Prudential manager at 
St. Paul, has been elected president of 
the St. Paul Winter Carnival Associa- 
tion, which each year stages the ten- 
day carnival at that city. 

a ie 


Cit: Codere, president, St. Paul Fire 
& Marine, is back at his desk after 8 a 
month’s vacation in Florida. J. 
McKown, secretary of the St. Paul, i 
now in Florida to remain the ora 
of the month. 
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Insurance Symphony Society of 


New York 


More than 150 persons braved icy 
winds to go to the old John Street 
Church one night last week to attend 
the concert of the Insurance Symphony 
Society of New York. This was the 
orchestra’s second public performance of 
the season, the first having been given 
at the dinner of the Insurance Society 
of New York in February. 

The program was made up largely of 
the works of Schubert, beginning with 
the Marche Militaire and then the Sym- 
phony No. 8, B Minor (the Unfinished 
Symphony) with two more Schubert 
works in the second half of the pro- 
gram. Winning most applause was Bau- 
mann’s Mignonette Overture. At the 
close of the scheduled program, the en- 
thusiastic audience demanded an_ en- 
core. Irving Krakehl, baritone, contrib- 
uted two songs and an encore. > 3 

The symphony society is now in its 
second year. The orchestra is com- 
posed of thirty-five men and women of 
New York’s insurance community. While 
it is an independent group it is spon- 
sored by the Insurance Society of New 
York and Maude E. Inch, assistant sec- 
retary of the Insurance Society, is vice- 
chairman of the symphony and an asso- 
ciate member. To Miss Inch and Maur- 
ice D. Line, Northern Assurance, goes 
credit for successful inauguration and 
continuance of the project. Mr. Line is 
librarian of the orchestra. In addition 
to the regular duties of an orchestra 
librarian to take charge of the music, 
he also makes all physical arrangements 
for performances and rehearsals. , 

Richard W. Gilbert, cha'rman, is in 
charge of business affairs. He is auto- 
mobile underwriter for the Yorkshire 
Indemnity. 

Last year the orchestra was support- 
ed by the ‘Insurance Society of New 
York, but this year it has a group of 
sustaining patrons and associate mem- 
bers. The patrons are Lou’s H. Pink. 
Superintendent of Insurance of New 
York; President Edgar Howard Boles, 
General Reinsurance; Chairman Carl 
Heye, President James A McLain and 
Second Vice-President Ralph C. Neuen- 
dorffer, Guardian Life; and William A. 
Riordan, Aetna Life Affiliated Com- 
pan‘es, in charge of fire and marine 
business in the New York office. 

One of the first of the company execu- 
tives to give encouragement to the new 
orchestra, Mr. Boles remains a staunch 
supporter. It vas through his influence 
that the New York State Chamber of 
Commerce was made available for its 
weekly Wednesday night rehearsals. He 
was present at the concern last week, as 
were Messrs. Pink and Riordan. 

Company executives among associate 
members are Vice-Presidents Winfield 
W. Greene and Charles H. Prichard, 


General Reinsurance, and Vice-Presi- 
dent Allan O. Robinson, Yorkshire In- 
demnity. 


Much of the success of the orchestra 
is attributable to Joseph Bobay of the 
mortgage division of Guardian Life, who 
is its competent conductor. He is as 


























much at home on the podium as at his 
office desk and he conducts with spirit 
and energy. He obtained his musical 
education at the Juilliard School of 
Music. He is a young man of about 
twenty-five years and many of his 
friends believe that his ultimate career 
will be as orchestra conductor because 
he is a real musician. In addition to 
the insurance symphony, he conducts 
the Guardian Life Glee Club. 

The symphony has another product of 
the Juilliard School in John Plummer, 
composer. While the orchestra confines 
its programs for the most part to the 
classics, it is rehearsing a new sym- 
phonic work composed by Mr. Plummer. 
Conductor Bobay is deeply impressed 
by the composition. It will be a proud 
day for the orchestra when it makes 
public presentation of a symphony 
number composed by one of its own 
members. Sylvio Nigra, Northern As- 
surance, is concert master. 

At present, each member must provide 
his own instrument, but it is the hope 
of the society later on to purchase such 
instruments as a double bass violin, 
kettledrums and others which are too 
unwieldy to be carried by hand. 

The orchestra has received little pub- 
licity and its officers believe there are 
a number of musicians in the insurance 
district who would like to join if they 
knew of the enterprise and realized how 
welcome they would be. Membership 


Inauwnes Symphony Society of New York | 


is open to any musician in the insur- 
ance district. Its standards of musician- 
ship are reasonably high. Its per- 
sonnel ranges all the way from men 
and women who have had long experi- 
ence in orchestra work to those who 
have never appeared in public before. 
Mr. Bobay will be glad to give an audi- 
tion to any musician who applies from 
organizations affiliated with insurance, 
including agents and brokers. 
* * * 


British Introduce Fire-Fighting Trains 


Three fire-fighting trains have recently 
been put into service by the Great West- 
ern Railway in Britain. These trains are 
available night and day at strategic 
points, and a locomotive waits with steam 
up ready to take each to any part of the 
railroad system. The trains comprise a 
passenger car for eight firemen and a 
covered truck containing two trailer 
pumps and other equipment. 

When William Mabane, Parliamentary 
Secretary of the Ministry of Home Se- 
curity, inspected one of these trains in 
London he complimented the crew on 
the speed and efficiency with which they 
unloaded a pump by means of a pulley, 
and railroad officials on the design and 
equipment. 

* * 
British Dispersing Stocks to Avoid 
Fire Bomb Damage 

In order to minimize losses of supplies 
through air rails, Britain’s Limitation of 
Supplies Orders permit wholesalers to 
store goods at retailers’ premises, but 
hitherto official advice on this matter 
has not been followed as extensively as 
the Board of Trade desires. As a result 
the destruction of textile goods in recent 
raids on London and Manchester is part- 
ly attributed to the failure of wholesalers 
adequately to disperse their stocks. The 
President of the Board of Trade has 
therefore made an appeal urging them 
to accelerate the spreading of their 
stocks. The lesson of recent incendiary 
raids has not been lost and stocks are 
now being widely dispersed over the 
country. 

Sir Gervais Rentoul, West London 
Police Court Magistrate, has outlined the 
type of premises to which the new Fire 
Watchers Order applies. 

“The occupier,” explained Sir Gervais, 
“has to provide a watcher on the prem- 
ises when there are no hostile planes in 
the vicinity or no air-raid warning is in 
progress. The watcher can go to sleep, 
he can sit in an armchair, or he can 


amuse himself how he likes, providing 
he is on the premises and ready to spring 
to attention, as it were, when a raid 
warning goes or hostile planes are heard 
in the neighborhood. He has to be there 
ready to watch directly when the emer- 
gency arises. That is perfectly reason- 
able. The whole purpose of this Order 
is to try and prevent fires from incendi- 
ary bombs. Had this system been in 
existence six weeks ago a great deal of 
the City oft London damage would have 
been avoided.” 
* * * 


Most Famous Bookshop Unbombed 


Many insurance men of the United 
States during their visits to London 
have bought books at what has been 
called the most famous bookshop in the 
world—Hatchards, Ltd., at 187 Piccadilly 
near the Piccadilly Hotel. They will be 
interested to know that it has been re- 
juvenated and is now headed by Sir 
Thomas Moore, C.B.E., M.P., and the 
Earl of Jersey, whose wife, by the way, 
is an American girl and went to school 
with Ed Ackerman of The Weekly Un- 
derwriter. The Countess of Jersey is a 
former American movie picture star. 

Hatchards, Ltd., is 150 years old and 
is bookseller to the King and Queen. 


Guggenheim Awards 

The John Simon Guggenheim Memo- 
rial Foundation this week announced its 
awards which total $180,000 as grants 
to writers and scholars in helping them 
carry out their researches and writings. 
Among those given awards are profes- 
sors in the fields of psychology, social 
sciences and economics. 

Those winning awards in psychology 
are Dr. Solomon E. Ash of Brooklyn 
College; Dr. Edward Girden, same col- 
lege; Dr. George Katona, New York, 
who specializes on memorization and 
drill; and Dr. Rudolf Arnheim, German 
refugee scholar, who has done much 
work in art psychology. 

Those winning in social sciences are 
Dr. Clarence Dickinson, Jr., Wesleyan 
University; Dr. William Esterbrook, 
Brandon College; Eugene Alfred For- 
sey, McGill University; Dr. Francis D. 
Wormuth, Indiana University, and Dr. 
Edward Hutchinson, Library of Con- 
gress. 

Award in economics was given to Dr. 
Paul Theodore Ellsworth, University of 
Cincinnati, who will make a study of 
economy in Chile of its readjustment to 
internal change. 














Drucker-Hilbert Photo 


The above photograph of the Insurance Symphony Society was taken at the Waldorf-Astoria Hotel in New York at 
the dinner of the Insurance Society of New York, the orchestra’s first public appearance of this season. 


Reading from left to right, top row: John E. Fish, Frank H. 


Grey, Eric McLarty, David W. Petherbridge, Joseph 


Bobay (conductor), Ferris Salmaggi, Carl Hagenrotter, Michael Cokias, Frank H. Earll. 
Center row: John A. La Rochelle, Regina B. Burhans, Edna R. L. Berth, F. H. Roehrig, Bettylou Savoureux, Mary 
E. Behne, Frank J. Ackerman, Olive B. Duffey. 
Bottom row: John K. Best, Rudolph Walka, Lillian Gong, Vincent Cafiero, Joseph Laurie, Sylvio Nigra (concert mas- 
ter), S. Joseph Brody, Aline C. Klingbergh, Thomas F. Horan. 












UNDERWRITER 











March 28, 1941 











MN Be ae 














By Brooklyn Brokers 


ASK EXPLANATION OF CRUSADE 





Paper Looking for Circulation and Out 
to Battle for “Consumers,” 
Says PM Man 





In the same spirit in which insurance 
banquet throwers sometimes entertain 
themselves by having cabaret shows, the 
Brooklyn Insurance Brokers Association 
had as its guest speaker at a luncheon 
in the Hotel Bossert this week one of 
editors of PM, which newspaper over 
a period of five days printed sensational 
articles based on the Gesell-Howe report 
to TNEC of the Washington study of 
life insurance. 

The PM man, Assistant Managing 
Editor Lowell S. Leake, arrived at the 
Bossert with a well-thumbed copy of 
the Gesell-Howe report. He read ex- 
cerpts from it, principally having to do 
with size and power of life companies, 
manner in which directors maintain con- 
trol, and high pressure salesmanship. 

Mr. Leake said he was surprised to 
have learned in the report that as a 
policyholder in a mutual company he 
could vote. Also, he seemed shocked 
by reading of agents who “back a hearse 
up against the door,” in other words, 
call prospect’s attention to the fact that 
some day he may die and should have 
his family protected by insurance. 

During his talk and in the grill of him 
that followed, he said that PM gave the 
viewpoint of the consumer in all walks 
of life; that Ralph Ingersoll, the pub- 
lisher, is against having people pushed 
around, and that PM is spokesman for 
small people. He admitted that the 
principal object of its treatment of life 
insurance was to increase circulation, 
but he ducked a direct question as to 
what effect the PM life insurance 
articles had on its circulation. He also 
said it was a crusade and admitted 
viewpoint was prejudiced. Alex Gold- 
berger, president of the association, 
presided. 





Discussion Forums For 


Agents’ Mid-Year Meeting 


The National Association of Insur- 
ance Agents has scheduled a series of 
open forums at the mid-year meeting 
at Oakland, Calif., next month. Sub- 
jects to be discussed will include agency 
licensing laws, production branch offices, 
financed automobile insurance and the 
new comprehensive liability policies. The 
forums will be held on Wednesday and 
Thursday, April 23-24. 

Discussion leaders will include George 
W. Haerle, Portland, Ore., member of 
the national executive committee; Wade 
Fetzer, Jr., Chicago, also a member of 
the executive committee; E. L. Heidel, 
Bozeman, Mont.; Fred A. Moreton, Salt 
Lake City; Roy M. Hibben, Omaha; 
John J. O’Toole, St. Louis; Thomas A. 
Sharp, Rochester, N. Y.; Irwin Wootton, 
Atlanta; Laurin W. Jones, Dodge City, 
Kan.; Frederick G. Ensign, Idaho; H. 
H. Hendrin, Sacramento; E. W. Rob- 
inson, Hartford A. & I.; Ralph W. 
Howe, Richmond, Va.; Harold N. 
Mann, Tacoma. 





ELECT J. R. LAWLEY VICE-PRES. 

James R. Lawley, formerly of Teach 
& Stevens, has been elected vice-presi- 
dent of Yeager & Co., general insur- 
ance agency in Buffalo, President Or- 
son E. Yeager, Jr., announced. For the 
last ten years, Mr. Lawley has been in 
the general insurance business in Buf- 
falo and for many years operated the 
Lawley Insurance Service. 


PM Editor Put On Grill 


MISSOURI HEARINGS CONTINUE 





Scheduled to End in New York on 
April 5 for Time Being; Elwell 
Refutes Charges 

New York City hearings in the Mis- 
souri suit to oust more than 120 fire 
insurance companies from that state 
were continued during the last week. 
It is expected they will be adjourned 
April 5 here and resumed in Chicago 
later in April, Next the hearings will 
return to New York and proceed after- 
wards to Hartford. 

Some excitement was caused Saturday 
and Monday when Attorney-General 
Roy McKittrick of Missouri tried un- 
successfully to impeach testimony of 
United States Manager E. W. Elwell 
of the Royal Exchange. It was at- 
tempted to show that after November 
30, 1935, the company adopted a differ- 
ent method of writing supplemental 
coverage than it had used before be- 
cause of influence of the Western Un- 
derwriters Association. Mr. Elwell pro- 
duced evidence to show that his testi- 
mony was not contradictory. In _ his 
anti-trust charges Mr. McKittrick has 
been trying to show that the W. U. A. 
exercised control over rates, forms and 


commissions in Missouri. 
Witnesses testifying this last week 
have included Gustavus Remak, Jr., 


chairman of the Insurance Co. of the 
State of Pennsylvania; Vice-President 
John J. P. Rodgers of that company; 
Everett W. Nourse, United States man- 
ager of the London Assurance; Fred A. 
Hubbard, president of the Hanover Fire, 
and Robert P. Barbour, United States 
manager of the Northern Assurance. 





ACKERMAN BOSTON SPEAKER 


Professor L. J. Ackerman of the Uni- 
versity of Newark, will speak on insur- 
ance education before the Boston Chap- 
ter, American Institute of Banking, on 
April 9, 


Jesse White Is Elected 
Rhode Island President 


WATSON REMAINS CHAIRMAN 





Weigel Made Vice-President; New 
President’s Entire Career Devoted 
to Company 





Jesse B. White, formerly vice-presi- 
dent and secretary of the Rhode Island, 
was elected president of the company at 
a meeting of the board of directors, 
March 21, to succeed Byron S. Watson, 
who resigns his title as president and 
retains the chairmanship of the board. 
Robert C. Weigel, former secretary and 
comptroller, becomes vice-president and 
secretary. Stewart B. Hopps continues 
a director, member of the executive com- 
mittee and technical adviser and J. Paul 
Rutter and Tazewell T. Talley continue 
as secretaries. 

Mr. Watson, who asked to retire from 
the presidency in order to devote his 
time to administrative work, is director 
in a number of business and financial 
institutions in Providence. He was born 
in Providence in 1876 and was graduated 
from Brown University in 1897, with 
an A.B. degree. He became associated 
with Greene, Anthony & Co. upon his 
graduation and was proprietor at the 
time he was elected vice-president of 
the Rhode Island in 1932. He had been 
a director since 1914. Later on in 1932 
he became chairman of the board and 
in 1934 president as well as chairman. 
He has held similar positions with the 
Merchants ‘Fire, running mate of the 
Rhode Island. 

President White’s Career 


Mr. White was born in 1892 and his 
entire business life has been with the 
Rhode Island. He entered its service 
in March, 1912, as a clerk and later be- 
came special agent. He was elected as- 
sistant secretary in 1931, secretary in 
1933 and vice-president and secretary 
in 1934. 

Mr. Weigel was born in Brooklyn and 
received his college training at the Col- 
lege of the City of New York, Brooklyn 
Polytechnic Institute and Columbia Uni- 
versity. He has been with the Rhode 
Island since 1932, having formerly served 
five years with the Royal in New York, 
four with the Queensland, New York, 
and two with the Phoenix of Hartford. 
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Capital - 


Other Liabilities 


STANDARD INSURANCE COMPANY 
OF NEW YORK 
Statement December 31, 1940 


Premium Reserve 


...$1,500,000.00 
vce» 8/940,980.26 
506,799.25 





*Total Assets 


in various 


an 


A. J. Couch, Vice-President 


Surplus to Policyholders... 


* New York Insurance Department Valentin Basis. 
Securities carried at $246,167.55 in the above statement are deposited 
States as required by law. 
Bk — Seoummer 31, 1940 oe Quotations for all bonds 
- is Company's tota mitted Asset 
$8,208,501.58 and the Surplus to Policyholders $4, 160,772.07. ee 


Geo. Z. Day, President 


TWO STANDARDS 
An unusual combination of financial strength. 
Community of interests and practical cooperation with agents. 


STANDARD SURETY & CASUALTY CO. 
OF NEW YORK 
Statement December 31, 1940 


 4,047,923.55 
“___.......... 8,095,703.06 


S. C. Kline, Sceretary 

















Capital oe ay - ph ee cae coe tt Oe $1,000,000.00 
Claims and Claim Expense Reserve... 2,067,928.13 
Premium Reserve 1,537,394.60 
Other Liabilities 291,398.65 
Surplus to Policyholders ___. .... 2,190,319.32 
*Total Assets .. 6,087,040.70 








* New York Insurance Department Valuation Basis. 

On the basis of December 31, 1940 market quotations for all Bonds 
and Stocks owned, this Company‘s total Admitted Assets would 
$6,220,442.53 and the Surplus to Policyholders would be $2,323,721.15. 


New York Offices: 80 John St. 


Geo. Z. Day, President 
Chas. E. Heath, Vice-Pres. & Secretary 


Insurance Exchange, Chicago 
A. J. Couch, Resident Vice-President 


Fred J. Theen, Asst. Secretary 
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Doyle Defends Present 
Standard Fire Policy 


BEFORE ASSEMBLY COMMITTEE 


Following Hearing Committee Kills 
Revised Fire Policy Bill, Which 
Was Backed by Dept. 








J. H. Doyle, general counsel of the 
National Board of Fire Underwriters, 
defended the present New York Stand- 
ard Policy as producing a minimum of 
litigation when he appeared as chief 
speaker before the Assembly insurance 
committee at Albany, March 25, in con- 
nection with the proposed new standard 
fire policy sponsored by the New York 
Insurance Department. 

Nearly a hundred agents and a num- 
ber of company men were at the hear- 
ing. A group of representatives of the 
New York State Association spoke in 
opposition to the bill. They were Russell 
M. L. Carson, Glens Falls, past presi- 
dent; Secretary Jay W. Rose, Buffalo, 
and William H. A. Munns, Syracuse, 
chairman of the fire conference com- 
mittee of the association. 

Mr. Doyle said that the sole uncondi- 
tional ownership clause is essential if the 
policy is to remain a one interest policy. 
He asserted that the new proposed pol- 
icy contains conditions separate and dis- 
tinct from fire to which the conditions 
of the policy are not readily adjustable. 


Fallen Building Clause 


He said that the proposed abolition 
of the fallen building clause would in 
effect compel the companies to assume 
liability for demolition losses, however 
caused, unless qualified to the effect that 
the liability of fire companies would 
apply only to damage sustained to the 
property after the fall of the building. 

Mr. Doyle declared that the “moral 
and physical safeguards of the policy 
should in no way be diminished and 
the present policy is so generally under- 
stood as to produce a minimum of dis- 
agreement and litigation.” He said that 
not one-tenth of 1% of the claims ever 
reach a lower court and practically none 
ever reaches a court of record. 

Although the Insurance Department is 
pushing for passage of the bill at the 
present session, Mr. Rose advocated that 
the Department form a committee con- 
sisting of representatives of the Depart- 
ment, companies and producers to for- 
mulate a satisfactory bill for introduction 
at next year’s session, 





Basketball Teams In 
Charity Double-Header 


The British War Relief Society, Inc., 
will benefit by about $2,300, the proceeds 
of a double-header basketball program 
at Manhattan Center on March 21, spon- 
sored by the Royal-Liverpool Groups. 
The first game of the twin-bill found 
the team of the Equitable Life Assur- 
ance Society rallying to overcome a 26— 
13 deficit and defeat the Metropolitan 
Life quintet by a 42—40 score. 

The Royal-Liverpool Groups team, 
champions of the New York Insurance 
Basketball League, made it four straight 
over the London & Lancashire Group 
five when it topped the Hartford team 
45—36 in the finale. The losers are de- 
fending title holders of the Hartford 
Insurance League. 

Harold Warner, United States mana- 
ger, and other executives of the Royal- 
Liverpool Groups, were hosts at a dinner 
in the Hotel New Yorker to the London 
& Lancashire executives: Gilbert Kingar 
United States manager; C. A. Tillotson, 
agency superintendent; W. W. Smith, 
vice-president and manager; John Urm- 
son, secretary; H Green, metropoli- 
tan manager, and J. T. Goeller, local 
secretary. Mr. Kingan’s son, Gilbert, 
Jr., a student at Princeton, also attended 
the dinner. Following the games, Mr. 
Warner was host at a buffet supper in 
the New Yorker to the members of the 
participating team and company execu- 
tives. 
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(Mr. Feller was formerly First Deputy 
Superintendent of the New York State In- 
surance Department. Mr. Hirsch is asso- 
ciated in law practice in New York City 
with Mr. Feller.) 

The case of Wolfenstein v. Fashion 
Originators’ Guild of America, Inc., 244 
App. Div. 656, has often been regarded 


as authority for a holding that combi- 
nations or associations of insurance com- 
panies and agents which without statu- 
tory authority fix premium rates, fix 
commission rates and otherwise regulate 
the insurance business, are valid. In the 
Wolfenstein case the Appellate Division 
of the Supreme Court of New York 
held that the Fashion Originators’ Guild 
was not a combination in restrain of 
trade. The Supreme Court of the United 
States on March 3, 1941, in case of 

‘ashion Originators’ Guild of America, 
Inc., v. Federal Trade Commission, unan- 
imously held that the Guild’s operations 
do violate the Sherman Anti-Trust Law. 

Implications of Decision 

The purpose of this article is to sug- 
gest some of the possible implications 
of this decision of the United States 
Supreme Court on the insurance in- 
dustry. 

The mode of operation of the Guild 
resembles in many ways that of various 
insurance associations hereinabove re- 
ferred to. Both claim to have a laud- 
able purpose; to-wit, the elimination of 
undesirable practices from the respec- 
tive industries. Insurance organizations 
say that among their aims are the 
elimination of rebating, the economical 
conduct of the business, the prevention 
of inadequate and unjust premium rates, 
and the abolition of other unsound in- 
surance practices. The Guild sought to 
outlaw style piracy, the sale at retail 
by wholesalers and sales by retailers on 
non-commercial premises. 


Justice Black’s Summary 


The Guild and many of the insur- 
ance organizations both used as their 
principal weapons a boycott and a non- 
intercourse agreement under which 
members refused to do business with 
persons who violate the respective rules 
of the organizations under penalty of 
expulsion from membership and being 
subjected to a similar boycott. 

Mr. Justice Black summarized the 
entire holding in the case of Fashion 
Originators’ Guild of America, Inc., v. 
Federal Trade Commission, when he 
stated: 

“And among the many respects in 
which the Guild’s plan runs contrary 
to the policy of the Sherman Act are 
these: It narrows the outlets to 
which garment and textile manufac- 
turers can sell and the sources from 
which retailers can buy (Montague & 
Co. v. Lowry, 193 U. S. 38, 45; Stand- 
ard Sanitary Manufacturing Co. v. 
United States, 226 U. S. 20, 48-49); 
subjects all retailers and manufactur- 
ers who decline to comply with the 
Guild’s program to an organized boy- 
cott (Eastern States Retail Lumber 
Dealers’ Association v United States, 
234 U. S. 600, 609-611); takes away 
the freedom of action of members by 
requiring each to reveal to the Guild 
the intimate details of their individual 
affairs (United States v. American 
Linseed Oil Co., 262 U. S. 371, 389); 
and has both as its necessary ten- 
dency and as its purpose and effect 
the direct suppression of competition 
from the sale of unregistered textiles 
and copied designs (United States v. 
American Linseed Oil Co., supra, at 


By Samuel R. Feller and Leo H. Hirsch, Jr. 


389). In addition to all this, the com- 
bination is in reality an extra-govern- 
mental agency, which prescribes rules 
for the regulation and restraint of in- 
terstate commerce, and provides ex- 
tra-judicial tribunals for determination 
and punishment of violations, and thus 
‘trenches upon the power of the na- 
tional legislature and violates the 
statute.’ Addyston Pipe & Steel Co. 
v. United States, 175 U. S. 211, 242.” 





LEO H. HIRSCH, JR. 


It seems clear that many insurance 
organizations fit these descriptions. 

It is, well known that many of them 
constitute an “extra-governmental agen- 
cy” and that they provide “extra-judi- 
cial tribunals.” 

Two Questions Arising From Justice 
Black’s Opinion 


An analysis of Mr. Justice Black’s | 


opinion with insurance in mind poses 
two basic questions: (1) Is the insur- 
ance industry subject to the Sherman 
Anti-Trust Law? and (2) Is the insur- 
ance industry subject to the local anti- 
trust laws? The answer to the first 
question depends on whether or not 
the case of Paul v. Virginia, 8 Wall. 
168, decided in 1869, is still good law. 
In that case the United States Supreme 
Court held that insurance was not com- 
merce within the meaning of the clause 
of the United States Constitution giv- 
ing Congress power to regulate com- 
merce among the several states. The 
court held that insurance was not a com- 
modity but a mere contract and could 
not be the subject-matter of commerce. 

This case has been repeatedly adhered 
to and has never been reversed. In 
Hooper v. California, 155 U. S. 648, the 
court stated that marine insurance was 
not commerce within the meaning of 
the commerce clause of the Constitution ; 
that it was not a question of what type 
of insurance was involved but that in- 
surance generically considered was not 
commerce, 

The Words “Trade or Commerce” 

If Paul v. Virginia is still good law 
the Sherman Anti-Trust Law does not 
apply to the insurance business. It has 
been repeatedly held that the words 
“trade or commerce” in Section 1 of 
the Sherman Law, prohibiting combina- 
tions in restraint of trade or commerce 
among the several states, must “be lim- 
ited by the constitutional power to reg- 


ulate commerce.” Atlantic Cleaners & 
Dyers, Inc., v. United States of America, 
286 U. S. 427, 433. 

However, it cannot be assumed that 
Paul v. Virginia will not be reversed. 
It is unnecessary to cite cases for the 
well-known fact that the Supreme Court 
has in the last few years overruled many 
long-standing decisions. The latest ex- 
ample is United States v. F. W. Darby 
Lumber Co., —— U. S. —, 85 L. Ed. 


SAMUEL R. FELLER 


adv. op. 395, decided February 3, 1941, 
holding constitutional the Federal Wages 
& Hours Law and specifically overruling 
Hammer v. Dagenhart, 247 U. S. 251. 


Paul v. Virginia 

There has been considerable agitation 
for an overruling of Paul v. Virginia. 
For example, there is an interesting 
article by Peter R. Nehemkis, Jr., of 
the TNEC legal staff, appearing in 27 
Georgetown Law Journal 519 (1939), en- 
titled “Paul v. Virginia. The Need for 
Re-examination.” Certain other mem- 
bers of the staff of TNEC have more 
recently suggested that the Federal 
Government assume a certain amount of 
jurisdiction over insurance companies. 
(Statement by Commissioner Sumner T. 
Pike, February 28, 1941.) On March 
10, 1941, Senator O’Mahoney, TNEC 
chairman, issued a statement advocating 
Federal incorporation of corporations 
doing business on a nation-wide basis. 
In support of this proposition Senator 
O’Mahoney cited the huge size of many 
corporations. It is of interest to note 
that insurance companies figured largely 
in Senator O’Mahoney’s list of large 
corporations. 

Trend Towards Enlarging Federal 

Jurisdiction 

A reversal of Paul v. Virginia and a 
holding that the Sherman Law applied 
to the insurance business would be in 
line with the current trend of Supreme 
Court decisions. Such trend has been 
decidedly in favor of enlarging the juris- 
diction of the Federal Government and 
broadening the scope of the commerce 
clause of the United States Constitu- 
tion. The Consolidated Edison Co. of 
New York, Inc., was held subject to 
the jurisdiction of the National Labor 
Relations Board although its activities 
were almost exclusively conducted with- 
in the State of New York and subject 
to the regulations of the Public Service 


‘Insurance and the Anti-Trust Laws 


Commission of the State of New York, 
because of “the effect on interstate and 
foreign commerce of an_ interruption 
through industrial strife of the service 
of the petitioning companies.” Consoli- 
dated Edison Co. of New York, Inc., v. 
National Labor Relations Board, 305 
(J. S. 197, 221. The Supreme Court 
has recognized that insurance is an in- 
tegral part of foreign commerce. In 
Thames & Mersey Marine Insurance 
Comnany, Ltd., v. United States, 237 
U.S. 19, it was held that a tax on poli- 
cies insuring cargoes against marine risks 
during voyages from American to for- 
eign ports was invalid since it was in 
substance a tax on exportation which 
was prohibited by the Federal Consti- 
tution. It is of interest to note that 
the opinion was written by the present 
Chief Justice of the Supreme Court at 
the time he was an Associate Justice. 
He said at pages 25-27: 

“Let it be assumed, as this court has said, 
that the insurance business, generically con- 
sidered, is not commerce; that the contract of 
insurance is a personal contract—an indemnity 
against the happening of a contingent event. 
The inquiry still remains whether policies of 
insurance againts marine risks during the voy- 
age to foreign ports are not so vitally connected 
with exporting that the tax on such policies 
is essentially a tax upon the exportation itself. 

“The answer must be found in the actual 
course of exportation is a_ trade 
movement, and the exigencies of trade de- 
termine what is essential to the process of 
exporting. * * * 

“It cannot be doubted that insurance during 
the voyage is, by virtue of the demands of 


trade; for 


‘ commerce, an integral part of the exportation; 


the business of the world is conducted upon 
this basis. * * * The rise in rates for insur- 
ance as immediately affects exporting as an 
increase in freight rates, and the taxation of 
policies insuring cargoes during their transit 
to foreign ports is as much a burden on ex- 
porting as if it were laid on the charter parties, 
the bills of lading, or the goods themselves.” 

It would not be surprising to find the 
Supreme Court holding that just as ma- 
rine insurance is an integral part of ex- 
portation, so insurance generally is an 
essential part of interstate commerce; 
that it directly affects such commerce 
and that it is, therefore, subject to the 
Sherman Law. If so, there exists the 
possibility that the insurance associations 
hereinabove referred to might be held to 
violate the Sherman Act as interpreted 
in the Fashion Originators’ Guild case. 
In that event, any person injured by the 
activities of such association would have 
a right under Section 16 of the Clayton 
Act (15 U.S.C.A., Sec. 26) to injunctive 
relief, and under Section 4 of the Clay- 
ton Act (15 U.S.C.A., Sec. 15) to treble 
damages. 

Weight of Supreme Court Decisions 

Even if Paul v. Virginia is not over- 
ruled and even if, therefore, the Sher- 
man Act does not apply to insurance, 
the Fashion Originators’ Guild case is 
still of importance to insurance men, for 
the states have their own anti-trust laws. 
While decisions of the United States Su- 
preme Court interpreting the Sherman 
Act are not binding on the state courts 
in interpreting state anti-trust laws, even 
if the language of the two statutes is 
identical (cf. Marsich v. Eastman Kodak 
Co., 244 App. Div. 295, affd. 269 N. Y. 
621), still decisions of the United States 
Supreme Court are entitled to and are 
given great weight by the state courts. 
An instance of this is the fact that the 
decision in Wolfenstein v. Fashion Orig- 
inators’ Guild of America, Inc., supra, 
rested primarily upon Federal decisions, 
although the court was interpreting state 
law. 

If the Wolfenstein case were to come 
up today in the courts of New York 
it seems quite likely that a contrary de- 

(Continued on Page 30) 
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C. V. Starr, President of A. I. U. 


Prominent in World-W ide Insurance Circles; Has Spent Many 
Years in Orient; Active in Fire, Marine, Casualty 
and Life Insurance 


The announcement last week that 
Cornelius V. Starr had elected 
president and chairman of the board of 
the American International Underwriters 
Corporation, 111 John Street, New York, 
which corporation he founded, interested 
insurance men throughout the world as 


been 


he has for many years been a promi- 
figure in world-wide insurance 
He has been active in all divi- 
insurance: fire, marine, cas- 
ualty, life His reason for taking these 
posts now is the rapidly increasing 
business of the A.I.U. and the growing 
importance of American trade with Latin 
American countries with consequent 
larger demands for insurance coverage. 
Mr. Starr is also chairman of the U. S. 
Life and the Asia Life. Mansfield Free- 
man is now president of the U. S. Life as 
well as the Asia Life. 
Moszkowski to Be in Charge of 
Latin-American Field 

Following the meeting at which Mr. 
Starr was elected president and chair- 
man of A.I.U. it was announced that 
George A. Moszkowski, who has been 
A.I.U. president will be hereafter sta- 
tioned in Havana; that C. J. Smith, a 
director, will be head of the American 
International Underwriters of California 
at San Francisco where the corporation 
has built up a substantial business; tiat 
C. B. P. Carvalho will be in charge of 
production and public relations; E. A. G. 
Manton will be chief underwriter; A. M. 
Joukowsky will be in charge of marine 
insurance; John J. Britzmayr has been 
advanced to fire underwriter; and G. U. 
Guerrini to casualty underwriter under 
the direction of Mr. Manton. 

All Far Eastern operations are under 
the direction of A. Brock Park who is 
concurrently president of the American 
International Underwriters for the 
Philippines. The American Asiatic Un- 
derwriters, Fed., Inc., Shanghai, will con- 
tinue under direction of Walter T. Sul- 
livan. 

Tord M. L. Ringdahl, at present in 
Colombia, South America, will probably 
be attached to the Havana office under 
Mr. Moszkowski. 

Harold Fearon is treasurer of the 
A.I.U. corporation and Miss T, L. Brad- 
ley is secretary. 

Commenting upon the changes Mr. 
Starr said: “The importance of sound 
protection for American interests abroad 
and the growing international demand 
for American insurance have influenced 
us to make these present changes, which 
we believe will provide broader, quicker 
more effective service. The growing re- 
sponsibility which American insurance 
must assume abroad and the increasing 
opportunities for world-wide service have 
impelled me to devote fuller time to 
these interests. The election last week 
of Mansfield Freeman to succeed me.as 
president of the United States Life was 
partly with a view to facilitating this 
arrangement.” 

The American International Under- 
writers Corporation serves as foreign 
managers for the Birmingham Fire of 
Pittsburgh, Commercial Casualty of New- 
ark, Firemen’s of Newark, Fulton Fire 
of New York, Hanover Fire of New 
York, Maryland Casualty of Baltimore 
(home foreign managers only), Milwau- 
kee Mechanics’, National Union Fire of 
Pittsburgh. It is also managing agents 
for American Asiatic Underwriters Fed., 
Inc., U.S. A. of Shanghai; American In- 
ternational Underwriters for the Philip- 
pines, Inc., Manila; American Inter- 


nent 
circles. 
sions of 





Blackstone Studios 
CORNELIUS V. STARR 


national Underwriters of Cuba, S. A,, 
Havana. 
Mr. Starr's Career 

Probably no American insurance man 
has a wider international acquaintance 
than has Mr. Starr, and few have trav- 
eled so extensively. He has upon more 
than one occasion made the Clipper jump 
across the Pacific. 

His own story is a good example of 
the romance of business. Mr. Starr is 
a Californian by birth, and he studied 
law at the University of California. 
Upon leaving college he entered the in- 
surance business in San Francisco and 
built up a successful general agency 
there at the age of 25, for the old 
American Bonding of Iowa. That was 
during the World War period and be- 
fore the war was over he had sold his 
agency and spent the duration of the 
war in service. 

After the war he went to Japan for 
the Pacific Mail Steamship Co., then 
he went to China. There he reentered 
insurance, acting as  sub-agent in 
Shanghai for the newly formed Amer- 
ican Foreign Insurance Association. 
Later, he organized his own agency, 
which is now the American Asiatic Un- 
derwriters, Fed., Inc., U.S.A. Mr. Starr’s 
activities began to grow, and in 1921 he 
formed the Asia Life Insurance Co., of 
which he is now chairman, and which 
is the only American chartered life in- 
surance company with head offices in 
the Orient. The Asia Life is chartered 
under the insurance laws of Delaware. 

It was in 1926 that he organized the 
American International Underwriters 
Corporation in New York, which as 
foreign managers for a group of Ameri- 
can fire and casualty companies, does a 
world-wide general insurance business. 
An affiliate of the American Interna- 
tional Underwriters Corp. for the 
Philippines was organized at Manila. 
Headquarters of the American Inter- 
national Underwriters is at 111 John 
Street, New York. 

Mr. Starr is a director of Interna- 
tional Assurance Co., Ltd., Shanghai; 
Compagnie Franco Americaine d’Assur- 
ances of Paris, France, and Shanghai; 
Tai Shan Insurance Co., Ltd., Shanghai; 
Underwriters Bank for the Far East, 
Inc., Shanghai, all of which he organized ; 
also of Metropolitan Insurance Co., 
Manila, P. I.; Northeastern Insurance 
Co., Hartford, Conn. 

Some years ago Mr. Starr bought the 
Shanghai Mercury; later he purchased 


Commissioners Oppose 
Hobbs Mail Use Bills 


FOR STRICTER STATE CONTROL 


Executive Committee of Commissioners 
Association Meeting in New York 
Passes Two Resolutions 


The executive committee of the Na- 
tional Association of Insurance Commis- 
sioners, which met in New York Friday 
and Saturday of last week, passed a res- 
olution condemning two bills introduced 
in Congress by Representative Sam 
Hobbs of Alabama. Both bills were de- 
signed to prohibit use of the mails for 
soliciting insurance without first com- 
plying with the laws of the respective 
states and one of the bills authorizes 
the SEC to grant permits for the use 
of the mails on approval by that com- 
mission. 

At the same time the commissioners 
adopted a resolution calling upon the in- 
dividual states to pass laws prohibiting 
domestic insurance companies from ac- 
cepting risks or soliciting business in 
states where they are not legally li- 
censed., 

No Action on SEC Report 

There was some discussion of the SEC 
report to TNEC making recommenda- 
tions concerning Federal supervision of 
insurance but no action was taken by the 
executive committee. 

The first resolution referred to follows: 


Whereas, there is now pending in the Con- 
gress House bills numbered 3796 and 3797 which 
proposed legislation, if enacted, would greatly 
interfere with and handicap the orde.ly and 
efficient administration and supervision of the 
bus'ness of insurance by the several states; and 
said proposed legislation would further permit 
and encourage the transaction of insurance busi- 
ness by companies in states where said com- 
panies have not been licensed by the state to 
do such business; now, therefore, be it 

Resolved by the executive committee of the 
National Association of Insurance Commission- 
ers in session that said association use its ir 
fluence in opposition to the passage of said 
bills for the reasons above stated. 

The two bills introduced by Repre- 
sentative Hobbs referred to in the above 
resolution are summarized in the follow- 


ing: 

H.R. 3796 prohibits use of mails for 
soliciting insurance without first com- 
plying with the insurance laws of the 
state or territory. Exempted, however, 
are renewal premiums, adjustment claims, 
newspapers, periodicals, contracts of re- 
insurance, denominational or beneficiary 
associations, educational groups, marine 
insurance, commercial traveling men’s 
associations and Group insurance. 

H. R. 3797 prohibits use of the mails 
for soliciting or negotiating contracts of 
insurance (except renewal premiums) 
until the soliciting individual, partner- 
ship or corporation has complied with 
the insurance laws of the state or terri- 
tory where the subject matter is located. 
The bill also authorizes the Securities 
and Exchange Commission to grant per- 
mits for use of mails upon proof of 
solvency, sound business policy, ete. 
Newspapers and periodicals of general 
circulation are not involved. 

Both bills, which have been referred 
to the House Committee on Post Office 
and Post Roads, provide penalties of a 
$5,000 fine or two years imprisonment 
or both. 





ROYAL PROMOTES BEVERIDGE 
George W. Beveridge has been ap- 
pointed assistant secretary of the Royal- 
Liverpool Groups at the Canadian head 
office in Montreal. He has spent his 
entire career with these companies in 
Canada. 





the Shanghai Evening Post. The two 
were merged, the name of the new 
paper being the Shanghai Evening Post 
& Mercury. It also has a Chinese edi- 
tion. These papers are live, progressive 
dailies which exert a good deal of in- 
fluence not only in Shanghai, but in a 
wider area. 
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Forshay Spans a Wide 
Range in Latest Talk 


MAKES SPEECH IN LOUISIANA 


National Association’s Vice - President 
Says Agency Commission Is Twice 


Earned Service Fee 





R. W. Forshay, Anita, Ia., vice-presi- 
dent of the National Association of In- 
surance Agents, said that agency remu- 
neration can truthfully be called a serv- 
ice fee in many instances twice earned 
during the term of the contract, in his 
address before the Louisiana Associa- 
tion of Insurance Agents at Monroe yes- 
terday. 

Mr. Forshay’s subject was “On Guard,” 
and he covered a wide range of National 
Association activities, leading off with 
the educational division. He said that 
the National Board of Fire Underwrit- 
ers and the Association of Casualty & 
Surety Executives had worked closely 
with the agency organization in launch- 
ing the educational division, a service 
which he said could be considered a 
dividend, even a participation in their 
profits, 

“You may feel T am a trifle presump- 
tuous,” he said, “in comparing educa- 
tion of an agent with returns to policy- 
holders. But surely it is a sound, admis- 
sable fact that the educated insurance 
agent of today will bring to the buyer 
of insurance the proper coverage at jus- 
tifiable cost, adequately serviced, engi- 
neered and rated.” 

As to commissions, he said the word 
applied to property insurance is a mis- 
nomer and that commissions as now paid 
to legitimate service-giving agents are 
not too high, citing Insurance Superin- 
tendent Louis H. Pink of New York 
as authority for that statement. 


Gradation of Commissions 

He said the subject of gradation of 
commissions and expenses is one of the 
most important before the National As- 
sociation; that the casualty companies 
desire cooperation and the agents are 
glad to participate, adding: 

“We feel, however, that proper recog- 
nition must be given to the principle of 
joint contribution—applying particularly 
to so-called large premium risks—and 
all earnest thinkers in the business real- 
ize that study must revert eventually to 
that point. The issue must be met with 
courage and defended with integrity. 
Please do not expect an early answer 
but the outcome of these deliberations 
with company groups and other pro- 
ducer organizations may, in the end, 
bring a solution so many now seek.” 

On the subject of the cost-plus-a-fixed- 
fee national defense contracts, Mr. For- 
shay said: 

“It is apparent that any possible stock 
company -local agency participation in 
this business must of necessity be pitched 
upon a reduced scale of commission and 
over-all expense. Presenting as it does 
a direct challenge to our combined abili- 
ties to meet this all out program of arm- 
ing to protect our own liberty, it is our 
belief that in this emergency the local 
agents of this country will not be found 
lacking in their desire to cooperate.” 

Participating Contracts 

Turning to the recent move of the In- 
surance Co. of North America to make 
it possible for that company to issue 


participating contracts, Mr. Forshay said 
he would like to step down from his 
rule as an executive officer of the Na- 
tional Association and he gave as his 
unofficial personal observations the fol- 
lowing: 

“Having sold only stock company in- 
surance during my agency experience, 
in what position would I find myself 
with my customers (who now feel my 
type of indemnity is the most accept- 
able) should this participating plan 
spread to all lines and among all com- 
panies, as it undoubtedly would if it 
were inaugurated by a leading organi- 
zation such as North America? 

“Already I have seen press accounts 
where the vice-president of the largest 
automotive casualty mutual hails the 
movement as mutualization. While that 
charge unquestionably is entirely with- 
out reason, nevertheless a mass move- 
ment of all carriers in that direction 
gives me some doubt as to how I can 
substantiate my previous sales argu- 
ments. 

Sacrifice in Commissions 

“We agents now produce for our com- 
panies the vast majority of all the pre- 
mium dollars collected each year. 
this new proposal entails yet another 
sacrifice in our commissions—and un- 
questionably it must—are we yet ready 
to concede such probable reduction in 
our service charges in order to gain a 
part of those premium dollars which .we 
do not now control? 

“Tt seems to me that with so many 
minds active and seeking solutions to 
the many problems before us, and with 
so many constructive changes evidenced 
in late years, the principle of stock com- 
pany insurance should be maintained and 
defended more so today than at any time 
in the past. A great deal of thinking 
has been expended and argument ad- 
vanced on both sides of the issue. Much 
more will be needed to evaluate the out- 
come, as to its effect upon the income 
to the agent and as to its effect upon 
the industry as a whole.” 

On the subject of production branch 
offices he expressed the hope that a 
reasonable answer or a suggested solu- 
tion of this factor may be found. He 
said many agents fear that such opera- 
tions are undermining the local agency 
system. 

He called on agents to continue to 
oppose compulsory automobile insurance 
legislation and then turned to agency 
licensing and countersignature laws say- 
ing that in signing the countersignature 
agreement with the Association of Cas- 
ualty & Surety Executives Association 
last Fall the agents’ representatives felt 
that it was better to provide commis- 


£5%ine0 COVERS 


New Assistant Director 


Of the B.D.O. in New York 





FRED W. WESTERVELT, JR. 


New member of the staff of the Busi- 
ness Development Office in New York 
City is Assistant Director Fred W. 
Westervelt, Jr., former local agent at 
Newark, N. J. He has for years been 
a well-known figure in the production 
field in New Jersey and New York City 
and is well qualified for his new post. 


Of Omaha in New Offices 

The Underwriters General Agency of 
Omaha, Neb., insurance managers, an- 
nounces new and larger headquarters in 
the Finance Building, 1817 Douglas 
Street. This organization is general 
agent for Nebraska for the Fire Asso- 
ciation, Sun of London, Provident Fire, 
American Home, New England Fire, 
Car & General, Protective Indemnity, 
American Bonding, and for the boiler 
and machinery department of the Ocean 
Guarantee & Accident. It also acts as 
general agent in Iowa for the American 
Home, Caledonian and New England 
Fire. 

The Underwriters General Agency was 
started in 1939. Earl V. Neuberger is 
president. 





sion divisions by agreements than to 
have them written into the statutes and 
that the pact is as binding on the signa- 
tory companies on interstate business as 
any law in the land. He said the agree- 
ment does not affect states which al- 
ready have statutory countersignature 
and division of commission laws. 

In conclusion he spoke of the eco- 
nomic readjustments which will develop 
in tune with world conditions and said 
agents must be prepared for increased 
costs of operation to meet the demands 
of useful service. “We owe it to our 
clients,” he said, “ever to justify our 
very existence—we must demonstrate a 
similar justification to the government 
which is indicating so much interest in 
the industry.” 
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Merges His Business With Smyth, San- 
ford & Gerard, Inc.; Two College 
Chums Join Forces 

Smyth, Sanford & Gerard, Inc., well 
known insurance brokerage firm in New 
York City, strengthened its production 
staff this week by the addition of Ford 
G. Keeler, formerly of Newark, N. J. 
Up to this time Mr. Keeler has been 
president of Ford G. Keeler & Co., brok- 
erage concern of the latter city, which 
is being merged with Smyth, Sanford 
& Gerard, Inc., effective April 1. He is 
well known in northern New Jersey in- 
surance circles and over the past nine 
years has built up a nice volume of gen- 
eral business. 

In his new capacity Mr. Keeler will 
continue to service his own accounts 
as well as serving as contact man for 
Smyth, Sanford & Gerard: on new pro- 
duction. ; 

Human interest angle to the merger is 
that it joins together two college chuins 
—G. Foster Sanford, president of Smyth, 
Sanford & Gerard, and Ford G. Keeler. 
Both are University of Pennsylvania men 
and were in college at the same time 
some ten years ago. Both are active in 
alumni affairs, being members of the 
Pennsylvania Club of Suburban New 
Jersey, embracing Montclair and the 
Oranges. Their principal hobby is sports 
and sporting events, both being good at 
baseball, golf and ice skating. 

Smyth, Sanford & Gerard, Inc., one 
of the well established brokerage firms 
of Greater New York, was founded by 
the late G. Foster Sanford, who will be 
remembered for his football coaching 
at Rutgers. 





New York Underwriters 
To Enter Wright Agency 


The New York Underwriters Insur- 
ance Co. has appointed the Wright 
Agency, 75 Maiden Lane, as agents for 
Manhattan and the Bronx, New York 
City, effective May 1. This comes in 
connection with the retirement, on pen- 
sion, of Edward M. Noonan, after forty- 
six years of service. Morgan E. Harris, 
manager of the brokerage service de- 
partment, will move his headquarters to 
the head office of the company at 90 
John Street. The city department of 
the New York Underwriters has been 
located at 100 William Street more than 
forty years. 





Conn. Agents Meet June 25 

The Connecticut Association of Insur- 
ance Agents will hold its regular mid- 
year meeting at the Griswold Hotel, 
Eastern Point, Groton, on Wednesday, 
June 25. 


SHUGART FIRM IN RICHMOND 
The H. Mayo Shugart, Inc., local 
agency has been organized in Richmond, 
Va., with H. Mayo Shugart as president 
and S. W. Davis, treasurer. Both mem- 
bers of the firm were formerly with the 
Morris Plan Bank in Richmond. 
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National Fire Club’s 30th Anniversary 





Executive Vice President Sidney T. Maxwell of the National Fire Group, and 
Charles C. Hewitt of Boit, Dalton & Church, National agents in Boston, formerly a 
vice-president of the National, at the thirtieth annual banquet of the National Fire 
(Men’s) Club at the Wethersfield Country Club, near Hartford, March 14. Mr. 
Hewitt regaled the 120 men present with stories about his former associations, and 
Mr. Maxwell told about the progress of the National’s new home office building. 
Vice-President H. Bacon Collamore was toastmaster, Joseph V. Santerson is presi- 
dent of the club, and the main speaker was William Shea, foreign news analyst of 
the Hartford Times. This photograph was taken by Advertising Manager Jarvis 


Woolverton Mason. 


FIRE WASTE MEETING TODAY 





Defense Efforts Will Be Stressed at 
Washington Gathering; To Announce 
Fire Waste Contest Winners 
Winners in the 1940 Inter-Chamber 
Fire Waste Contest will be determined 
at a meeting of the National Fire Waste 
Council todav in Washington. The 
council is affiliated with the insurance 
department of the Chamber of Com- 

merce of the United States. 

The contest this year has turned at- 
tention on incendiary fires and sabotage 
in plants having defense orders. Fire 
losses will become increasingly impor- 
tant as the defense program is stepped 


up. 

“Fire losses in industry which are 
always troublesome,” said a statement 
issued yesterday by the chamber’s insur- 
ance department, “cannot be tolerated 
today, because the national defense pro- 
gram, to which the nation has set itself, 
depends on a continuous and steady pro- 
duction of guns, tanks, ships and planes 
for defense and all the other goods need- 
ed for good living. On the continued 
turning of the wheels of industry must 
stand or fall the greatest production 
program our country has ever under- 
taken, Fire prevention and protection 
become increasingly important to this 
program as it goes forward. 

“The council meeting comes at an op- 
portune time to discuss what is being 
done in this field and what further can 
be done by the coordinated effort of the 
various organizations represented at the 
meeting. 

“A series of short talks will be given 
at the meeting by representatives of the 
National Defense Commission, Bureau 
of Investigation, National Board of Fire 
Underwriters and Insurance Committee 
for the Protection of American Indus- 
trial Plants. In addition, the reports 
of the standing committees of the coun- 
cil will be received and the announce- 
ment made of the winners in the 1940 
Inter-Chamber Fire Waste Contest.” 

N. Y. BLUE GOOSE DINNER 

Chih Meng, author of “China Speaks,” 
and director of the China Institute of 
America, addressed the New York City 
Pond of the Blue Goose at a dinner 
meeting here on Wednesday night. 





HENRY T. DAVIDSON DIES 








Was Assistant Treasurer, N.A.I.A. for 
Many Years; Had Retired to 
Louisville, Ky. 

Henry T. Davidson, who retired three 
and a half years ago as assistant treas- 
urer of the National Association of In- 
surance Agents, died last Saturday in 
Louisville, Ky. He was 82 years old. 
He had never recovered from a broken 

hip sustained last Fall. 

For twenty years he was treasurer of 
the Courier Journal Job Printing Co., 
Louisville, where he was born. He joined 
the National Association in New York 
in 1920. When he retired he was tend- 
ered a dinner by the staff at which Gen- 
eral Counsel Walter H. Bennett presided 
and presented him with a book bearing 


testimonials of a large number of agency, 


leaders throughout the country. 

He made his home in Louisville with 
his sister, Mrs. Carrie Manfull, at the 
Puritan Apartments, where funeral ser- 
vices were held on Monday. In addi- 
tion to his sister, he is survived by two 
nieces and a nephew, Morris W. David- 
son, who is president of the Courier 
Journal Job Printing Co. and treasurer 
of The Insurance Field. 


Hear Robert W. Sheehan 
On Work of Agents’ Ass’n 


Speaking at the annual dinner of the 
Wallingford, Conn., Board of Insurance 
Underwriters on March 20, Robert W. 
Sheehan, recently appointed executive 
editor of the American Agency Bul- 
letin, recounted some first-hand impres- 
sions gained from an inside view of 
the National Association of Insurance 
Agents at work, contrasting them, in 
some instances, with conceptions previ- 
ously held during his years as a reporter 
and editor for The Spectator. Walling- 
ford is Mr. Sheehan’s home town. 

A number of prominent Connecticut 
agents attended the Wallingford board 
dinner which was presided over by Major 
D. W. Lanouette, local president. Among 
those who spoke briefly were Edwin S. 
Cowles, Jr., Hartford, president of the 
Connecticut Association of Insurance 
Agents; Harold Hatch of New Britain, 
chairman of the New England Advisory 
Board, and David A. North, New Haven, 
executive committeeman of the National 
Association. 
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Fred S. James & Co. In 
New Chicago Offices 


FORMAL OPENING MARCH 31 





Occupying First Three Floors at 1 North 
LaSalle St. with Entrance from 
Building Lobby 





prominent insurance 
James & Co., Chi- 
reason of 


The old and 
agency of Fred. S. 
cago, is in the spotlight by 
its substantial move to new general of- 
fices at 1 North LaSalle Street, which 
is taking place over this week-end. The 
agency is really, in a very definite 
sense, returning to its first home, for it 
was at the corner of LaSalle and Madi- 
son Streets, Chicago, that Fred. S. James 
in the Spring of 1872 opened a “below- 
the sidewalk” insurance office. That was 
a few months after the Chicago fire. 
This week-end’s move is the sixth which 
the agency has made in its sixty-nine 
years of business, having previously been 
in the Insurance Exchange building. | 

Forma! opening of the new offices will 
take place next Monday, March 31, and 
the public will have an opportunity to 
view offices which are among the finest 
and most modern in the west. First im- 
pression will be that the entrance to 

eet <1 ee 
the agency is direct from the building’s 
lobby, marking a return to what was 
once considered an absolute necessity in 
location. In the past thirty years few 
Chicago offices have been accessible 
from the street level. 

Features of the New Offices 


Appointments in the new offices have 
been made with an eye to completeness 
and convenience of employes and visi- 
tors. Interestingly the 1 North LaSalle 
building is constructing an auditorium 
that will have a seating capacity of 150, 
which is to be for use of the building’s 
tenants. There the Fred. S. James & 
Co. will hold its public insurance forum 
meetings. 

A washed forced air ventilating sys- 
tem will supply all departments, private 
rooms and offices. There will also be 
flourescent lighting throughout, de- 
scribed as a thing of architectural 
beauty, with troughered fixtures except 
in the reception and elevator lobbies 
where they are surfaced mounted. Ceil- 
ings have been deadened against sound. 
The floors are laid with asphalt and 
rubber tilings. 

On the second floor are the execu- 
tive offices. Here, also, with space for 
expansion as the need arises, are the 
underwriting departments and the loss 
and engineering departments. Arranged 
conveniently are the cashier’s office, 
comptroller’s office, the order takers who 
have been centralized for convenience 
and speed of precise service, the central- 
ized files, statistical department, policy 
writers, billers and accountants. All op- 
erating functions of policy writing, 
checking, billing and accounting are se- 
gregated into one large group. 

On the third floor, off the reception 
lobby, are the associated brokers’ offices 
and at the rear the supply rooms. 

Responsible for Agency’s Success 

Since Fred. S. James opened his office 
in 1872, there have been three men who 
have been largely responsible for the 
success of the organization. They are 
Fred. S. James himself, who continued 
active leadership until his death in 1927; 
George W. Blossom, who became asso- 
ciated with Mr. James in 1887 and who 
is now chairman of the board; and 
George W. Blossom, Jr., president since 
1929. Other members of the firm who 
are directors and officers are Elmer J. 
Schafer, Charles Buresh, Karl D. King, 
Francis R. Blossom, W. H. Stevens, A. 
M. Jens and J. C. Griswold. 

Fred. S. James & Co.’s national oper- 
ations are carried on through offices 
strategically located. The New York 
office was opened in 1904 and is now in 
charge of J. C. Griswold, one of the 
partners. Pacific Coast ‘operations be- 
gan in 1918 when it opened an office 


in San Francisco where Edward A. Jens 
is manager. Ten years ago E. Walter 
Geisler, from the Chicago office, opened 
the Pittsburgh branch and continues as 
manager. In 1938 a Minnesota corpora- 
tion was organized with offices in Min- 
neapolis, and with Wesley J. Kelley as 
vice-president and general manager. 
The list of companies which Fred. S 
James & Co. represents includes many 
of the old and financially strong com- 
panies writing fire, casualty, surety, ma- 
rine and life insurance. Some of these 
companies have been associated with it 
through so many years they have come 
to be regarded as a part of the agency. 





National F. & M. Opens 
Branch in Jacksonville 


The National Fire & Marine has 
opened a branch office in Jacksonville, 
Fla., to service agencies in the northern 
part of that state. Agencies in the 
southern part are supervised from the 
Coral Gables office located at 2901 Ponce 
de Leon Boulevard and both offices are 
under the supervision of E. C. Thrall, 
general agent. The Jacksonville office 
is located in the Graham Building. Vice- 
President C. D. Bogert of the National 
recently returned from a short trip to 
Jacksonville. 





BUFFALO DIVIDEND 
Directors of the Buffalo Insurance Co. 
have declared ‘a regular dividend of $3 
a share, payable March SI to stock- 
holders of record March 22. 


Fire Association Group 


Elects Barclay Secretary 


Otho E. Lane, president of the Fire 
Association Group, announces the elec- 
tion of F. John Barclay to a secretary 
of the four companies. 

A native of Norfolk County, England, 
Mr. Barclay arrived in the United States 
in 1922 and soon thereafter joined the 
Niagara Fire as a clerk at its head 
office in New York City, later becoming 
New England special agent, which terri- 
tory he traveled until a few years after 
joining Fire Association in 1931.  Fol- 
lowing three years as special agent in 
New York State, Mr. Barclay was ap- 
pointed general agent with headquarters 
at Philadelphia, with duties at var’ous 
posts, presently being in charge of Fire 
Association’s automobile department. 
Mr. Barclay is a United States c‘tizen. 





Premium Refund Not Needed 
In Order to Defend Suit 


There is no legal ground for requiring 
an insurance company to refund the 
premium paid it in order to assert its 
defense in a suit against it, the Minne- 
sota Supreme Court held recently in the 
action brought by Joseph Supernick of 
St. Paul against the National Retailers 
Mutual. In refusing to settle a fire 
loss the insurance company charged 
fraud in the statement of loss and also 
in the hearing before appraisers. Both 
the lower and higher courts held in 
favor of the company. 
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FINANCIAL STATEMENT 


UNITED STATES BRANCH 


DECEMBER 31, 1940 








ASSETS 
Gash in’ Banks ‘and OMitess 64.06.6656 03.56 an ae oe aad ee 6.88% $ 434,623.62 
United States Government Bonds....... , erenasete 27.95 1,765,123.00 
State and Municipal Bonds................ccceeees 6.73 424,926.00 
RAOUL AICI SONS) 0 6.6 os-6520 ish si ntere ls bee Stoharmee sees 4.17 263,343.00 
SORE BONE ac eioGric SAsikaoh eu Oenen nee 11.47 724,524.00 
Industrial and Miscellaneous Bonds................ 1.46 92,039.00 
Accrued Interest on Bonds...............00- ‘i .40 25,028.68 
Public Utility Preferred Stocks..............:00++- 4.92 310,680.00 
Public Utility Common Stocks....... siwisgie lana vgvaistane ie 95 122,900.00 
Bank and Trust Company Stocks.................. 1.56 98,800.00 
Industrial Preferred Stocks..... poid Seb ata ete ee 3.71 234,300.00 
Industrial Common Stocks.............006. Pee ee 14.72 929,600.00 
Miscellaneous Stocks ...... piavetaioleras Lendcnmn eval vorgs 22 13,589.00 
Agents Balances under 90 days in Seana of Collection 10.96 692,297.89 
Due from Reinsuring Companies on Paid Losses.... 2.51 158,662.99 
PASOEIORPODORIGE -6i6 vos esc bing od hie SOROS aio .20 12,895.56 
DEEP R AOOUROIE: 55:65:85 5 3st 4a laters iv beak where wares >» Wi 12,218.86 
Total Admitted Assets..... ss ; paicteat’s --100.00% $6,315,551.60 
LIABILITIES 

Reserve for Unearned Premiums on Policies in Force....... $1,998,174.37 
Reserve for Unadjusted Losses and Adjustment ne 623,122.82 
Reserve for State and Federal Taxes...... Pavesi etwsers siayetslesaGe 67,200.00 
Reserve for Miscellaneous Accounts Payable ............... 23,950.00 
Reserve for Funds held under Reinsurance Treaties......... 335,618.36 
Total Taabilities «56.0636 Spiele slereltie as iebecacie MORO MOOTED 

Statutory Deposita: «oc bide sins dsess : $ 500,000.00 

Net Surplus ......... pceuk wie ee Er 2,767,486.05 
Surplus to Policyholders....... Biss Sins o.-cSedih eta eaolind | MOOI ae OUD 
$6,315,551.60 


Securities carried at $641,440.00 in above assets are deposited with various States as 


required by their laws. All 


other securities are held 


by Bankers Trust Company of 


New York, Trustee appointed in accordance with the laws of the State of New York. 
89.84% of the assets shown are in the custody of the Trustee and the various States. 


100% of Investments are in American Securities 





Pierce On Insurance As 
The Bulwark Of Credit 


SPEAKS TO HARTFORD GROUP 





Says Contract of Indemnity Often 
Stands Alone Between Business 
and Bankruptcy 





Vice-President Curtis W. Pierce of 
the America Fore Insurance and In- 
demnity Group spoke on “Capital Stock 
Insurance—the Bulwark of Credit,” be- 
fore the Hartford Association of Credit 


‘Men at the University Club in Hartford 


on Tuesday night. 

He pointed out that insurance is the 
backbone of credit and that without it 
business could not function as it does 
today but would have to revert to the 
barter system of old. He said that the 
credit men and the insurance industry 
have interests in common and coopera- 
tion and understanding would develop 
to the advantage of both. 

Mr. Pierce stated that social and eco. 
nomic upheavals of the past few years 
have contributed to the greater con- 
sciousness of credit men and the gen- 
eral public of the importance of insur- 
ance due to the ever-increasing legal 
obligations imposed upon business by 
social, liability, and compensation laws. 


Staves Off Bankruptcy . 


“It cannot be denied,” said Mr. Pierce, 
“that contracts of indemnity very fre- 
quently stand, alone, between the sol- 
vency and bankruptcy of a business or 
an individual.” For example, a business 
concern fully protected by fire insurance 
might be forced out of business due to 
lack of insurance on loss of profits and 
continuing expenses during the time 
necessary to rebuild. On inadequate 
automobile liability insurance and a 
large judgment, the result of a serious 
accident, might seriously impair the as- 
sets of a small business or wipe out the 
lifelong savings of an individual. An- 
other example; defalcation, without ade- 
quate fidelity insurance, could throw a 
concern into bankruptcy. 

In closing, Mr. Pierce said, “When 
one considers that insurance is the back- 
bone of credit, that our whole business 
structure and the capitalistic system are 
based on credit, mutual understanding, 
and confidence, it becomes apparent that 
the progressive credit manager will not 
overlook insurance programs as an im- 
portant part of his analysis of his firm’s 
customers’ ability to pay moneys due.” 





Elect Rich President of 


Underwriters of Pacific 


W. G. Rich, Pacific Coast assistant 
manager for the Royal-Liverpool Groups, 
was unanimously elected president of the 
Fire Underwriters Association of the 
Pacific at the annual meeting held last 
week at San Francisco. Clifford L. King, 
assistant manager of the Pacific depart- 
ment of Crum & Forster, is vice-presi- 
dent. Mr. Rich succeeds H. F. Mills, 
Pacific Coast manager for the Aetna 
Fire, who becomes chairman of the ex- 
ecutive committee. 





SUBURBAN CLUB MEETS APRIL 7 
The Suburban New York Field Club 
announces that the next meeting will be 
held at 6:30 p.m. on Monday, April 7, 
at Block Hall on South William Street, 
New York City. The nominating com- 
mittee will make a report and President 
J. B. McMillan will name the golf com- 
mittee which will arrange for part of the 
program for the June meeting. 





CREDIT INSURANCE EXPERT 

London, March 10.—D. E. Stretton, of 
the Exports Credit Guarantee Depart- 
ment of the British Board of Trade, has 
joined two credit offices as the manager 
of their export credit insurance depart- 
ments. The offices are Hogg Robinson 
and Capel-Cure and the Credit Insurance 
Association, both of Staple Hall, Stone 
House, Bishopsgate, London, E. C. 
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Seeks United Front 
In Fire Insurance 


MUTUAL LEADER MAKES APPEAL 





Says Difference With Stock Carriers 
Should End in Order to Meet 


Threats of Federal Interference 





Before a gathering of more than 200 
executives and directors of the twenty- 
three member companies of the Mutual 
Fire Insurance Association of New Eng- 
land and members of the Massachusetts 
legislature, at the Parker House in Bos- 
ton on March 14, Forrest E. Wheeler, 
president of the association, in a wel- 
coming address, “Insurance Under At- 
tack,” pointed out that strenuous at- 
tempts are being made to influence the 
public against insurance as it is ope- 
rated and regulated today. He said that 
this attack and none-to-subtle propa- 
ganda has come in the form of the wide- 
ly publicized Temporary National Eco- 
nomic Committee’s Monograph No. 28. 

While this is a study of legal reserve 
life insurance, President Wheeler said 
that it carries an implied threat to all 
types of insurance in America, and is a 
report that no division of insurance can 
afford to ignore. “If our houses are not 
already in order they must be put in 
order,” he said. 

Mutual and stock companies have had 
their differences, said Mr. Wheeler, 
which is only natural under the Ameri- 
can system of competitive enterprise, 
but these differences sink into insigni- 
ficance when compared with the attack 
being waged on insurance generally by 
certain sections of the government. 

“On behalf of our twenty-three com- 
panies,” said Mr. Wheeler, “I pledge 
the support of the Mutual Fire Insur- 
ance Association of New England to any 
program aimed at ending the petty dif- 
ferences between mutual and stock in- 
surance and bringing about a_ better 
public understanding of the important 
role insurance generally plays in our 
economic life. I want to take this op- 
portunity to call on the executives of 
all other mutual companies and leaders 
of stock insurance companies to unite 
toward this end. 

“Tod i f I ; 

Oday our nation taces the most 

serious threat in its history,” declared 
Mr. Wheeler. “With wars raging on 
both sides of us, our nation is preparing 
to defend itself against totalitarianism. 
This is a time when government and 
business must unite in the common cause 
of national defense. Certainly, this is 
not a time when government should be 
attacking business. And this is particu- 
larly true of the insurance business, 
which has played so large a part in 
financing previous wars in which this 
nation was forced to engage. 
_ “Only through united effort can un- 
justifiable attacks on insurance be dis- 
couraged. Gentlemen, we must be united 
, and these periodic attacks must 
be ended . . . if the insurance business 
is to render its greatest efforts to the 
nation in our present national emer- 
gency. 

“T ask each of you to do all possible 
at this time to bring about a _ united 
front in the insurance business toward 
the end that both the public and the 
nation will be better served.” 


NEW COVERAGE 





When Tenant Signs Lease He May Guar- 
antee His Family a Paid-Up Lease for 
Unexpired Period in Case of Death 


Herbert C. Roth, insurance manager of 
Swan-Lorish, Inc., Chicago, has devel- 
oped a new type of insurance coverage. 
It is explained by Millers National agen- 
cy publication, Good News, as follows: 

“For a small premium, when a tenant 
signs a lease, he may guarantee his fam- 
ily a paid-up lease for the unexpired 
period in case of his death. The pre- 
miums will be on a graduated scale from 
30¢ per month ($3.00 per year) to $7.50 
per year. A large life insurance com- 
pany will underwrite the plan.” 

Herb Roth “Inventor” of this new 
coverage, has had wide experience in 
insurance. He started his career in 
the rating department of the Chicago 
Board of Underwriters. Then for eleven 
years he was engineer and special agent 
for H. Dalmar & Co., Cook County gen- 
eral agents. In 1933 he took charge of 
the insurance department of Sexauer & 
Krueger, who were taken over by Swan- 
Lorish February 1, 1940. 





Smith Special Agent in Pa. 
For Agricultural Group 


Stuart H. Smith has been appointed 
special agent for middle Pennsylvania, 
as of March 1, by the Agricultural and 
the Empire State of Watertown, N. Y. 
Mr. Smith is a native of Watertown, 
N. Y., was educated at the Watertown 
High School and Clarkson College where 
he took an engineering course. For a 
short time he was employed by the 
New York Fire Insurance Rating Or- 
ganization, then joined the Agricultural 
in August, 1923, where he has served 
in various capacities. For the past year 
he has been doing engineering work for 
the special risk department in New York 
and Pennsylvania. Mr. Smith will cover 
twenty-five counties in central Penn- 
sylvania. His office is located at 38 
N. Court Street, Harrisburg. 


Grant Celebrates 25th 
Year With Aetna Group 


G. Harold Grant, secretary of the Aetna 
Fire Group, celebrated his twenty-fifth 
anniversary with the company March 15 
at Hartford. Except for one brief in- 
terval, he has spent his entire business 
life with the Aetna. 

Mr. Grant entered the company as a 
clerk in the bookkeeeping department 
where he soon showed marked ability 
as an accountant and statistician. He 
was made actuary in 1925, remaining in 
that post for eleven years. In 1936 he 
was elected secretary of the four com- 
panies in the Aetna Group. Two years 
later he was made secretary. 

He was born in Wapping, Conn., and 
has always lived in the state. He is 
married and lives in Wethersfield. 








MUTUAL FIRE CO, HEAD DIES 
Ralph Eric Manning, president and 
treasurer of the Philadelphia Manufac- 
turers Mutual Fire died recently at 
Wyncote, Pa. He was 54. Mr. Man- 
ning, a native of North Billerica, Mass., 
had been president of the company for 
five years. He was graduated from 
Massachusetts Institute of Technology 
in 1908 and worked for insurance com- 
panies in Boston and Chicago before 
going to Philadelphia. 
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STEVENS REPORTS GOOD YEAR 
White Plains, N. Y., Company Made 
Underwriting Profit; Increased Pre- 
miums, Lower Losses 
Allan C. Stevens, president of the 
Great Eastern Fire of White Plains, 
N. Y., reported a substantial underwrit- 
ing profit increase in premiums and a 
slightly lower loss ratio for 1940, in his 

message to the board of directors. 

The company declared a thirty cent 
dividend, the fifteenth consecutive an- 
nual dividend since the organization of 
the company. President Stevens said 
that each year the company has been 
able to increase its agency force, having 
added ten new agents last year. 

“We enjoyed a substantial underwrit- 
ing profit of $14,252,” he said, “which is 
16.7% of net premiums retained by the 
company. This amount added to our 
investment earnings of $24,508 makes a 
total income from all sources of $38,760. 
This is equivalent to $1.55 per share 
compared with $1.12 per share the pre- 
vious year.” 





Foreign Funds Control 
Subject of New Bulletin 


General Counsel J. H. Doyle of the 
National Board of Fire Underwriters 
has issued the following bulletin regard- 
ing documents pertaining to foreign 
funds control: 

“Companies should acquaint them- 
executive orders and 
regulations of the Federal Government 
relating to transactions in foreign ex- 
change, transfer of credit, payments cr 
dealings in evidence of indebtedness or 
ownership, and to the reports of for- 
eign property interests in the United 
States, as well as the general rulings 
and Federal licenses under such orders’ 
and regulations. 

“These have to do with what is gener- 
ally termed ‘occupied territory by the 
Axis powers’ and may be procured from 
the Treasury Department, Washington, 
D. C., or from any Federal Reserve 
Bank upon request. 

“We direct your attention especially to 
the general licenses that have hereto- 
fore been issued and the procedure to 
be followed in connection therewith. 

“It may well be that additional rulings 
and regulations will be made in connec- 
tion with Rumania and Bulgaria which, 
we cla have been recently occu- 
pied. 


PITTSBURGH 
MILWAUKEE 
Los ANGELES PORTLAND 
BoOsTON 





CoLumMBuUSs 
DULUTH 
SEATTLE 
LONDON 


CLEVELAND 
MINNEAPOLIS 


St. Louis 


CANADIAN FIRE PREMIUMS UP 





Dominion Losses Incurred Decrease 
Slightly; Automobile Net 
‘Premiums Rise 12.32% 

The report of the Department of In- 
surance for the Dominion of Canada 
shows that fire insurance premiums 
written during the year 1940 increased by 
$808,947, or 1.92% above the amount 
written in 1939 the total for 1940 being, 
after deducting registered reinsurance, 
$42,896,742. Of this amount Canadian 
companies wrote $10,961,511, British 
companies $15,350,818 and foreign com- 
panies $16,584,413, these amounts being, 
for Canadian companies, 3.69% more 
than the corresponding amount for 1939, 
for British companies, 0.41% more than 
for 1939 and for foreign companies 2.2% 
more than the corresponding amount for 
1939. 

The losses incurred, less registered 
reinsurance, decreased from $16,188,278 
in 1939 to $15,937,702 in 1940 the average 
ratio of losses to premiums written be- 
ing for 1940, 37.15% as compared with 
38.46% for 1939. The ratio for Canadian 
companies was 36.29%, for British com- 
panies 35.75% and for foreign companies 
39.02%. 

The net premiums written for auto- 
mobile insurance of all classes amounted 
in 1940 to $21,182,996, an increase over 
1939 of $2,323,123, or 12.32%. The losses 
incurred amounted to $10,588,272 or 
49.98% of the premiums written, as com- 
pared with 47.45% in 1939, 





FRANCIS SHERMAN BACON DIES 

Francis Sherman Bacon, president for 
many years of Francis S. Bacon & Co., 
insurance brokers at 80 Maiden Lane, 
New York City, died March 15 at his 
home in Greenwich, Conn. He was 64 
years old. Mr. Bacon was a member 
of the Knollwood Country Club, Calumet 
Club, Metropolitan and Round Hill Club 
of Greenwich. His widow and a daugh- 
ter survive. 





PIEDMONT GENERAL AGENTS 


Vice-President J. M. Waller of the 
Aetna Fire ‘Group has announced the 
appointment of Ledsinger-Ewing, Inc., 
as general agents for the Piedmont Fire, 
a member of the Aetna Fire Group, for 
Georgia. Both Messrs. Ledsinger and 
Ewing are former prominent fieldmen 
in the territory in which they will now 
operate as general agents. 
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Harerett Stresses Sale of U. & O. 
In Address to Rhode Island Agents 


There probably never has been a 
better time than now for the general 
sale of use and occupancy insurance, 
in the opinion of Felix Hargrett, assist- 
ant secretary of the Home of New York, 
who spoke Tuesday before the semi- 
annual meeting of the Rhode Island 
Association of Insurance Agents at 
Providence. Industrial plants with large 
national defense orders stand in critical 
need of use and occupancy insurance to 
protect their anticipated earnings. Like- 
wise the thousands of sub-contractors 
who share in the national defense pro- 
gram are lively prospects for this form 
of insurance. The energetic agent will 
now aim to sell U. & O. to every mer- 
chant and manufacturer for whom he 
now writes insurance. Mr. Hargrett 
stated that once a prospect buys use 
and occupancy he will seldom: do with- 
out it in the future. 

Pointing out that long delays may 
reasonably be expected after bad fires 
occur before other buildings are erected 
and equipped the speaker said that in- 
dustrial plants manufacturing products 
other than those needed for defense are 
in special need for U. & O. insurance. 
Small manufacturers, particularly, may 
not be able to make repairs quickly 
as the material or machines they may 
need are being sent first to national 
defense plants. Replacement in manu- 
facturing enterprises of raw stock is 
a serious concern and use and occupancy 
insurance will pay a manufacturer for 
loss of his revenue while he seeks to 
replace his raw stock, even though this 
period of effort may be prolonged. 

Will Help to Keep Employes 

One of the important reasons why 

use and occupancy insurance is so needed 





PINK HOST TO COMMISSIONERS 





Entertains Members of Executive Com- 
mittee of National Association of 
Insurance Commissioners 


Louis H. Pink, Insurance Superintend- 
ent of New York, entertained at lunch- 
eon at the Ritz-Carlton Hotel on March 
21 for members of the executive com- 


mittee of the National Association of In- 
surance Commissioners of the United 
States and Canada. The executive com- 
mittee was in session on March 21 and 
22 and included representatives from ten 
states. 

Commissioner John C. Blackall of Hart- 
ford, president of the National Associa- 
tion, was present for the executive com- 
mittee meetings and also attended the 
luncheon given by Mr. Pink. Other 
guests at the luncheon included Com- 
missioner James M. McCormack, Nash- 
ville, Tenn.; Commissioner Ray B. Lucas, 
Jefferson City, Mo.; Commissioner Jess 
G. Read, Oklahoma City; Commissioner 
Charles F. J. Harrington, Boston; Com- 
missioner John Sharp Williams, 3rd, 
Jackson, Miss.; Superintendent John A. 
Lloyd, Columbus, O.; Superintendent Al- 
bert F. Jordan, Washington, D. C..; Dep- 
uty Commissioner Christopher A. Gough, 
Trenton, N. J.; Deputy Superintendent 
Edward McLoughlin, New York City, 
and Deputy Superintendent J. Donald 
Whelehan, New York City. 

Also present at the luncheon were 
the following New York Department 
members: Charles E. Ryan, chief of the 
fire bureau; Charles A. Wheeler, chief 
of the casualty bureau; Joseph F. Col- 
lins, chief of the rating bureau; John 
Watson, chief of the miscellaneous bu- 
reau; J. L. Wood, chief of the com- 
plaint bureau; Charles Hughes, chief of 
the audit bureau; E. E. Thorpe, chief 
of the real estate bureay, and Dillon F. 
Broderick, chief of the|life bureau, all 
of New York City. 


by successful industrial concerns today 
lies in the scarcity of skilled and highly 
trained labor, Mr. Hargrett said. With 
wages rising and industry in general 
facing a shortage of trained personnel. 
no good workman need remain out of 
a job more than a few days. Conse- 
quently, should a plant have to shut 
down by reason of fire damage, the 
manufacturer cannot expect his labor to 
sit around for several weeks or months 
until they can work once more at their 
job and get back on the pay roll. 

This may be obviated by carrying use 
and occupancy insurance including coy- 
erage on pay roll. With a shut-down 
of no longer than a reasonable dura- 
tion, he can continue his essentially vital 
employes on the full pay roll until he 
is ready to use their services again. 
They will not, under such conditions, 
have gone to one of his competitors 

Mr. Hargrett also gave his agent 
listeners sales pointers on U. & O. 
He told them to emphasize the sim- 
plicity of the insurance in discussions 
with prospects. He advised against 
discussion of rate-making and confus- 
ing clauses. Work sheets are published 
by insurance companies and bureaus to 
render easy calculation of use and occu- 
pancy insurable values. As to insur- 
ance forms he recommended the coin- 
surance form for all manufacturing en- 
terprises as it is simple, uniform in its 
application and requires no_ technical 
accounting procedure to arrive at the 
proper amount of insurance. For mer- 
cantile enterprises he recommended the 
coinsurance form or the gross earnings 
form. Success has been employed by 
a number of agents, he said, in the sale 
of U. & O. by reducing the annual cost 
to a daily basis. 


N. Y. BROKERS MEET APRIL 22 





Gerald Shepherd, Former Consul Gen- 
eral in Amsterdam, Will Be the 
Luncheon Speaker 
The Insurance Brokers’ Association of 
New York, Inc., will hold its annual 
meeting and luncheon on Tuesday, April 
22, at the Hotel Astor in New York City. 
Reports of committees will be presented 
and President Carlton O. Pate will pre- 
sent his review of the year’s work of 

the association. 

Gerald Shepherd, C. M. G., formerly 
British consul-general at Danzig and un- 
til May of last year consul-general in 
Amsterdam, will be the luncheon speak- 
er. He is now acting as British repre- 
sentative of the Children’s Overseas Re- 
ception Board of London. He will speak 
about his experiences in the Netherlands 
during the German invasion. In honor 
of the occasion the United States man- 
ager of British insurance companies will 
be invited and a sum of money, which 
has been collected, will be presented to 
a representative of the British War Re- 
lief Society by the members of the In- 
surance Brokers Association of New 
York to go toward purchase of a mobile 
feeding unit. It is expected that many 
brokers will bring some of their clients 
as guests to the luncheon session. Ar- 
thur Jenkins is again chairman of the 
arrangements committee for the lunch- 
eon. 


VIRGINIA FIELDMEN TO MEET 
The Stock Fire Insurance Field Club 
of Virginia will hold its annual meeting 
at the Cavalier Hotel at Virginia Beach, 
June 10-11. R. Coleman Rice, state 
agent, Phoenix of London, is rounding 
out his second term as president and 
will not stand for reelection. The Vir- 
ginia Pond of the Blue Goose of which 
FE. Harvey Stover, Aetna Fire, is most 
loyal gander, will meet in conjunction 
with the fieldmen’s club. 





Since 


New York 
Pittsburgh 


FRED. S. JAMES & CoO. 
INSURANCE 


General Offices 
Now Loeated at 


One North LaSalle St. 
CHICAGO 


We extend a cordial invitation to visit our new 
offices on the second and third floors of the One North 
LaSalle Building. Through our national organization 
we offer complete facilities for brokers and buyers in 


every branch of insurance. 


New Telephone Number: CENtral 7411 


1872 


San Francisco 
Minneapolis 











Two New Directors 
Of the U. S. Chamber 


J. M. THOMAS AND C. N. JACOBS 








Former Is President of National Union 
Fire; Latter President of Hard- 
ware Mutual Casualty 





At the meeting of the board of direc- 
tors of the Chamber of Commerce of the 
United States held in Washington, March 
21, the Chamber’s two directors repre- 
senting insurance voluntarily retired to 
make possible an arrangement under 
which the representation of the stock 


companies would be from the East and 
the mutual companies from the West. 

The two members retiring are John 
C. Harding, vice-president, Springfield 
Fire & Marine, and J. H. R. Timanus, 
secretary, Philadelphia Contributionship 
for the Insurance of Houses From Loss 
by Fire. The two new insurance di- 
rectors are John M, Thomas, pres‘dent, 
National Union Fire, Pittsburgh, and 
Carl N. Jacobs, president, Hardware Mu- 
tual Casualty, Stevens Point, Wis. 


Annual Meeting April 28-May 1 


In addition to the geographical change 
this shift gives representation to the 
casualty companies. Leroy A. Lincoln, 
president of the Metropolitan Life, a 
director at large, represents life insur- 
ance, so that the three important 
branches of the industry, namely, life, 
fire and casualty insurance now are 
recognized. Chester O. Fischer, vice- 
president of the Massachusetts Mutual 
Life of Springfield, is a candidate for 
director representing the First District, 
which includes all of the New England 
states. Nineteen directors representing 
geographical districts and industries will 
be elected at the twenty-ninth annual 
meeting of the Chamber to be held in 
Washington, April 28 to May 1. 

Commenting on the change President 
James S. Kemper of the National 
Chamber said: 

“Messrs. Harding and Timanus have 
served the chamber well and faithfully. 
The officers and directors of the chamber 
appreciate their contribution to its work 
and are glad that the chamber will con- 
tinue to have the benefit of their advice 
and counsel as members of important 
chamber committees.” 





Mallalieu Compares Costs 


Of Fires and U. S. Navy 
General Manager W. E. Mallalieu of 
the National Board of Fire Underwrit- 
ers, director of its seventy-fifth anniver- 
sary activities, illustrates the significance 
of the anniversary slogan “National De- 
fense Through Fire Defense” by com- 
paring the cost of fire losses to that of 
maintaining the United States Navy. 
The total amount of fire losses in the 
United States during 1940, he says, would 
purchase forty-five cruisers for the 
United States Navy; the total of the 
losses in three such years would have 
paid for the entire maintenance of the 
Navy last year with enough left over to 
buy a heavy cruiser. 





Witmeyer Heads Syracuse 


Fieldmen’s Committee 


The Syracuse (N.Y.), Field Club will 
hold its annual Spring party again this 
year, according to President Edward V. 
Judge. This will continue an old cus- 
tom of the club which was revived last 
year following a lapse of several years. 

Forrest H. Witmeyer, vice-president of 
the Excelsior Fire, was named _ chair- 
man of the Spring party committee. 
Assisting him will be Lyman D. Bailey, 
Security of Iowa; Charles Bosworth, Jr.. 
Rhode Island; Howard B. Burchell, North 
British; Edgar C. Haselton, Firemans 
Fund; Thomas B. Kelley, Commercial 
ane and Frederick G. Martin, Home 

eet. 
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California Cities Have 
Reciprocal Agreement 


> AMENDMENTS TO PACT SIGNED 





Pacific Board and Los Angeles Exchange 
Define Certificated Brokers; San 
Francisco Concurs 





The agreement between the Board of 
Fire Underwriters of the Pacific and 
the Insurance Exchange of Los Angeles, 
which was amended November 20, 1940, 


finally has been signed by officials of 
both the board and. the exchange. It 
now is being submitted to the members 
of the exchange for signature and com- 
plete ratification. 

The agreement as amended is, in the 
main, similar to the one previously in 
force under date of December 20, 1938, 
but has some important changes. 

It provides for a reciprocal agreement 
whereby “certificated brokers” are in- 
cluded in its terms. In defining “cer- 
tificated broker” paragraph 7 says: 

“Certificated broker’ shall refer to a 
broker member of the Insurance Brokers 
Exchange of San Francisco, a member 
of the Society of Insurance Brokers, or 
a broker certificated by the executive 
committee of the board whose principal 
office is within the metropolitan district 
of San Francisco. Certificated brokers 
shall be considered in one of two classes: 

Certificated Brokers 

“(1) Those maintaining no office—in 
the county of Los Angeles for the trans- 
action of business; 

“(2) Those maintaining an office in the 
county of Los Angeles for the trans- 
action of business.” 

Under the reciprocal arrangement 
those coming under class 1 may write 
business in Los Angeles metropolitan 
district at full commission, Those com- 
ing under class 2 may write business 
but must pay 5% overwriting to the Los 
Angeles agent or broker. 

On the other side of the reciprocity 
agreement, agent or broker members of 
the Insurance Exchange of Los Angeles 
will enjoy the same privileges in San 
Francisco. 

The agreement also provides that the 
Los Angeles exchange shall exercise 
supervisory powers in such matters as 
separation in all territory of the state 
outside of Los Angeles County which 
is under jurisdiction of the board. 





Fires in Britain 
(Continued from Page 1) 


sion in income due to higher values such 
as might offset the heavier loss ratio. 


Boost in Output 


Some interesting reasons for the more 
costly fires were suggested by insurance 
chairmen during the Summer meetings, 
when the upward tendency of losses was 
first becoming marked. It was pointed 
out that, as a result of the war, manu- 
facturers had been urged to boost output 
and that machinery and plant were being 
adapted to operations different from 
those for which they were originally de- 
signed. In addition, work everywhere 
was being conducted at abnormal press- 
ure. It was further pointed out that 
the risk of sabotage could not be ig- 
nored. Fortunately this risk has grown 
much less as the country has become 
More united in backing the war effort 
and as the activities of aliens have be- 
come more restricted. 

The conditions of the blackout were 
also instanced as enhancing the fire haz- 
ard, not only by concealing normal light- 
ng from view, but also by enabling a 
fre to spread unnoticed until flames 
Were visible from outside. 

When all these adverse features are 
considered it has also to be remembered 
that fire offices stand to benefit from 
the fire-watching system that is now 
tompulsory twenty-four hours a day 
throughout the country. Undoubtedly 
this precaution will nip many fires in 
the bud and so much is expected of it 





that a suggestion was recently made in 
the House of Commons that fire pre- 
miums might be reduced as a result of 
its introduction. However, the sugges- 
tion met with general opposition from 
the fire offices, who took the view that 
the adverse influences to which fire un- 
derwriting is now subject point rather 
to the need for a raising of the rates. 
In all the circumstances the parliamen- 
tary suggestion was considered inoppor- 
tune in the extreme. 


Watch Incendiary Bombs 

During the latter half of 1940 a sys- 
tem of watching for incendiary bombs 
was adopted voluntarily on a wide scale, 
but it was ineffective to prevent the 
sharp rise in the cost of insurable fire 
damage, i.e., that distinct from damage 
due to direct enemy attack. Fire au- 
thorities consider that if the fire watch- 
ers could regularly patrol the interiors 
of buildings and watch for incipient out- 
breaks a substantial improvement in the 
existing unprofitable loss experience 
might result. 

The arrangements which were made 
for covering with the offices and Lloyd’s 
the fire hazards in respect of the vast 
volume of commodities now controlled 
by the state have worked well. The 
continuance of the normal insurance sys- 
tem has proved an efficient means of 
providing the cover and it has avoided 
certain harmful effects which any other 
course could scarcely have failed to ex- 
ercise on the existing system of fire 
insurance. The continued successful 
conduct of British offices abroad has in- 
creased importance to the country since 
the war in view of its character as one 
of the chief invisible exports which help 
to pay for imports. It is also instru- 
mental in providing foreign exchange. 


Enemy Air Raids 


The damage caused during the second 
half of the year by intensive enemy air 
raids was sufficient completely to justify 
the contention of the offices months be- 
fore the war that this hazard was quite 
beyond ordinary insurance treatment. 
The market continues to act as agents 
for the Government in the plan for in- 
suring commodities against direct enemy 
attack. The introduction of this plan 
at the beginning of the war, long before 
heavy raiding started, has proved in 
the result a far-sighted measure, as it 
enabled considerable funds to be accumu- 
lated before any substantial claims were 
made. 

A further service which the fire offices 
may shortly be called upon to perform 
will be the operation of the government 
plan for the insurance of the contents 
of industrial and private buildings against 
war risks. Legislation to make this plan 
effective is now nearing the end of its 
passage through Parliament. 





Pennsylvania Fire Shows 
Strong Financial Report 


The Pennsylvania Fire, member of the 
North British & Mercantile Group, closed 
1940 with admitted assets of $16,051,482. 
With capital of $1,000,000 and net surplus 
of $8,997,890 the surplus to policyholders 
on December 31 last was $9,997,890. On 
the basis of market quotations for all 
bonds and stocks owned the admitted as- 
sets would be increased to $17,314,539 and 
the surplus to policyholders to $11,260,947. 
The unearned premium reserve is $5,265,- 
143, Total liabilities of the company, 
outside capital, amount to $6,053,592 and 
cash in banks and U. S. Government 
notes and bonds, totaling nearly $8,000,- 
000, considerably exceed the liabilities. 





SOMERVELL DIES AT 63 

William Howe Somervell, secretary of 
the National Union Insurance Co. of 
Washington, D. C., and of the Home 
Plate Glass Insurance Co. of the City 
of Washington, D. C., died March 1]. 
He was 63 years of age. He was a 
member of the Underwriters’ Associa- 
tion of the District, having been chair- 
man of its governing committee in 1929- 
30 and of the Insurance Club of Wash- 
ington. 
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Insurance Company of 
North America 


Philadelphia _. 
Financial Statement, Dec. 31, 1940 


ASSETS 


*Bonds and Stocks, valued as re- 
quired by New York State In- 


surance Department ........ $ 93,952,378.08 © 


First Mortgage Loans on Real 

Be ac fk eee 
Accrued Interest ............. 
Real Estate, Philadelphia, New 

York City and San Francisco. . 
Cash in Banks and Office. ...... 
Premiums in Course of Collection 

(Not over 90 days due)...... 
Bills Receivable for Premiums. . . 
Reinsurance Claims on Paid Losses 


18,275.00 
205,416.83 


5,669,179.13 
9,868,191.41 


3,764,904.62 
28,368.59 
258,778.65 





$113,765,492.31 


LIABILITIES 
Reserve for Unpaid Losses... ... . $ 6,945,569.00 


Reserve for Unearned Premiums.. 22,644,803.06 
Deposits Reclaimable on Perpetual 


re ye Cbs ce en 915,123.61 
Reserve for Taxes and Other Ex- 
penses ....... a Peer Te 2,716,700.00 


Unearned Premiums on Reinsur- 
ance in Companies Not Author- 
ized in New York State....... 


Reinsurance Recoverable on Paid 
and Unpaid Losses from Com- 
panies Not Authorized in New 
po ee ere re 


Dividend Payable Jan. 15, 1941. . 
General Voluntary Reserve...... 
CONN eveniiererwm 6: Peas 
PRP ik x ae aedas ere 


244,550.87 


707,712.21 
2,100,000.00 
1,500,000.00 

12,000,000.00 
63,991,033.56 





$113,765,492.31 


*Bonds at Amortized Values; Stocks at Market Values Decem- 
ber 31, 1940. 


On the basis of December 31, 1940, market quota- 
tions for all bonds and stocks owned, this 
Company’s total admitted assets would be 











increased to $115,739,681.68 
And Surplus to 65,965,222.93 
Note: Securities carried at 1,328,196.77 
And Cash 6,850.40 





On the above statement are deposited as required by law. 


America's Oldest Fire and Marine Insurance Co. 
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Privity Clause Problem in P. & I. 
Risks Subject of Conferences Here 


tained among its general conditions and 
limitations the following: 

“The assurers shall not be liable to 
the assured for any loss, damage or 
expense to which the assured, or the 


Protection and indemnity underwriters 

in New York City are reported to have 
been holding conferences this 
week in order to reach a _ decision 
whether P. & I. coverage should con- 
tain a modified privity clause or none 
at all. Following the decision of the 
United States Circut Court of Appeals, 
Second District, in January holding that 
the Continental was not liable to the 
New York & Cuba Mail Steamship Co. 
for losses resulting from the fire on the 
Morro Castle, the Maritime Commission 
and numerous shipowners have moved 
to strike out privity clauses from P. & 
I. contracts on the ground that the 
court’s decision gave an interpretation 
to the usual clause which went far be- 
yond its original intent. 
’ At the same time it 1s reported on 
good authority that London Lloyd’s has 
informed P. & I. underwriters that re- 
insurance will not be granted on such 
risks unless some form of privity clause 
is included in the direct writing insur- 
ance contract. Most of the English 
P. & I. associations’ policies have privity 
clauses stating that members (insureds) 
shall be indemnified only in respect to 
losses or claims arising without their 
actual fault or privity. 


Views of Some Underwriters 


Several marine underwriters said this 
week that it has generally been their 
intention to accept liability for P. & 
claims except in cases where loss, dam- 
age or expense was caused solely by 
wilful, deliberate or intentional acts of 
negligence so obvious that they can be 
regarded as deliberate. On the other 
hand, they said, it was not their inten- 
tion so to construe their P. & I. con- 
tracts that liability would be denied in 
most cases where there was neglect or 
fault of the owners or managers of 
vessels which was obviously not delib- 
erate. bee : 

Some P. & I. associations, in their 
desire to afford proper protection to 
shipowning or operating members have 
within recent weeks come to the de- 
cision that any form of privity clause is 
in conflict with the fundamental pur- 
pose of the insurance. They argue that 
it is unnecessary to include any ex- 
ception against losses arising from de- 
liberate or fraudulent acts of members 
because it is well settled in legal de- 
cisions that an insurer would not be 
liable anyway for losses arising from 
such acts. J 

The mere words in a P. & I. policy 
privity clause holding that an insurer 
is not liable where there “is actual 
fault or privity’ by an assured is the 
center of the discussion. Some under- 
writers here feel, with many of the 
English underwriters, that “privity or 
knowledge” should mean just that and 
should cover all cases; otherwise under- 
writers are exposing themselves to lia- 
bility which they do not intend to cover. 
Other underwriters join with the Mari- 
time Commission and most steamship 
owners in the belief that a privity 
clause, if incorporated in the insurance 
contract, should be used as a defense 
only when the neglect or fault savors of 
fraud. In the Morro Castle-Continental 
case the Federal appeal court held the 
ship was lost at sea with “actual faulty 
and privity” of the steamship company, 
thus reversing a lower! court decision 
and freeing underwriters from liability. 
In this case the insurance policy con- 


several 


managing officers of his organization 
are privy, or which arises from his or 
their act or neglect.” 

The steamship company admitted that 
the officers and crew of the ship were 
guilty of various infractions of the 
Safety at Sea Statutes and regulations 
but contended these happened without 
any actual fault or privity on its part. 
The insurer claimed that actual fault 
or privity was shown and that burden 
of proof rested with the steamship com- 
pany to show absence of privity. 

The court stated there was no explicit 
decision to guide it as to the exact 
meaning of the vital words of the privity 
clause. The court referred to some 
British cases and to the United States 
Limitation of Liability Statute and cited 
decisions under that statute. 





MARINE SYNDICATES ELECT 
Hartford Fire on Board of Managers; 
Other Member Companies Re-elected 

for Three-year Terms 

The American Marine Insurance Syn- 
dicates last Thursday held their annual 
meeting and elected the Hartford Fire 
(John S. Gilbertson) as a member of 
the board of managers. The following 
were all re-elected for three-year terms: 

Boston Insurance Co. (William R. 
Hedge); Continental (Samuel D. Mc- 
Comb); Federal (Hendon Chubb) and 
Insurance Co. of North America (Henry 
H. Reed). 

The other managers and their terms 
of office are as follows: 

Expiring in 1942: Eagle Star (John T. 
Byrne); Great American (J. Whitney 
Baker); Royal (Frank B. Zeller); St. 
Paul Fire & Marine (William H. Mc- 





Gee); Westchester Fire (Harry E. 
Manee). 
Expiring in 1943: Atlantic Mutual 


(William D. Winter); Automobile (Fred 
Maccabe); Fireman’s Fund (Frederick 
B. McBride); Providence Washington 
(John C. Keegan); Standard Marine 
(William J. Roberts). 

At the April meeting of the board of 
managers the officers of the syndicate 
will be elected for the ensuing year. 


“Two Standards” Show 
Healthy 1940 Growth 


BOTH IN LIQUID POSITION 


Standard Insurance Co. Has $4,047,923 
Policyholders’ Surplus; Casualty 
Mate Made Gains 





The “Two Standards’—Standard In- 
surance Co. of New York and Standard 
Surety & Casualty—are shown to be in 
strong financial condition in their year- 
end statements filed with the New York 
Insurance Department for 1940. The 
parent company reported paid-up capital 
of $1,500,000 and surplus over all lia- 
bilities of $2,547,923, making a_policy- 
holders’ surplus of $4,047,923. This sum 
represents a margin of safety over all 
known and contingent liabilities of 100%. 

Indicative of the company’s liquid po- 
sition its cash on hand and in banks 
alone is sufficient to cover its combined 
claim and premium reserve liability of 
$3,909,939. The balance of its admitted 
assets — $8,095,703 — consists chiefly of 
Government and other bonds of an amor- 
tized value of $2,301,223 and stocks at 
actual market quotations of $1,295,715. 
If actual market quotations had been 
used for all bonds and stocks owned the 
Standard’s admitted assets as of Decem- 
ber 31, 1940, would have been $8,208,501 
and its policyholders’ surplus $4,160,722. 

During 1940 the Standard reinsured the 
fire business of the United States branch 
of the Tokio Marine & Fire as well as 
the United States branch of the Meiji. 
The result is that Standard’s premium 
volume last year showed an increase of 
approximately 159%, or from $1,689,364 
in 1939 to $3,381,952 in 1940. This ne- 
cessitated the financing from surplus ac- 
count of the attendant increase in its 
unearned premium reserve in the amount 
of $2,019,082. The company’s loss ratio 
in 1940 was favorable, being 46.3% on 
the basis of losses incurred to premiums 
earned. 

Standard Surety Gained in Volume 

Standard Surety & Casualty also gained 
in premium volume last year by 9.08% 
or $272,841. Casualty lines increased 
7.26% and _fidelity-surety combined 
47.29%. Total writings were $3,277,788. 
Loss and expense ratio combined was 
about 97.9%. The ratio of losses in- 
curred to premiums earned on all lines 
combined, exclusive of loss adjustment 
expenses, was 43.3%. 

Standard Surety & Casualty, also in a 
strong, liquid financial position, had total 
admitted assets at the year-end of $6,- 
087,040 and surplus to policyholders of 
$2,190,319 including $1,000,000 capital. Its 
cash on hand and in banks of $2,137,531 
alone gave ample security for its claim 
and claim expense reserves of $2,067,928. 
The company’s invested assets consist 
primarily of United States Government, 
state and municipal bonds carried at 
amortized values of $2,196,011 and stocks 
at’ actual market value of $956,044. Its 
unearned premium reserve was $1,537,394. 
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Anti-Trust Laws 


(Continued from Page 21) 


cision would be reached for the Federal 
decisions upon which the court in that 
case relied have now been held inappli- 
cable to the Fashion Originators’ Guild. 

The question of whether in the ab- 
sence of specific language referring to 
insurance, state anti-trust laws apply to 
the insurance business, has been decided 
differently in different states. In Fire 
Insurance Companies v. State, 75 Miss, 
24 and Beechley v. Mulville, 102 Ia. 602, 
the local anti-trust laws were held ap- 
plicable to insurance. See also: In re 
Pinkney, 47 Kans. 89. Contrary results 
were reached in Queen Insurance Co. y. 
State, 86 Tex. 250, and Werth v. Fire 
Companies’ Adjustment Bureau, Inc., 160 
Va. 845, cert. den. 290 U. S. 659. 

Declaratory of the Common Law 

The former doctrine would seem to 
be the better rule. It has been held that 
the anti-trust states are merely declara- 
tory of the common law, Matter of 
Davies, 168 N. Y. 89, 101; Standard Oil 
Co. v. U. S., 221 U. S. 1, 51; that these 
laws apply to ail restraints of trade 
which were illegal at common law and 
merely provide additional remedies for 
relief against such restraints, Apex Hos- 
iery Co. v. Leader, 310 U. S. 469, 497, 
et seq. Therefore, in deciding what is 
the meaning of “trade” within the anti- 
trust statutes prohibiting restraints of 
trade, reference must be made to the 
common law. A very interesting illus- 
tration of this doctrine is found in the 
recent decision of the Court of Appeals 
of the District of Columbia in United 
States v. American Medical Association, 
110 F. (2d) 703, cert. den. 310 U. S. 644. 
The court was there considering whether 
the medical profession was subject to 
the District of Columbia anti-trust law 
(Sec. 3 of the Sherman Law, 15 U. S. 
C. Sec. 3). The court held that at com- 
mon law the word “trade” in the phrase 
“restraint of trade” covered all occupa- 
tions in which men are engaged for a 
livelihood and that, therefore, an indict- 
ment of the American Medical Associa- 
tion for an alleged restraint on the law- 
ful practice of medicine was valid. Cer- 
tainly if the medical profession is a 
“trade” under the common law and un- 
der the anti-trust statutes, then the in- 
surance profession must be subject to 
such statutes and to the common law 
rules. In People v. Aachen & Munich 
Fire Insurance Co. of Germany, 126 TIl. 
App. 636, it was held that a conspiracy 
of fire insurance companies to fix rates 
was enjoinable at common law at the 
suit of the Attorney-General. A similar 
result was reached in McCarter v. Fire- 
men’s Insurance Co., 74 N. J. Eq. 372, 
reversing 70 N. J. Eq. 291. 

The lower court held that insurance 
came within the common law doctrine 
of restraint of trade but that the Attor- 
ney-General could not sue for an injunc- 
tion The highest court in New Jersey 
reversed and granted the injunction. 
The lower court in holding that insur- 
ance was subject to the anti-trust laws 
said at page 292 of 70 N. J. Eq.: 

_ “I do not attach any weight to the sugges- 
tion that under the case of Paul v. Virginia, 
8 Wall. 168, and the cases which have followed 
it, the business of insurance is not trade or 
commerce, for while the distinction is important 
in its relation to the commerce clause of the 
Federal Constitution, it is unimportant where 
the question arises in the state courts, The 
principle that condemns such agreements is 
applied not only to transactions of trade and 
commerce, strictly so-called, but to many other 
transactions; for instance, to agreements be- 


tween physicians (Mandeville v. Harman, 42 
N. J. Eq. (15 Stew. 185), * * * .” 


The foregoing cases, in our opinion, 
make clear that it is inadvisable to con- 
tinue an attitude all too prevalent in in- 
surance circles, which assumes that 
changes in judicial attitudes, no matter 
how far reaching, never affect insurance. 
Certainly, at the very least, the legal 
basis of many non-statutory insurance 
organizations is now open to question. 


GUSTAVE JAY GETS SAILFISH 
Gustave Jay, Jr., of the Jay & Jay 
local agency of Newark, N. J., recently 
caught two sailfish while fishing off 
Acapulco, Mexico. One of the fish 
weighed 105 pounds. 
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Stellwagen Now Executive Vice-Pres. 
Indemnity Insurance Co. of N. A. Official One of Best In- 


formed Men in the Business; Former Secretary of 
National Bureau of C. & S. Underwriters 


By Clarence Axman 


Herbert P. Stellwagen, long a prom- 
inent figure in the casualty world, one of 
the best informed men in the business, 
and widely known to agency forces of 
the country by reason of talks he has 
made in many cities explaining insur- 
ance subjects and also because of articles 
he has written, was elected executive 
vice-president of the Indemnity Insur- 
ance Co. of North America on Tuesday. 


HERBERT P. STELLWAGEN 


For some time he has been chief assist- 
ant to John A. Diemand who on Tues- 
day was elected president of the com- 
pany. 

Herbert Stellwagen was born in 
Brooklyn which, like Baltimore and 
Hartford, is a lucky place in which to 
be born if you want to carve out a 
career in insurance. For a long period 
the high executive ranks of New York 
City insurance have been studded with 
Brooklynites who reach high positions. 
The writer can’t recall many who were 
born in Manhattan itself. 


Served in. Army Engineering Corps 

Stellwagen was graduated from the 
Brooklyn Boys High School where he 
won a scholarship to New York Uni- 
versity from which he later got an A.B. 
degree. At New York University he 
was editor of the weekly paper, then 
called The New Yorker. (No connection 
with the present snobby, snooty, multi- 
millionaire weekly periodical of that 
name.) Just before his graduation the 
World War came along and Herbert 
journeyed to Fort Slocum and enlisted 
in the engineering corps. He got over 
to France in 1918, but he didn’t get out 
of that country until July, 1919, and 
was a sergeant when discharged. His 
duties had largely to do with water 
purification so that the troops didn’t 
contact typhoid fever or any other 
health wrecker. Even today when he 
orders a Scotch and soda at the Bankers 
Club, New York, or at the Bellevue- 
Stratford, Philadelphia, he instinctively 
gives a double once-over to the soda in 
order to assure himself that it is all 
tight. 

Arriving in the United States he 
Started hunting a job. In school he was 
good at mathematics and someone told 
him that the American Tel. & Tel. was 
looking for figure sharks. He saw the 
famous Col. Rorty of A. T. & T. and 





landed a position in the statistical de- 
partment. If there are any statistics 
hanging about, then the A. T. & T. head 
office at 195 Broadway is an ideal place 
to find them. 
Goes with Bureau 

A little later someone told Stellwagen 

about the National Workmen’s Compen- 





Diemand President Of 
Ind. Ins. Co. of N. A. 


Indemnity Insurance Co. of North 
America elected John A. Diemand 
president on Tuesday of this week. 
Last week he was elected president 
of Insurance Co. of N. A., and a de- 
tailed story of his career was print- 
ed then in The Eastern Underwriter. 
On Tuesday the directors of the In- 
demnity Company also elected John 
QO. Platt vice-chairman and Herbert 
rf Stellwagen executive vice - presi- 
dent. 











sation Service Bureau, then under the 
direction of Professor Albert W. Whit- 
ney, and having as its actuary another 
unusually able young man named “Gus” 


New York A. & H. Club Stages 
Sales Congress and Breakfast 


Both Events Draw About 300; Sales Experiences of Producers 
Enjoyed; Acting Mayor’s Endorsement Valued; 
Manufacturing Executive at Breakfast 


The Accident & Health Club of New 
York, largest in the country went to 
town in its observance of Accident & 
Health Insurance Week, the observance 
being touched off by a sales congress on 
March 21 which drew a large and en- 
thusiastic crowd. This was followed by 
a sales breakfast on March 25 which 
filled the grand ballroom of Hotel New 
Yorker and at which many prominent 
casualty managers were present in addi- 
tion to agents, brokers and underwriters. 
All told, twenty-seven companies con- 
tributed to the success of the New York 
observance, showed an active interest 
in getting the message of “emergency 
income protection” to a wide audience. 

It would have been difficult for a visitor 
to the William Street section this week 
to overlook A. & H. Week signs. A 





Michelbacher. He got a job in the 
automobile department. At the time 
(1920) the principal casualty lines of 
insurance were compensation and _ lia- 
bility. Automobile, later to become a 
giant, was just beginning to emerge into 
the limelight. The department had been 
started for the bureau by another com- 
petent young man named Ambrose 


Ryder. Stellwagen’s early work was 
gathering statistics and handling the 
manual. 


About 1922 name of the organization 
was changed to National Bureau of 
Casualty & Surety Underwriters and 
Jesse S. Phillips, who had been Insur- 
ance Superintendent of New York State, 

(Continued on Page 35) 
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gradual, steady growth, 


tion of the Preferred. 


Cars of _— 


The Preferred Accident has throughout its 55-year 
career built up and maintained a progressive staff 
of agents in all parts of the country with whom its 
relationship has been friendly and mutually profitable. 


The cornerstone of the Preferred’s success has been 
the emphasis being on 
careful underwriting in both field and home office, 
and a policy of claim settlements that builds good 
will among policyholders. 


That agents appreciate this program in its broad 
aspects is indicated by their long time representa- 





P, Tale Glass 


Hidunulil _Arenileal Burg lary 
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large banner stretched across the street 
in the Fulton-John Street block; the 
official poster was displayed in nearly 
every office; pencils and “68” buttons 
were distributed by the hundreds. News 
of the special week even reached City 
Hall where Mayor LaGuardia officially 





ROBERT W. POPE 
President of N. Y. Club 


endorsed the idea and sent to the sales 
congress, held at 122 William Street, 
his No. 1 man—Newbold Morris, presi- 
dent of the City Council of New York 
and acting mayor. 

Club President Robert W. Pope, Em- 
ployers’ Liability, welcomed President 
Morris on behalf of the club, and his 





WILLIAM L. KICK 
General Chairman 


talk made a hit with the crowd. He 


started off: “Fellow salesmen of com- 
mon sense” and then complimented the 
club for its practical use of A. & H. 
Week to promote the consciousness of 
income and family protection upon 
organized society. In his opinion it is 
only because of ignorance or misunder- 
standing that people don’t avail them- 
selves of disability and sickness insur- 
ance at very low cost. He did not see 


(Continued on Page 3) 
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Crewe Looks Ahead To 
Comprehensive’s Future 
FORUM 





TALKS AT BANKERS’ 





Predicts Broader Standards, Single Rate, 
Single Liability to Approach 
Underwriters’ Goal 

Rexford Crewe, superintendent of pro- 
duction in the New York office of the 
Hartford Accident & Indemnity, speak- 
ing before the Bankers Insurance Forum 
at the Bank of New York March 18, 
said that the new comprehensive liabil- 
ity insurance is a long step forward 
toward combining the insured’s liability 
at law for injuries to persons and to 


property of others in one inclusive 


policy. 

He predicted that the present stand- 
ards will be broadened rapidly with in- 
creased reliable experience and _ said: 
“Combined with a single rate and a 
single limit of liability we will be brought 
much closer to the really comprehensive 
policy which is the goal of many under- 
writers and insurers.” . 

His subject was comprehensive liabil- 
ity as applied to real estate and espe- 
cially banks, and he gave primary con- 
sideration to its applicability, saying: 

“The term general liability should be 
understood to embrace all liability im- 
posed by law upon the insured other 
than in connection with automobiles, 
aircraft and employes of the insured 
while engaged as such. 


Bank Owned Property 


“Properties in which a bank might be 
interested would include (a) directly 
owned property either occupied by the 
bank or held for investment, and prop- 
erties acquired through foreclosure; (b) 
properties which are held under assign- 
ment of rent agreements (c) receiver- 
ships (d) voluntary management con- 
tracts and (e) trusts, and under the lat- 
ter classification might include most any 
kind of property or business from a 
small private residence to a large manu- 
facturing operation. 

“If a bank were willing to pay the 
premium for the various hazards to 
which it is exposed during the policy 
term, a comprehensive general’ liability 
and a comprehensive automobile liabil- 
ity policy would give complete bodily 
injury and property damage liability pro- 
tection except as respects aircraft and 
property in the care, custody and con- 
trol of the insured, for undoubtedly some 
method might be found to give auto- 
matic coverage as respects assumed 
(contractual) liability to which a bank 
falls heir. 

“Another outstanding feature of the 
comprehensive policy, and indeed with- 
out which it would not be fully compre- 
hensive, is that it automatically covers 
any additional hazards to which the in- 
sured shall be exposed during the policy 
term, and which did not exist on the 
inception date of the policy. This is 
provided, of course, those particular ex- 
posures have not been endorsed out of 
the policy. 

Comprehensive Fills Gap 


“For instance, in many cases liability 
attaches to a bank, mortgage company 
or real estate operator before the in- 
surance department has an opportunity 
to know exactly what properties or 
trusts have been acquired and what in- 
surance is available or required. The 
comprehensive policy would fill the gap 
to the limits provided for in the policy. 
In New York and Louisiana the compre- 
hensive would be contributing insurance 
if other valid and collectible insurance 
were in existence. In other states the 
comprehensive may be excess insurance. 

“Independent departments in the same 
office might conceivably create liability 
without promptly notifying the insurance 
department. Liability so created would 
be covered. Co-executors, ddministrators, 
owners, or agents might enter into ar- 
rangements for building, alterations, ac- 





VA. AUTO RATE REVISION 
Private and Commercial Car Changes 
Would Produce About 5% Reduction 

in State; Public Hearing April 10 
A public hearing will be held April 
10 in Richmond, Va., on the proposed 
revisions in bodily injury and property 
damage rates on private passenger cars 
and commercial automobiles filed with 
the Virginia State Corporation Commis- 
sion by stock and mutual companies. 
The changes would effect an average 
rate reduction in that state of approxi- 
mately 5%. All sections of the state ex- 
cept Nansemond County would receive 
lower rates on bodily injury coverage 
for private passenger cars, but property 
damage rates would be increased in 
every instance except the City of Nor- 
folk, which would remain the same. The 
rates on commercial vehicles would be 
reduced throughout the state except in 
Norfolk. 

These proposals were advanced by the 
National Bureau of Casualty & Surety 
Underwriters and the Mutual Casualty 
Rating Bureau, applications being filed 
on behalf of thirty-one stock companies 
and nine mutuals. 





quisition of new properties or create 
new hazards without promptly notifying 
the insurance department. Nevertheless, 
insurance under the comprehensive pol- 
icy is available from the moment the 
risk is created. 

Automatically Provides Coverage 

“In other words the comprehensive 
general liability policy would automatic- 
ally provide coverage for premises, ele- 
vators, teams, certain forms of liability 
and, if we visualize a manufacturing 
plant or other business coming under 
the ownership ‘or control of a bank or 
trust company and operated by it, the 
manufacturers’ and contractors’ liability, 
products’ liability, and in addition any 
other lability for which the insured 
would be liable with the exception of 
that arising through owned or hired 
automobiles and aircraft and to em- 
ployes.” 

Mr. Crewe pointed out that a basic 
principle of the comprehensive general 
liability policy is that all liability be 
covered and at uniform limits. He out- 
lined the discretionary exclusions of 
products’ liability and property damage 
liability, and summarized: “A compre- 
hensive general liability policy must in- 
clude all bodily injury liability except 
products’ and contractual which are op- 
tional and may include property damage 
provided it covers all general liability 
hazards except products’ liability and 
contractual liability which are optional.” 

Out of the use of the survey and the 
more intelligent buying of insurance, 
he said, “may well come another impor- 
tant step in the development of com- 
prehensive insurance—the general use of 
a single rate based on a suitable meas- 
ure of exposure for the individual policy, 
whether it be payroll, sales or some 
other factor.” 


American Auto Ready 
With Comprehensive 


E. F. NEUMANN ' APPOINTED 





Heads New Liability Dept. on Coast; 
Company to Enter This Field 
Within Next Few Weeks 





In the first step toward setting up 
the machinery for expansion of the 
American Automobile into multiple 
lines on the Pacific Coast, Vice-Presi- 
dent Don R. Sessions announces the 
appointment of E. F. “Ernie” Neumann 
as supervisor of the new liability depart- 
ment at Los Angeles, with supervision 
over the underwriting of general lia- 
bility lines for the Coast. Acquisition 
of Mr. Neumann, whose appointment 
is effective April 1, coincides with the 
company’s plan to commence the writing 
of comprehensive liability, general lia- 
bility and workmen’s compensation cov- 
erage within the next few weeks. 

Mr. Neumann is regarded as a sound 
underwriter and enjoys wide popularity 
among agents and brokers in Southern 
California. He entered the business of 
insurance as a local agent in Nebraska 
twenty-one years ago; migrating to 
Southern California four years later to 
engage in the agency business. In 1925 
he joined Massachusetts Bonding, re- 
maining there two years. For the past 
thirteen years, he has been associated 
with the Southern California department 
of the North America companies. 

Before assuming his new duties Mr. 
Neumann will visit the home office of 
the American Automobile at St. Louis 
to confer with Harry Lees, vice-presi- 
dent in charge of the general liability 
department of the company nation-wide. 





HEAR MILTON ACKER 





Speaks on Compuenies Liability Poli- 
cies Before Savings Banks Insurance 
Forum of N, Y.; With Nat’l Bureau 


Milton Acker, compensation and _lia- 
bility manager of the National Bureau 
of Casualty and Surety Underwriters, 
addressed the Savings Banks Insurance 
Forum of N. Y. on March 18, his sub- 
ject being the new comprehensive lia- 
bility policies. Mr. Acker dwelt particu- 
larly upon comprehensive liability poli- 
cies as they affect the savings bank 
business. 

The occasion was the regular monthly 
meeting of the Savings Banks Insur- 
ance Forum, held in Brooklyn. Spon- 
sored by the Savings Banks Association 
of the State of New York, membership 
in the forum is composed principally of 
officers or managers of savings banks 
insurance departments. 





U. S. F. & G. DIVIDEND 
The board of directors of the United 
States F. & G. has declared the regular 
quarterly dividend of 25 cents per share, 
payable April 15 to stockholders of rec- 
ord March 31. 
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Barton Praises New 
Comprehensive Cover 


HE SPEAKS IN CINCINNATI] 





Calls Policies Simple; Exclusions Easily 
Memorized; Should Lessen 
Agency Work 





Walter S. Barton, vice-president in 
charge of liability and automobile under- 
writing of the Globe Indemnity, de- 
livered an address before the Cincinnati 
Fire Underwriters Association March 
13 on the new standard comprehensive 
policy. Mr. Barton gave a detailed 
analysis of the policy and presented his 
own conclusion in regard to its merits 
as follows: 

“These policies are so simple that the 
exclusions can be memorized without 
difficulty. Unquestionably these policies 
are going to appeal to many of your 
present clients and should improve your 
opportunity to sell to those who may 
have heretofore been confused by a 
multiplicity of policies and who would 
be attracted by a single contract, simple 
in language, granting the complete coy- 
erage which these policies afford.” 

As evidence that the policy lives up 
to its name “comprehensive” he cited 
a number of its coverages. It includes, 
he said, premises liability not only at 
a specific location but countrywide, with 
automatic coverage of new premises ac- 
quired and even the inclusion of pre- 
mises inadvertently omitted in a survey. 
He also listed the following four points 
covered: 


Covers O., L. & T. Liability 


Owners, landlord and tenants’ manu- 
facturers’ liability and contractors’ lia- 
bility coverage for business operations 
both at the insured premises and away, 
including manufacturing, installations, 
demonstrations, unusual and unexpected 
activities such as conventions, displays, 
sports, picnics and other operations of 
the insured. 

Elevator liability both as to described 
elevators and newly acquired elevators 
and, more important, even elevator acc’- 
dent coverage or the operation of eleva- 
tors not owned or controlled, such as 
happens many times when deliveries are 
made either before or after hours in 
buildings with no _ regular elevator 
operator. 

Products liability, which includes not 
only normal products sold by the indus- 
try but what has been newly referred 
to as grantors’ liability in connection 
with the sale of property and completed 
contracting operations where new con- 
struction, building or installation is per- 
formed and service rendered and _ the 
accident happens after completion of the 
contract. 


Contractual Liability 


Contractual liability on certain speci- 
fied types of contracts which goes be- 
yond any coverage heretofore normally 
available because not alone are side- 
track agreements included but case- 
ments, municipal ordinances and elevator 
maintenance agreements are automati- 
cally included. 

It is unnecessary to worry, he said, 
about alteration permits or owners’ pro- 
tective liability policies and when the 
comprehensive liability form including 
automobiles is used, he said, protection 
is given for owned and hired automo- 
biles and non-ownership and independent 
contractor coverage for automobile ac- 
cidents. 

“This form of policy,” he said, “should 
materially lessen the work in your office, 
will bring peace of mind and freedom 
from worry to your policyholders who 
obtain them and avoid the difficulty in- 
herent in issuing separate policies where 
there are gaps or duplication of coverage 
as existed in the past.” 

Gustav May, vice-president, officiated 
in the absence of President Thomas T. 
Bryant who was ill. Secretary-Treas- 
urer Joseph F. Schweer announced that 
the spring sales conference will be held 
April 8, at which Frank W. Potter, 
field supervisor for the Aetna Affiliated 
Group will be the principal speaker. 
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Wider Use, War, Extended Cover 
Enhance Glass Insurance Sales 


Modern Architecture Creates Glass Cities in a Glass Age; 
War Will Affect Costs and Increase Exposures; 
Rates Are Low and Coverage Broad 


By John W. Marden 


Manager, New York Plate Glass Service Bureau of 
National Bureau of Casualty and Surety Underwriters 


’ Glass insurance, one of the oldest 
lines, having first been written in this 
country in 1867, has had its ups and 
downs but now appears to be entering 
a period of advancement. There are 
certain factors which make it a promis- 
ing field for the industrious agent and 
broker: (1) the war situation, which will 
affect replacement costs and increase 
exposure; (2) the constantly enlarging 
field for glass, and (3) additional cover- 
age provided under the comprehensive 
policy. 

During the last World War, because of 
scarcity of glass and greatly increased 
costs in materials and labor, prices, par- 
ticularly as applying to plate glass, 
ascended with a rapidity which almost 
placed it in a class with precious stones. 
It is no exaggeration to say that prices 
multiplied four and five times. So much 
so in fact that glass insurance policies, 
some months after inception, provided 
indemnity at values greatly in excess of 
those contemplated when the policies 
were issued, and therefore far beyond 
what the premiums were intended to 
cover. If history repeats itself, and it 
is reasonable to assume that it will, 
these conditions may be experienced 
again and in such an eventuality the 
demand for glass insurance will be defi- 
nitely on the increase. 

Arsenal for Democracies 

Since we have declared to the world 
that we shall be the arsenal for the 
democracies, we must recognize that in 
a period of intrigue and sabotage we 
are virtually sitting on a keg of dyna- 
mite and shall unquestionably experi- 
ence explosions throughout the country, 
as we already have and as we did dur- 
ing the World War. On such occasions 
the loss and damage to property, par- 
ticularly in glass, over wide areas is 
great. It is reliably stated that even 
now every train of freight cars contains 
at least one car carrying munitions. We 
do not know when and where one of 
these will let go. The exposure, -there- 
fore, is not limited to the cities and 
towns where munitions are actually 
made. The American Red Cross is now 
completing arrangements with churches 
and schools, etc., to accommodate peo- 
ple who may be made homeless as a 
result of such catastrophies. 

Department of Commerce reports in- 
dicate that during the past year there 
has been an increase of 42% in exports 
of glass and glass products over 1939, 
while in 1940 glass imports into the 
United States fell off 55% from those 
of the preceding year. Plate glass was 
the only type imported in greater quan- 
tities during the past year but this un- 
doubtedly occurred in the earlier months 
and the situation has probably by now 
reversed itself. 

Glass Age; Glass Cities 

In the field of architecture it may be 
truly said that we are living in the glass 
age, for at no time in history has glass 
assumed such an important role as it 
does today. This is manifested in all 
types of building construction, in home 


furnishings and store equipment. One 
has only to observe the modern build- 
ings to appreciate the place of promi- 
nence that glass is receiving. In the 
years to come our principal centers may 
be cities of glass, apartment houses, 
shops and offices. It was John Ely 
Burchard, vice-president of Bemis In- 
dustries, Boston, who said, “Glass is 
almost the most promising material of 
all.” The advances being made each day 
in the glass field prove only too well 
the accuracy of this statement. 

In New York, where elevated rail- 
road structures have already been taken 
down on several important thorough- 
fares and where this work is continu- 
ing, great plans are in the making for 
reclaiming these broad streets and ave- 
nues. For example, it is proposed that 
Sixth Avenue be renamed the “Avenue 
of the Americas.” It is claimed that 
less than 3% of the buildings now stand- 
ing on the avenue will be allowed to 
remain. New buildings, it is stated, will 
be of appropriate architecture. Buildings 
are being designed which would typify 
North American and Latin American 
architecture. Glass will be an important 
element in this great movement. 


Face Lifting Treatments 

There is much activity now on the 
part of property owners and lessees in 
modernizing store fronts. The technic 
that has been developed in this work is 
nothing short of amazing. Buildings and 
store fronts are receiving face lifting 
treatments which so completely change 
the appearance of the buildings that one 
would not recognize them were it not 
for the upper floors. Bent glass is in 


VA. ASSIGNED RISK POOL 





Becomes Effective April 1 for Auto 
Risks; Voluntary Agreement Among 
Cos. Doing Business in the State 

The assigned risk pool for auto lia- 
bility and P. risks becomes effec- 
tive in Virginia on April 1, representing 
a voluntary agreement among the 
eighty-five stock and non-stock carriers 
operating in the state. Assignments to 
be made by the Virginia Automobile 
Rate Administrative Bureau will include 
coverage for persons required to carry 
insurance by state, city or county regu- 
lations and who are unable to get it. 

Under the plan no company will be 
required to write a policy for limits 
higher than the standard limits of $5,000 
and $10,000 bodily injury and $5,000 P. D. 
unless required by the state financial 
responsibility law or any other law of 
the state. No applicant will be eligible 
for insurance under the plan unless 
within sixty days prior to his application 
he has been refused insurance by at 
least three carriers. A risk will not be 
considered in good faith if the appli- 
cant during the previous three years 
has been convicted more than once of 
violating traffic laws or has been con- 
victed once each of any two of such 
laws. Details of the plan were worked 
out by George A. Peery, statistician of 
the commission. 





vogue again to an extent which greatly 
exceeds its use in previous years. Neither 
is this being confined to large cities. 

One has only to enter a modern store 
to observe the increasing use of glass, 
particularly mirrors, sometimes covering 
the walls almost in their entirety. Great 
advances have been made in show case 
construction so that now all modern 
stores selling products usual to dairies, 
delicatessens and groceries are equipped 
with refrigerator show cases constructed 
with triple set glass. Replacements in 
such cases are extremely expensive since 
the three plates must be removed as a 
unit when breakage occurs. Replacement 
of the broken plates necessitates re- 
moval of all three plates since the prin- 
ciple of refrigeration requires dehydra- 
tion and the sealing of the edges of 
the three plates into one unit. In most 
instances it is necessary that an entire 
new unit be shipped from the factory. 

The modern home also provides an 
increasing outlet for ornamental glass, 
not alone for furniture tops but numer- 
ous mirrors and decorative glass. 

Comprehensive Insurance 

In this era of streamlining, National 
Bureau companies have not neglected 
the opportunity to apply some fine 
touches to their policies and this has 
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all been done under the heading of com- 
prehensive coverage and with a view to 
anticipating the needs of the insuring 
public. In this field there has been a 
marked advance in widening the cover- 
age under the glass policy and simplify- 
ing it to a degree which offers the pol- 
icyholders indemnity unheard of and 
little dreamed of up to recently. 

Glass insurance now provides unlim- 
ited coverage (except as applying to 
items insured for specific amounts) in 
that, when breakages occur, replace- 
ments are made and the insurance con- 
tinues automatically throughout the pol- 
icy term, without additional premium. It 
is essentially a replacement coverage, 
as distinguished from most forms of in- 
surance where claims are settled in sums 
of money. The element of service here 
involved is in itself a fundamental part 
of the coverage, for when breakage 
occurs the assured is naturally desirous 
of having the glass restored with the 
utmost speed. This is particularly true 
in stores, whether they be small or large, 
inasmuch as the show window, in most 
cases, constitutes the principal medium 
of advertising. 

As part of the comprehensive cover- 
age the policy includes damage to the 
glass by acids or chemicals accidentally 
or maliciously applied thereto, provided 
such glass so damaged is thereafter un- 
fit for use for the purpose for which it 
was being used immediately preceding 
the occurrence of such damage. The pol- 
icy further provides coverage for the 
cost (not exceeding $75) of repairing or 
replacing with like material, window 
sashes and showcase frames immediately 
encasing and contiguous to the insured 
glass, provided that such repairing or 
replacing is made necessary by damage 
to such insured glass. 

Coverage is similarly provided in 
amounts not exceeding $75 for the cost 
of boarding up or installing temporary 
plates in the windows in which such 
broken insured glass is located, pro- 
vided such boarding up or temporary 
installation is necessitated by unavoid- 
able delay in replacing any broken glass 
insured. Further coverage is provided 
for an amount (not exceeding $75) for 
the cost of removing and replacing any 
fixtures or other obstructions (excluding 


show window displays) necessary to the ” 


replacement of such damaged glass. As 
respects loss due to any one occurrence 
at each store or other premises sepa- 
rately occupied or designed for separate 
occupancy, the company’s liability as 
applying to these three latter extra cov- 
erages shall not exceed $150 in the ag- 
gregate unless higher limits have been 
provided for in the policy and which 
higher limits may be cbtained for nom- 
inal additional premiums. 


Blanket Form Coverage 

To give a final touch, as it were, to 
the comprehensive glass policy, provision 
has also been made whereby policies 
having an annual premium of $100 or 
more (before the application of any 
rating plan) need not contain a sched- 
ule of the insured glass provided such 
a schedule is in the company’s home 
office and the policy is endorsed to con- 
tain a blanket form of coverage which 
is in lieu of any specific dimensions or 
number of plates being mentioned. 

Adding to the attractiveness of glass 
insurance coverage because of the de- 
sirable features already mentioned, em- 
phasis should be placed upon the fact 
that the policy covers breakage to glass 
from all causes due to accident, except 
fire. 


MAKE PLANS FOR JUNE MEETING 

The Accident & Health Managers Club 
of Los Angeles devoted almost its en- 
tire program March 18 to discussing 
ways and means of properly entertaining 
the coming annual convention of the 
National Accident & Health Association. 

Aside from the program the members 
and guests witnessed a cinema picture, 
through the courtesy of the Douglas 
Aircraft Manufacturing Co., showing the 
actual work of constructing one of the 
giant bomber planes being manufactured 
for the British Government and the 
U. S. War Department. 
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overlapping or conflict with the govern- 
ment’s Social Security program inasmuch 
as such gives minimum protection to 
workers which must be supplemented by 
the private companies. Invitation to 
Mavor LaGuardia was extended by 
Tames R. Garrett, National Casualty 
manager, pioneer president of the club. 


Three Producers Tell Experiences 


Three successful producers of A. & H. 
then spoke in turn on their sales ex- 
periences, maintaining that this line of 
insurance offered an excellent entree to 
other major lines. There was no com- 
plaint from the audience on paucity of 
sales ideas. William L. Kick, General 
Chairman of the Week, who is with 
Century Indemnity, took turns with 
President Pope in introducing the speak- 
ers. They included G. Edward Nichols, 
vice-president, Gaines, Silvey & Nichols, 
Inc.; Joseph J. Keon and Ralph M. 
Merrill, all making fine talks. — 

Any insurance broker considering an 
A. & H. department would have been 
moved to action after listening to Mr. 
Gaines. He approached his subject 
from the standpoint of the average 
broker, told how it has paid his o” ce 
to solicit A. & H. lines, and stressed 
that as a matter of self-preservation, 
brokers should go after accident insur- 
ance. “You are not doing complete 
justice to your clients if you do not 
protect their incomes,” he declared. 
After selling the head of the firm Mr. 
Gaines said to interest his employes in 
A. & H. He put emphasis on the good 
will value of a good loss adjustment in 
case of a claim. Indicative of his en- 
thusiastic interest in A. & H. Mr. Gaines 
said in closing: “The United States has 
the best policies of A. & H. at the lowest 
cost of any country in the world.” 

Joseph J. Keon, next speaker, lost no 
time in passing along some sales ideas. 
He keeps on hand 100 to 150 prospects. 
The list occasionally needs replenishing. 
To keep it alive he uses a simple card 
headed “Additional Names to Expand 
Mailing List.” Showing this to clients 
he asks for their suggestions, hinting 
that his company is sending out new 
A. & H. literature and he wants people 
on his mailing list to receive it. By 
this method, he said, you can add 50 to 
100 names every week to your mailing 
list. 

Mr. Keon, student of applied psy- 
chology, has made tested sentences work 
for him. In nearly every sales call he 
makes the opportunity is presented to 
use a few simple words with telling 
effect. They are: “When so little will 
accomplish so much wouldn’t it be a 
shame to deprive yourself of this cov- 
erage.” He gave a number of good 
comebacks to objections showing how 
these words could be used. One of his 
best stories was the following: 

About ten years ago I insured an executive 
against accidents. Recently he called me late 
at night from Sands Point, L. I. He had just 
had an automobile accident, sought my help. 
I told him to take off as much time as 
necessary in recovering from this accident, and 
that while he was away from business I would 
take care of the expenses. He returned to the 
office sometime later and I called on him with 
an adjuster and a check. It covered his bills 
while laid up, as promised in the accident 
policy I had sold him ten years previous. He 
was so delighted that during lunch (his treat) 
he asked me to resubmit a retirement income 
proposal | had once made to him. I did so 
and the check he gave me in payment of the 
premium amounted to $7,000. 

Mr. Keon impressed the crowd with 
the seriousness of the & H. appeal 
saying that “an act of ours in selling 
a policy may turn out to be the pro- 
tecting hand for an entire family in 
case of misfortune.” In closing he said 
“Don’t let a prospect put you off by 
saying he has accident insurance. He 
may carry limited coverage or an old 
policy inadequate to fit his present needs 
or income. Get him talking about him- 
self.” 

Jeffrey Introduces Merrill 

W. C.Jeffrey, Royal Indemnity, 
chairman of the sales fongress, next 
introduced Producer Ralph Merrill. His 
was a thought-provoking message about 


“It,” who he described as “the little 
devil who prompts you to take a 
chance.” In nearly every A. & H. sales 
talk he makes Mr. Merrill spins a yarn 
about “It.” He will say: How many 
times have you stood on a street corner 
and even with the traffic light against 
you, had the urge to take a chance, to 
duck out into the street, dodge cars, 
hop, skip and jump to the other side. 
You may not have realized it but it 
was that little devil “It” who whispered 
to you “Take a chance.” 

Then Mr. Merrill will say: “Look out 
for ‘It’ He has caused more _ traffic 
deaths in the past seven years than 
there have been Americans killed in all 
of our country’s wars. Your best pro- 
tection against his tricks is accident in- 
surance.” 

Conducting his interviews with the 
aid of this mythical character, “It” works 
for Mr. Merrill and he backed up this 
statement by saying that recently a 
client asked him for another accident 
policy “in appreciation of ‘It’.” Another 
sales aid is a book of clippings which 
Mr. Merrill referred to during his talk 
and which contained “true life” stories 
and illustrations. 


Afternoon Quiz Lively 
After a noon hour period during which 
participating companies displayed their 
policies, Chairman Jeffrey opened the 
afternoon program with “Sales Point- 
ers from the Firing Line.” These proved 


to be personal experiences of producers 
based on their responses to a question- 
naire sent out by the» New York 
Club. Prize winners and their essays 
will be presented in next week’s issue. 

The “stump the professors” program, 
feature of the afternoon, went over big. 
The “professors” were John F. Lydon, 
Ocean Accident, and Leslie W. Winslow, 
Fireman’s Fund Indemnity. Chairman 
Jeffrey, by means of a traveling micro- 
phone, kept the questions flying; few if 
any people in the audience were dissatis- 
fied with the answers. 

Sales Breakfast 

The New York Club’s sales breakfast 
on Tuesday, attended by close to 300, 
was opened by Charles S. Ashley, resi- 
dent vice-president, Maryland Casualty, 
the honorary chairman of the A. & H. 
Week committee. He did a good job, 
showed his own personal interest in A. 
& H. President Pope in his welcome 
pointed out that in the past seven years 
since A. & H. Week was started pro- 
duction of this line has increased from 
$164,000,000 to $275,000,000—an impres- 
sive record. He expressed his apprecia- 
tion to Chairman Ashley, Rick, Jeffrey 
and Winslow for their fine work in con- 
nection with the congress and_ breakfast. 
Telegrams were read from National 
President E. H. Ferguson and General 
Chairman Harold R. Gordon, both of 
Chicago. 

The speaking program, launched by 
John Leibig, producer of the Continental 
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Casualty in Philadelphia and past presi- 
dent of the A. & H. Club there, clicked 
from start to finish. He centered his 
appeal around “Mass Selling of A. & 
H.” and declared that under present day 
conditions this method was the logical 
way to bring income protection to the 
favorable attention of the greatest 
number of people. Instead of selling 
just one waitress in a restaurant, for 
example, Mr. Leibig suggested that all 
of them should be sold. He outlined 
the procedure in setting the stage for 
such a sale. His office is selling lots 
of insurance in this fashion. 

The other speaker was J. J. Sum- 
mersby, general sales manager, Worth- 
ington Pump & Machinery Corp., Har- 
rison, N. J. Years ago a seasoned sales 
manager gave him, then a green sales- 
man, some good advice on selling. He 
passed this along to the A. & H. crowd, 
stressing that the elements of success- 
ful selling are (1) Knowledge of the 
product; (2) Energy and enthusiasm; 
(3) Inherent honesty, and (4) Ability. 





ELECT GAMBLE PRESIDENT 


W. O. Gamble, assistant manager at 
Detroit of the Zurich, has been elected 
president of the Casualty & Surety Ex- 
ecutives Association of Michigan. F. W. 
Kleene, Detroit resident manager, Globe 
Indemnity, was elected vice-president, 
and Karl Preston, Detroit resident man- 
ager, New Amsterdam, is secretary and 
treasurer. 





Service Review Moves 





Reporting Agency, in 14th Year, Ex- 
pands; Executive Offices Now At 
75 Maiden Lane, New York 
Entering its fourteenth year, Service 
Review, Inc., reporting agency, moved 
to downtown New York last week-end 
and its executive offices and New York 
City inspection departments are now 
located at 75 Maiden Lane, in the heart 
of the insurance district. The move was 
made so as to improve its facilities and 
will make for better service to Service 
Review's clients, many of whom are 
located in the William Street section. 
Executive and inspection departments 
are located on the ninth floor; branch 
office stock and supply department on 

the ninth floor of the building. 

President of Service Review, Inc. is 
Ralph Bergesen, founder of the com- 
pany, whose previous training was with 
Retail Credit Co. He has a fine follow- 
ing “on the street.” His chief lieuten- 
ant is Howard J. Hub, vice-president 
and treasurer, who joined the agency in 
October, 1929, after preliminary training 
with the Retail Credit Co. 

Vice-President and secretary is Clark 
C. Collins who joined Service Review in 
October, 1932, became its Newark man- 
ager the following May, thereafter ad- 
vancing to directorship, secretary and 
vice-president. His previous connection 
also was with the Retail Credit Co. 

Other key men include A. Curtis who 
joined Service Review two years ago 
after twenty years spent with Retail 
Credit Co., and George Lloyd, who is in 
charge of a recently organized depart- 
ment of the agency. This represents the 
consolidation of special service, inland 
marine and claim investigations in a 
separate department maintained in New 
York. Mr. Lloyd, originally with the 
Home of New York, spent thirteen 
years with Retail Credit, joining Ser- 
vice Review in March, 1938. The agency 
maintains branches in Philadelphia, 
Pittsburgh, Buffalo, Syracuse, Rochester, 
Chicago, Providence and Newark where 
the office recently took larger space 
at 31 Clinton Street. 





LOS ANGELES APPOINTMENT 

Willard A. Hayden has been appoint- 
ed special agent for the Globe Indem- 
nity in Los Angeles. 





GOES TO ARIZONA 
Arthur Amos, who has been with the 
Royal in Los Angeles, has been trans- 
ferred to Arizona as special agent. 
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Week’s Observance In Big Cities 


Throughout the nation Accident & Health Week stirred the imagination of 
insurance producers, stimulated production, gave business to hotels and restaurants 


where special breakfast or luncheon events were held. ; 
Kansas City and Chicago affairs are reported under separate headings. 


New York, Philadelphia, 
Here fol- 


lows highspotted news of how the week was observed at other points: 


Chicago’s Own 400 
More than 400 A. & H. men turned 
out in Chicago at the breakfast at the 
Morrison Hotel on Tuesday, when Dr. 
Herman N. Bundesen, Chicago commis- 
sioner of public health, was principal 


speaker. 

Clayton F. Lundquist, head of the 
accident department of Fred S. James 
& Co., and first vice-president of the 
Chicago Accident & Health Association, 
presided. Don Compton, Provident Life 
& Accident, president of the Chicago 
Association, made a brief talk as did 
E. H. Ferguson, Great Northern Life, 
president of the National Accident & 
Health Association. 


President Ferguson Speaks 


Mr. Ferguson predicted that more A. 
& H. insurance would be sold during 
the week than was sold in any one 
month last year and that the enthusiasm 
of the week’s work would be reflected 
in business throughout the year. 

The significance of the “68” slogan 
was explained by K. O. Saunders, vice- 
president, Globe Indemnity. 

Dr. Bundesen, who was an insurance 
agent in Chicago before he took up the 
practice of medicine, said that health 
and hospitalization insurance have con- 
tributed greatly to the public health in 
America. “You men and women are 
doing great good in addition to making 
money so you and your families can live 
in comfort,” he said. “Persons who 
are sick and whose minds are filled with 
thoughts of sickness cannot be suc- 
cesses. It is through selling accident 
dispel those 
thoughts.” 


Indianapolis Honors Citizens 

Nearly 200 Indianapolis A. & H. insur- 
ance men and guests attended a break- 
fast meeting at the Columbia Club on 
Monday morning to celebrate the start 
of the week. 

According to a resolution tendered by 
John McGurk, Mutual Benefit H. & A,, 
and adopted unanimously the week was 
to be devoted primarily “to honoring and 
calling to the attention of the public 
the organizations in Indianapolis that 
are focusing upon better health and 
safety conditions.” 

The meeting was opened with a color- 
ful parade of uniformed representatives 
from the Indiana state police, city police, 
city fire department, city hospital, 
American Red Cross, school boy patrol, 
city railway system, Indianapolis fleet 
safety drivers. 


Puts on Stunt 


A clever stunt, staged immediately 
after H. D. Davis, Illinois Bankers Life, 
general chairman of the meeting, ex- 
plained the meaning of the 68 buttons, 
raised everyone out of their chairs. 
A waiter tripped, spilling all the con- 
tents of his tray with a crash. He got 
up waving the tray on each side of 
which was a large numeral “68”, thus 
bringing home the story familiar to all 
accident insurance men. 

. Norman Green, president of the 
Indianapolis A. & H. Club, then intro- 
duced Governor Henry F. Schricker of 
Indiana, who reads his proclamation 
Officially setting aside Accident and 
Health Insurance Week in Indiana. 

Col. Roscoe Turner, famous airman, 
was the principal speaker. Col. Turner 


Pointed to the strides in safety achieved 
y those engaged in flying. Safety on 
the ground, he stated, can be similarly 
achieved through education of the driv- 
ing public, recommending that all driv- 
ts arrested for traffic violations be re- 


quired to graduate from driving school 
instead of paying fines. 
San Francisco 

The local A. & H. Week committee, 
headed by G. V. Chanler, General Acci- 
dent, staged a sales breakfast March 22 
as a curtain raiser. Those attending 
heard a special broadcast over Station 
KJBS; Stanley Pearce, secretary of 
Fireman’s Fund Group, was the chief 
speaker. Two chain drug stores fea- 
tured twenty-six window displays; 
window space was also secured in the 
White House and Emporium, two of San 
Francisco’s largest department stores. 

Seattle Companies Sponsors 

To pave the way for selling during 
A. & H. Week, twenty leading com- 
panies sponsored the All-State A. & 
H. Sales Congress at Seattle March 21, 
with approximately 200 in attendance. 

R. H. Henderson, Massachusetts Pro- 
tective Association, presided and dele- 
gates from key cities in the state were 
welcomed by R. R. Matthews, North- 
ern Life. Mr. Henderson explained the 
need for the Week as a stimulus to A. 
& H. selling. 

Speakers included Deputy Insurance 
Commissioner Howard LeClair; O. J. 
Lacy, president, California - Western 
States Life of Sacramento; Guy F. 
Phipps’ claim department, Travelers; 
William A. Oerding, Metropolitan Life. 

In the evening, a joint dinner was 
held by the Seattle Chamber of Com- 
merce and the H. & A. association, 
where Lloyd Perkins, Pacific Mutual 
Life, spoke on “The Hazards of Acci- 
dent and Sickness.” 

Salt Lake Pep Breakfast 

The Salt Lake Accident & Health 
Club began the week with a pep break- 
fast at the Hotel Utah on Monday morn- 
ing which President George W. Cox 
describes as “the biggest thing of this 
nature ever held in Salt Lake City.” 
Governor Herbert B. Maw was honor 
guest and one of the speakers. The 
other speakers were Police Chief Reed 
Vetterli, Deputy Insurance Commis- 
sioner C, N. Ottosen, Mayor Ab Jacobs 
and Hazen Exeter, manager, Pacific 
Mutual Life. 

The Salt Lake Club in this manner 
sponsored a real civic and state-wide 
event. There were about seventy peo- 
ple present at the breakfast. Through- 
out the week, 4 number of ground floor 
windows displayed A. & H. posters. 

Buffalo Celebrates Week 

Ellsworth T. Buck, president of the 
Casualty & Surety Club, presided over 
the luncheon meeting with which Buf- 
falo initiated A. & H. week. 

Harlan M. Walker, Buffalo manager 
for the Travelers, was principal speaker. 
He said the records of his company show 
that men who have done a sizeable 
business in A. & H., have never failed, 
and he cited it as a great door opener to 
other lines. 

He said that for years A. & H. busi- 
ness had been confined to the white 
collar class but social upheaval has 
brought hospitalization insurance which 
has captured the public fancy. He urged 
underwriters not to look upon hospitali- 
zation plans as harmful to insurance, 
saying it really is aiding the cause 
of insurance because it is helping to 
educate the masses on health insurance. 


ADVANCE W. W. MOORHEAD 

W. Wallace Moorhead, United States 
Casualty, was this week appointed as- 
sistant secretary of the company. He 
was recently transferred to the home 
office as manager of agencies. He had 
been in Philadelphia, where he was 
Middle Department office manager. 








1886 


SERVI 














America’s Oldest and Largest 
Exclusively Accident and Health 


Over $29,500,000.00 paid to disabled policyholders 


or their beneficiaries. 


Ash about our handy “Unit Plan of Agency Building ” 


George F. Manzelmann, President 


NORTH AMERICAN ACCIDENT 
INSURANCE COMPANY 


209 South La Salle Street, Chicago, Illinois 


Insurance Company. 














WM. COLE NEW PRESIDENT 


Heads St. Louis A. & H. Association; 
Baptist Minister Guest Speaker At 
Sales Breakfast Tuesday 


William Cole, assistant secretary, Gen- 
eral American Life in St. Louis has been 
elected to succeed William L. Magoon, 
Metropolitan Life, as president of the 
Accident & Health Underwriters’ Asso- 
ciation of St. Louis. The election was 
held Tuesday morning in conjunction 
with the breakfast meeting at the Chase 
Hotel that marked the opening of the 
local program for Accident & Health 
Week. 

Other new officers are first vice-presi- 
dent, William Weld of Charles L. Crane 
Agency Co.; second vice-president, 
Frank G. Meyers, Aetna Life, and sec- 
retary, Sidney Altman, Metropolitan 
Life. 

Rev. C. Oscar Johnson, pastor, Third 
Baptist Church, St. Louis, was the prin- 
cipal speaker at the breakfast which was 
attended by close to 300. Chairman 
was George L. Dyer, Jr., Columbian 
National Life. 

Giving the proper send-off to the week 
Mayor Bernard F. Dickmann of St. 
Louis issued a proclamation. Wednes- 
day morning public attention in St. Louis 
was favorably called to Accident & 
Health Week by appearance of a full 
page ad in the Globe-Democrat, a co- 
operative program undertaken by the 
agencies in town. The daily newspapers 
also gave news stories to the week. 





Hunt to Join Federation 


Everett H. Hunt, prominent Buffalo 
lawyer and counsel of the legislature’s 
joint committee on revision of the New 
York Insurance statute, will join the 
New York State Insurance Federation. 





TRAVELERS PROMOTES THREE 


The Travelers has made the following 
promotions: Leroy S. Ames, field assist- 
ant, casualty lines, Rochester, N. Y., 
becomes casualty assistant manager at 
Richmond, Va.; Bernard J. Nietschmann, 
Jr., field assistant, fidelity and surety, 
at Chicago, is made assistant manager 
at Peoria, Ill.; Willis L. Jackman, casu- 
alty field assistant, Detroit, is trans- 
ferred to the Buffalo branch in the same 
capacity. 





STUDY FLEET RATING BILL 

The West Coast Automotive Con- 
ference spent an entire session, March 
20, in consideration of a proposed bill 
to be introduced in the California legis- 
lature in an effort to solve the fictitious 
automobile fleet situation. The pro- 
posed bill would bar fleet rating from 
trade, professional, social or other 
groups which would result in a lower 
cost than a member of such group 
would have to pay if insured individually. 


Stellwagen 
(Continued from Page 31) 


became manager. In the same year 
Superintendent of Insurance Francis R. 
Stoddard, thought that commissions 
should be regulated nationally, and, as 
a result, the Casualty Acquisition Cost 
Conference was started and later, when 
James A. Beha was Superintendent the 
Fidelity-Surety Acquisition Cost Con- 
ference was formed. Mr. Michelbacher, 
a secretary of the Bureau, was secretary 
of the conference. 

In January, 1924, Ambrose Ryder went 
over to the General. Accident and 
Phillips appointed Stellwagen manager 
of the auto department of the Bureau. 
In his new post he traveled extensively 
to explain the automobile rate-making 
process before agents’ associations, civic 
organizations and public officials. 

The Great American Indemnity was 
formed in 1926 and Jesse S. Phillips 
became its president and G. F. Michel- 
bacher its vice-president. At that time 
Mr. Stellwagen became secretary-treas- 
urer of the National Bureau of Casualty 
& Surety Underwriters and secretary 
of the Acquisition Cost Conference. 


Joins Indemnity Insurance Co. of N. A. 


Mr. Stellwagen joined the Indemnity 
Insurance Co. of North America on 
February 1, 1929, his new position being 
assistant vice-president. General mana- 
ager of the company then was Charles 
F. Frizzell. 

With the Indemnity Insurance Co. of 
N. A. Mr. Stellwagen’s first duties were 
in connection with the automobile under- 
writing division. Later, he took over 
the underwriting of the workmen’s com- 
pensation and public liability and was 
elected vice-president of the company on 
January 22, 1930. John A. Diemand 
joined the Indemnity Insurance Co. of 
North America in June, 1933, and be- 
came executive vice-president. Shortly 
thereafter Mr. Diemand placed Mr. 
Stellwagen in charge of all underwriting. 
Gradually, his duties expanded and in- 
cluded production activities. 

Mr. Stellwagen has written extensive- 
ly on casualty business subjects and 
has spoken frequently before company 
and agency associations, more recent 
addresses having to do with production. 
His talks have had a good reception 
as he is logical and informative. He 
is an associate of the Casualty Actuarial 
Society. 

Mrs. Stellwagen was Esther B. Min- 
ton who has a large acquaintance with 
casualty insurance men and was form- 
erly with Great American Indemnity 
where she was secggetary of Jesse S. 
Phillips. They have two children: Anne, 
10; and Jane, 6. Mr. and Mrs. Stell- 
wagen are musical and he sings in the 
University Glee Club of Philadelphia. 
Their home is in Rosemont, Pa. 
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A. @ H. Week Nationally Observed 





Rogers, White, Jeffrey Stars of 
The Philadelphia Sales Congress 


Start A. & H. Week with Well Balanced Program; Rogers 
Advises New Line of Thinking in Connection with Full 
Coverage; Talks on Direct Mail and Selling 


In Philadelphia, Accident & Health 
Week got away to a splendid start with 
the annual luncheon and sales congress 
on Monday, where the principal speak- 
ers were Paul H. Rogers, assistant sec- 
retary of the accident and health depart- 
ment of the Aetna Life Affiliated Com- 
panies; Nelson A. White, advertising 
manager of the Provident Mutual Life 
and William C. Jeffrey of the Royal 
Indemnity. In a remarkably well-bal- 
anced program, the enthusiastic audience 
heard Mr. Rogers advocate full cover- 
age policies, Mr. White talk on direct 
nail advertising and Mr. Jeffrey on 
sales 

Leading off the speaking program, Mr. 
extent to which 
some companies have advised their 
agents to sell small, limited coverage 
policies. Agents, he said, adopting what 
looks like the path of least sales resist- 
ance, “have gone all out in the easy 
selling of partial coverage policies, poli- 
cies that are little more than a ‘rabbit's 
foot’ compared to the full length cov- 
erage protection that should be sold.” 


Rogers deplored the 


Trend Is Dangerous 

He said the trend in the direction of 
limited coverage is dangerous and con- 
tinued: “The insufficiency of income in- 
surance written is directly reflected in 
the average premium. That average 
premium has been falling for several 
years and is now about 60% of what 
it was some years ago. It reflects easy 
selling, thoughtless consideration of the 
needs of the prospect and a selling job 
not properly done ... This trend which 
i believe grows out of wrong habits of 
thought, should and can be corrected.” 

In his plea for full-coverage policies, 
Mr. Rogers supported his argument by 
citing the fact that of approximately 
10,000 accident policies on his company’s 
books for more than twenty years, prac- 
tically all are broad coverage. The 
limited coverages, he said, fell by the 
wayside. 

In his argument which Mr. Jeffrey 
later supported, that one of the best 
sources of prospects is the A. & H. 
policyholders already on an agent’s 
books, Mr. Rogers said: 

“It is probably safe to say that, if 
the average agent would make a careful 
survey of the accident insurance he has 
on each of his clients, he could see an 
opportunity to add greatly to the amount 
of business he has on his books, simply 
by fully insuring his present policy- 
holders. 


Too Easy to Sell 

“We have been going too far in the 
matter of making accident insurance too 
easy to sell. The best form of accident 
insurance is not hard to sell. As a 
matter of fact it ought to be easier to 
sell a proposition which gives complete 
protection than to convince a man he 
should protect himself against just one 
hazard.” 

He said accident gand health men 
should think along the same lines as 
fire, casualty and life agents ; that they 
should evaluate a man’s earning power 


and then point out to their prospects 
that 80% of income is the minimum that 
should be carried. 

“If we will discard the idea of trving 
to make accident sales as easy as 
possible,” he said, “if we will keep in 
mind that full coverage always offers 
the best opportunity for a persuasive 
sales presentation and if we will remem- 
ber the very great importance of al- 
ways selling adequate protection, we will 
write a great deal more business. I 
think that proper understanding on the 
part of the agent and a proper approach 
is the answer to the problem... . 

“The best protection you can possibly 
have against the inroads of competition 
is to have in the hands of your client 
a full-coverage policy. Such a_ policy 
is not subject to disturbance as is a 
small, limited coverage policy. 

“Every sale of any kind of insurance 
and particularly of accident insurance 
results from your showing the prospect 
his need for insurance. It is easier to 
make a man see the need for adequate 
protection than it is to sell a ‘rabbit’s 
foot’—and it puts a lot more commission 
in your pocket.” 

White on Direct Mail 

On the subject of direct mail advertis- 
ing, Mr. White reminded his hearers 
that it is not a cure-all and does not 
bring immediate on-the-line results; that 
it requires a follow-up and just as much 
planning as any other form of selling. 
He listed the following ten rules to 
follow in using direct mail: 

“Always remember your objective and 
stick to it throughout the entire letter. 
Don’t allow any irrelevancies to creep in. 

“Always start with a stopper. The first 
sentence is important. 

“Talk from the other fellow’s point 
of view. Tickle his ego. Guard his 
interests. The biggest favor you can 


render a man is to let him do you a 
favor. 
Don’t Exclude Prospects 

“Don’t exclude any of your prospects. 
Be careful not to say anything that will 
make a recipient feel that he or she 
is excluded from the meaning of the 
letter. 

“‘Be brief’ is spinach. Tell enough of 
your story to put it across. 

“But don’t tell too much. Leave some- 
thing for the prospect’s imagination to 
work on. 

“Be clear and avoid technicalities. And 
don’t shoot too many figures at the 
prospect. 

“Paint word pictures. The prospect’s 
mind works along mental images. 

‘Don’t hestitate to employ curiosity. 

“Appeal to the fundamental emotions. 
People don’t buy for logical reasons. 
It is emotional reactions that make them 
buy this or that.” 

Jeffrey on Selling 

Mr. Jeffrey in his talk on selling 
methods, said that the agent should sell 
a man “what you can and build with 
him.” He said that prospects are every- 
where and he suggested a tie-in of the 
agent’s clients and the people from whom 
they buy. 

In order to learn how much A. & H. 
coverage a man should buy, he sug- 
gested that the agent ask his prospect 
whether he lives in a rented house or 
owns his home. If the prospect says he 
rents, and it develops that he is paying 
a substantial sum each month, he is a 
man who needs full coverage. 

He illustrated a number of sales ap- 
proaches, by letter, by courteous tele- 
phone introduction and other methods. 
He told his audience to say to a client 
that the agent represents him 80% of 
the time and his company the other 

0. 

He said that he asked for the signa- 
ture on the back of the application first 
as it gives the prospect a little push. 
“You can put over any sale,” he said, 
‘if you have his signature on the dotted 
line that all statements he makes are 
true. 

“And if he won’t sign, I have a little 
card I ask him to sign which says some- 
thing like this: ‘I agree not to have an 
accident within the next six months. 
If I do, I won’t hold William C. Jeffrey 
responsible. He’d rather sign the appli- 
cation than that card.” 
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Impressive Program 
Of Kansas City Ass’n 


250 ATTEND SALES BREAKFAST 





City’s Business and Professional Lead- 
ers Special Guests; Mayor Chief 
Speaker; Good Press Support 





Business leaders and professional men 
joined with the accident and health un- 
derwriters and producers in Kansas City, 
Mo., at a breakfast meeting Monday, 
March 24, at which attendance was more 


than 250. This gathering marked the 
opening event in Accident & Health 
Week for Kansas City, and appropri- 
ately John Gage, mayor of the city, 
was the principal speaker. He was in- 
troduced by Morton Jones, vice-presi- 
dent of R. B. Jones & Sons and who is 
president of the Kansas City Chamber 
of Commerce. 

The program makers, key men in the 
local A. & H. Association, had as their 
objective to give added prestige and 
dignity to accident and health insurance 
and spared no time nor money in achiev- 
ing their end. Minor Abell, Business 
Men’s Assurance, president of the club, 
was ably assisted by F. G. Packwood, 
Massachusetts Bonding, vice-president, 
and others represented on a central or 
steering committee. There were also a 
large number of effective small commit- 
tees assigned to specific tasks, nearly 
every member of the association having 
some important assignment. 

Entering into the spirit of the special 
week’s observance nearly all of the A. 
& H. supervisory offices and many of 
the agencies in town put on their own 
sales programs and will award prizes 
or give special recognition to producers 
making good production records. 


Local Publicity Well Planned 


Local publicity for the week was well 
planned, including the display of large 
“Emergency Income” posters on_ the 
front and rear of every fourth street 
car operating in Kansas City. In addi- 
tion the Public Service Co. carried an 
article on A. & H. Week in its weekly 
folder which is placed in street cars and 
buses for passengers to read. Newspapet 
advertising was placed; drug stores car- 
ried window displays, and the two lead- 
ing dailies gave stories in their news 
columns to the breakfast. 

Interesting angle to the breakfast 
meeting was the impressive list of spe 
cial guests who were invited. They in- 
cluded the presidents of all civic clubs; 
chief officer of Kansas City Bar Asso- 
ciation, retail druggists’ and retail groc- 
ers’ associations, etc.; the heads of busi- 
ness concerns having employes who are 
desirable A. prospects. About 
seventy-five such invitations were ¢x 
tended and the special guests sat at theif 


(Continued on Page 38) 
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Betts Says O’Mahoney 
Protests Too Volubly 


TALKS TO CALIF. ADJUSTERS 





Los Angeles Attorney Fears Federal 
Insurance Might Slip Into 
a War Bill 





Forrest E. Betts, insurance counsel of 
Los Angeles, spoke recently before the 
Casualty Insurance Adjusters Associa- 
tion of Southern California. His subject 
was “Fit to Be Tied,” but it might have 
been entitled “Paul vs. Virginia,” be- 
cause discussion of whether or not that 
decision declaring insurance not subject 
to Federal legislation will stand ran 
through his entire talk. Specifically, he 
was asked to review the talks made 
before the American Bar Association in 
Philadelphia last Fall by Senator Joseph 
C. O’Mahoney, Insurance Superinten- 
dent Louis H. Pink of New York and 
J. Reuben Clark at Salt Lake City. 

Saying that there is probably no one 
group that is more staunchly indepen- 
dent than members of claims depart- 
ments, he declared: 


Is Not Partisan 


“May I accentuate at this point the 
assertion that this is not intended to 
be a partisan address, On the contrary, 
since the addresses at the American Bar 
Association were given, we have passed 
through and are now beyond the throes 
of the then political campaign. We can- 
not turn or retrace our steps. What is 
to be must be. We have faced, and still 
face, problems which become greater 
and greater with each coming and clos- 
ing day, shadowing and overshadowing 
all other issues, and it is with this in 
mind that I address you . . . for it is 
not beyond the realm of possibility that 
issues which are as great as that of 
Federal regulation of insurance may slip 
unnoticed into some war bill so that 
tomorrow, the next day or the next 
week you may waken to find that Fed- 
eral Government has become your em- 
ployer; that in place of protective regu- 
lations you have controlling regimenta- 
tion.” 

Touching first on the position of Sen- 
ator O’Mahoney, chairman of the 
TNEC, Mr. Betts said that the Senator 
discussed Paul vs. Virginia and stated 
that “the history of our Governmental 
establishment shows a clear parallel be- 
tween the growth of the business or- 
ganization and the growth of the Fed- 
eral establishment in Washington.” He 
said that the Senator protested that the 
insurance probe was not for the pur- 
pose of taking the plum out of the 
pudding. 

Superintendent Pink’s Stand 

Of Superintendent Pink’s position, Mr. 
Betts said: “I believe it is fair to as- 
sume from the tenor of the Superin- 
tendent’s remarks rather than from 
what he actually said that he doubts 
seriously that the case of Paul vs. Vir- 
ginia will be sustained if Federal regula- 
tions passed by Congress and approved 
by the President should be presented to 
the United States Supreme Court for 
analysis. 

He described Mr. Clark as a strong 
state rights defender who extolled the 
case of Paul vs. Virginia and those 
which have followed it and made a plea 
on behalf of local self government as 
opposed to centralized power. 

umming up this conclusion in regard 
to the three addresses, Mr. Betts said: 

Draws Conclusion 

“What is the conclusion that is to be 
drawn from ‘these discussions of a prob- 
lem which is so important to you and 
me? I say this is important to you 
and me because, although the life com- 
panies are the ones that are subjected 
to attack at this time, the inclusion of 
all other insurance corporations or or- 
Zanizations, in turn, would follow as a 
Matter of course. The only reason the 
life insurance companies were first se- 
lected is because their portfolios bulge 


the greater. I believe that toward the 
close ‘of Mr. Clark’s address he gave 
some indication of what the true situa- 
tion is. He pointed out the failure of 
the direct or frontal attack and stated 
that now the attack is to be upon the 
flank and the rear. 


Protests Too Volubly 


“I pray that my suspicion is ill-found- 
ed, but I fear that Senator O’Mahoney 
and his committee protest too volubly 
their intent to do good for the insur- 
ance companies. Methinks that when 
the plum is pulled from the pudding 





and it is found to be large and juicy 
sweet so as to tempt the insatiable ap- 
petite of the ever greedy governmental 
agency, these people who have investi- 
gated the insurance companies will sug- 
gest that it is entirely proper that they 
take just a little bite and that, in my 
opinion, will spoil the entire plum, for 
it will be eaten bit by bit. 

“T suggest to you that unless we rouse 
ourselves from lethargy, to heed the 
warning contained in the statements 
made, we of the insurance companies 
are not only ‘fit to be tied,’ we are go- 
ing to be tied.” 


CHRISTMAN ON RATING PLAN 

L. R. Christman, underwriter at the 
home office of the Standard Accident 
at Detroit, has prepared a pamphlet giv- 
ing a comprehensive description of the 
1940 revised experience rating plan for 
workmen’s compensation. Mr. Christ- 
man expresses the belief that the 1940 
plan will constitute “a substantial im- 
provement over the present plan and 
will rectify those features of the present 
plan which have been the most frequent 
source of controversy and misunder- 
standing in the past.” 
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DEFENSE! 





Courtesy of U. S. Navy Recruiting Bureau 


Sea-coine TESTS of Uncle Sam's battleships, like the U.S.S. Arizona, 
pictured above, leave nothing to guess work. Speed, maneuverability, 
gunnery —all are checked under exacting conditions. These proven 
ships of the line and their skilled personnel form an important part 
of our national defense. 
Dependability likewise marks the defense measures set up by the 
F&D against losses threatening its clients. 51 years of business life have 
served to test and prove the protective strength of the Fidelity and 
Deposit Company of Maryland. 
- Spotted on the U.S. map at convenient points are 52 field offices 
which serve to multiply the FsD’s ability to help agents and brokers 
provide the swift, efficient service that builds lasting client-goodwill. 
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Value of Insurance Press 


Averell Broughton Writes Article for Casualty & Surety 
Journal Discussing What Trade Papers Mean 


to the Insurance Business 


Averell Broughton, head of an adver- 
agency at 580 Fifth Avenue, New 
and having among his clients sev- 


tising 
York, 
eral insurance companies, has written an 
article on the value of the insurance 
trade press for the Casualty & Surety 
Journal, which is published by the As- 
sociation of Casualty & Surety Under- 
writers. Among other things he says: 

I wonder how many of us actively en- 
gaged in the insurance business or work- 
ing with and for the industry take full 
advantage of the guidance and 
information offered by the many publi- 
cations which make up that important 
group of business papers referred to as 
the insurance trade press? It is a com- 
monplace in most industries that no 
salesman, sales manager or advertiser 
can pretend to know his field or cover 
his territory without a careful reading 
of his trade publications. In some of 
the older businesses of this country in- 
dividual publications are almost the bible 
of the industry. 

Editorial Influence 


The contribution that such publications 
make to the unity and group understand- 
ing in any field is best understood by 
first-hand experience. And the power 
wielded by the editors of important trade 
publications is often considerable since 
they have at hand the means of influ- 
encing important sections of opinion both 
executive and sales which can hardly 
be reached by any other direct means. 

And just as Iron Age, Variety, Drug 
Trade News, Food Field Reporter, Editor 
and Publisher and dozens of other pub- 
lications speak, live and write the spe- 
cial language of their respective busi- 
nesses, so does the insurance trade press 
in its many aspects reflect the life, 
growth and activity of insurance. 

Circulation 


What the leading journals of the in- 
surance field lack in circulation they 
make up by reaching the most alert, pro- 
gressive and successful agents and brok- 
ers in the field. I do not wish to imply 
that the circulation of individual publi- 
cations in the trade press is not sub- 
stantial—for it is—but I believe their 
influence to be greater than a study of 
their circulation alone might suggest to 
one who is used to the tremendous fig- 
ures reached by general publications. 
And as these publications go weekly or 
monthly to various groups, they convey 
a stream of information and education 
which shapes thinking, action and per- 
formance for thousands of agents. 

There are only a few national publi- 
cations in the insurance field, which is 
natural, since insurance operations are 
to a great extent localized. The interests 
of the insurance men working in the 
Northeast and the Southwest, for exam- 
ple, are basically similar, of course, in 
many important respects but they are 
also different in many items of imme- 
diate interest such as local legislation, 
local insurance happenings and news 
events which affect local insurance busi- 
ness. It is a tribute, therefore, to the 
national insurance publications that they 
should be able to interest so many in- 
surance men in various parts of the 
country. 

I can usually gauge a man’s interest 
in his business and knowledge of gen- 
eral affairs in the field by a conversa- 
tion about the insurance publications 
which he reads. When he subscribes to 
one or two and more or less regularly 
sees several others I find him well in- 
formed, alert and interested in the gen- 
eral progress of insurance matters. He 
is aware of trends in insurance and gov- 
ernment that affect his linterests. And 


service, 


frequently he has taken advantage of 


changing conditions and greatly increased 
his income and business growth through 
the direct help of his insurance papers. 
Many agencies subscribe to all papers 
which have any bearing on the business 
done in their territory and circulate 
them among the office staff. Home offi- 
cers usually maintain an insurance li- 
brary in which most of the leading trade 
publications are available. 


What the Insurance Trade Press Can Do 


Sales managers in other industries in- 
sist that new salesmen study the trade 
press of their field and come to learn the 
business through it. And every young 
agent, just beginning to speak the lan- 
guage of insurance with his colleagues 
and translate that language to his cus- 
tomers, can and should profitably spend 
several hours a week on the leading in- 
surance publications of his territory. 
There he will find news about the in- 
surance people in his area. He will have 
chronicles of important happenings, bus- 
iness and social, in the insurance world. 
He will come to know the names, faces 
and activities of insurance leaders. He 
will begin to feel a real community of 
interest with his fellows and the Ameri- 
can Agency System will come alive to 
him as a great operating force in the 
life of American business and family 
protection. After a time he will surely 
form his own habits of reading and turn 
naturally to the individual publications 
which he prefers for the things which 
are of special interest and value to him. 
And the habit, once formed, will persist 
throughout his business life. And he 
will not think of starting on his day’s 
work or week’s program without check- 
ing up on himself and the industry. 


Helpful Continuously 


To the older man the trade press is 
also a source of inspiration and infor- 
mation. Because he is busy and carry- 
ing more weight and responsibility he 
tends to neglect his favorite insurance 
journals from time to time, but I have 
never spoken to a really successful field 
man who did not acknowledge their 
value and say that he wished he could 
spend more time in keeping abreast of 
affairs through them. Many take them 
at home, so as to be free to read them 
evenings or week-ends. 


What Are Insurance Editors Like? 


I know many editors of the leading in- 
surance publications. And I can say, 
without reservation, that in my experi- 
ence they are a sincere and intelligent 
group with, in many cases, a selfless de- 
votion to the cause of insurance and the 
welfare of their subscribers. The qual- 
ity of insurance editorial work -is very 
high considering the relatively slight fi- 
nancial return possible. In fact, I have 
often wondered at the effort and energy 
and devotion put into the editing of fine 
publications which do not have, all in 
all, more than a tiny fraction of the 
income of publications in the general 
field, which possess comparable editorial 
staffs. Yet I believe that there is no 
body of men in the entire insurance in- 
dustry and this does not except com- 
pany executives who wields individually 
or collectively a greater effect upon the 
thinking and actions of the agent and 
the fortunes of the insurance industry. 





Compulsory Health Bill 
Dead in New York State 


It was good news to A. & H. com- 
panies last week that the New York 
Assembly Ways and Means Committee 
had killed in committee the Wagner 
bill to establish a health insurance fund. 
It carried an appropriation of $100,000. 


R. H. Metcalf’s New Post 


Joins Mass. Bonding in Kansas; To Su- 
pervise Agency Plant of Entire State; 
Started With Travelers 

Ralph H. Metcalf, well known in Kan- 
sas casualty-surety production circles, 
recently joined the Southwestern de- 





RALPH H. METCALF 


partment of the Massachusetts Bonding 
in Kansas City to take charge of its 
agency plant in the entire State of Kan- 
sas and a portion of the Greater Kansas 
City area. He succeeds Tom J. Ran- 
del, who has joined the Parson-Hohl 
Agency, Inc., Kansas City. 

Mr. Metcalf, native Kansan, is a grad- 
uate of the University of Kansas, where 
he majored in business administration. 
He is a veteran of World War I; re- 
tiring president of the local alumni chap- 
ter of Sigma Chi fraternity. His first 
insurance experience was with the Trav- 
elers as an agent in its Kansas City 
branch. Prior to that he was an execu- 
tive officer in two local business con- 
cerns, 





Kansas City Meeting 
(Continued from Page 36) 


own table and were introduced both in 
their official club capacity and according 
to their rank in business or profession- 
ally. The Kansas City Police Quartet 
entertained with several numbers at the 
breakfast and Roe Bartle, Boy Scout 
chief executive, led the community sing- 
ing preceding and closing the affair. 

Behind this ambitious program was a 
determination on the part of the Kansas 
City association to capture the Ferguson 
trophy to be awarded in June at the 
National Association’s convention to the 
local unit considered most outstanding 
during the year. 





Spring Dinner April 15 

The annual spring dinner ‘of the Cas- 
ualty & Surety Club of New York will 
be held Tuesday, April 15, in the grand 
ballroom of the Hotel Astor. As has 
been the custom in recent years A.A.U. 
boxing bouts will be the entertainment 
6 a Greetings will be extended 

y J. E. Lewis, Aetna Casualty & Surety 
x -president, who is president of the 
club, but there will be no speech-making. 
It will be a beefsteak affair at which 
attendance is expected to be around 700. 


Re-Elect S. A. Markel 


S. A. Markel was re-elected president 
and general manager of the American 
Fidelity & Casualty of Richmond, Va., 
at the annual meeting of stockholders 
held last week. Other officers were also 
re-elected. The company has declared 
its regular quarterly dividend of 15 cents 
payable April 10. 





Kemble and Hildebrand 
At Meeting in Detroit 


KARRER NAMES COMMITTEES 





Zurich Underwriter Talks to Agents on 
Package Insurance Predicting 
Its General Use 





Waldo O. Hildebrand, secretary-man- 
ager of the Michigan Association of In- 
surance Agents and Edward L. Kemble, 
an underwriter in the home office of the 
Zurich, addressed the recently held 
meeting of the Detroit Association of 
Insurance Agents. 

President Edwin S. Karrer announced 
his committee appointments for the 
vear, with the following chairmen: 

Grievance, Fred C. Esper; fire and use 
and occupancy, Henry Peacock; mem- 
bership, Elmer Salzman; rules, David T, 
Marantette; accident prevention, Fred 
C. Esper; finance, C. G. Waldo; legisla- 
tive, Byron 1% Carse ; conference, George 
W. Carter. 

Mr. Kemble, speaking on all-risks or 
“package insurance policies” said they 
are designed to eliminate disappointment 
of the policyholder who often discovers 
that his loss was not covered by this 
new, broader form which is designed to 
cover all hazards, even unknown ones. 
The speaker said that this type of policy 
is having wide use in industry because 
of special risks involved in the defense 
preparations and in the near future its 
use will be expanded so that it will be 
available to, the average citizen. 

Average Man Wearies 

He said that the average man is tired 
of worrying about whether his policy 
covers all hazards which may exist and 
sick of keeping track of the expiration 
dates and names of companies issuing 
his numerous policies; that what he 
wants is one broad policy which he feels 
sure will cover everything. 

“The all-risk policy,” Mr. Kemble 
stressed, “is designed to deliver in a 
single contract and for a single premium 
protection against hazards formerly cov- 
ered in several contracts and to provide 
a clause which even protects against 
hazards which neither the assured nor 
the company foresaw at the time the 
policy was written. It would seem that 
the premium cost of the entire combina- 
tion of risks would be less than the total 
cost of several premiums of a number of 
policies covering the same hazards.” 

He explained that the experience data 
was not complete enough yet to arrive 
at a flat rate for the comprehensive 
policy that would fit the rate making 
laws of the several states and that this 
had retarded the use of the policy out- 
side of business. 

Elmer Salzman, secretary-manager, 
gave a short speech in which he took 
his cue from the remarks of Oscar 
Beling at the Michigan mid-year con- 
ference. Salzman said that he had been 
very much interested in_ efficiency 
methods in connection with the opera- 
tion of law offices, and also, to some 
extent, in the application of incentive 
methods to the personnel problems of 
foremen training and office staffs in 
large industries. He said he was in- 
spired by Mr. Beling’s speech to offer his 
own services to help streamline the busi- 
ness methods of agencies who were 
members of the Detroit Association. 

He said, “There is no limit to the 
ideal of efficiency. Even five years ago, 
the efficiency and ease with which offices 
are operated in many lines of business 
today, would have been considered fan- 
tastic. Most agencies have a long way 
to go before they can make their opera- 
tions and their offices as attractive and 
confidence-inspiring as the modern store 
or window display.” 





MICHIGAN LIQUOR BOND PROBE 
The Michigan house has just adopted 
a resolution providing for a probe 0 
surety companies writing liquor and beer 
bonds under the state liquor control law. 
This law is felt to be unfair in some 
respects. A three man body has been 
appointed to make the inquiry. 
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FINANCIAL STATEMENTS DECEMBER 31, 1940 


AS FILED WITH THE NEW YORK STATE INSURANCE DEPARTMENT 


Total Admitted Liabilities Surplus to 
Companies Capital Assets (except Capital) Policyholders 


Firemen's Insurance Company of Newark, N. J. $9,397,690. $34,530,903. $17,879,926. $16,650,977. 


Organized 1855 


The Girard Fire & Marine Insurance Company 1,000,000. 5,163,053. 2,572,320. 2,590,733. 
Organized 1853 


National-Ben Franklin Fire Insurance Company 1,000,000. 4,368,670. 2,052,838. 2,315,832. 


Organized 1866 


The Concordia Fire Insurance Co. of Milwaukee 1,000,000. 4,753,345. 2,045,360. 2,707,985. 


Organized 1870 


Milwaukee Mechanics’ Insurance Company 2,000,000. 12,008,276. 5,544,065. 6,464,211. 
Organized 1852 
Royal Plate Glass and General Ins. Co. of Canada 100,000. 275,944. — 275,944. 


Organized 1906 


The Metropolitan Casualty Insurance Co. of N.Y. 1,500,000. 11,344,660. 8,817,303. 2,527,357. 


Organized 1874 


Commercial Casualty Insurance Company 1,000,000. 11,084,300. 8,521,840. 2,562,460. 
Organized 1909 


Pittsburgh Underwriters - Keystone Underwriters 


HOME OFFICE 


PACIFIC DEPARTMENT Newark, New Jersey WESTERN DEPARTMENT 


San Francisco, Calif. it on Chicago, Illinois 
e. aS 


S 
BY Standard 


a ‘ “ 
SOUTHWESTERN DEPARTMENT etna” FOREIGN DEPARTMENT 
Dallas, Texas 4ny inse® New York, New York 


CANADIAN DEPARTMENTS 
Toronto, Ontario * Vancouver, B. C. 
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The Equitables Report - YOUR POLICY-’ 


shows S56/, 2GO0A Day 








ERE is a report that tells a human interest story of 
life insurance protection and service in action— 
a story of benefits flowing to American families, 
supporting widows and children, sending sons and 
daughters to college, clearing homes of debt and 
providing security for old age. Beyond these con- 
tributions to individual well-being, it is a story of 
importance to the economic progress of the nation- 
of assets constructively at work in industry, agri- 
culture and home financing in every State of the 
Union. 

The figures which the report presents are 
The Equitable’s but the story it tells is the story 
of life insurance at work. Here you will find 
information that every policyholder will want 
to have—the answers to such questions as— 





HIGHLIGHTS OF YEAR'S OPERATIONS 


Membership increased to 2,600,000—assets reached a 
- ee gain —_ - $ a a 

What happens fo the dollars people pay for enefits to policyholders and beneficiaries $205,- 
Va ee 432,000 or $561,290 a day—44% of 1940 death 
claims to be paid on planned income or installment basis 
%* How can your existing life insurance be made —mortality experience favorable—earnings rate on 

of greater value to you? assets 3.27%—65,000 people joined Society, 38,000 
members increased their insurance—number of workers 
%* What are the principal factors in life insur- enjoying group protection rose to 1,330,000—lapse and 

ance costs? surrender rate lowest in 20 years—tfotal insurance in 


force increased to $7,136,920,642. 
%* How have insurance benefits and services , 
been broadened to give you more for your SUMMARY OF ANNUAL STATEMENT 









money? December 31, 
ASSETS 1940 

lat OO 7 eR Rete pCR Henn te pedinyeard Atel $ 285,508,534 

* roe is A ™ - of fe insurance funds to U. S. Government Obligations{......... 222,619,036 

national defense Public Utility Bonds.................... 475,078,157 

Railroad Bonds}....................000: 410,654,430 

; ni, aeus — Railroad Equipment Obligations........ 46,542,585 

Because last year’s edition of “Your Policy”’ was Industrial Bonds.....................4. 259,887,483 

ee . OE OS Oh a a Sara are ae 60,476,866 

found to be of interest to many non-policy- Preferred and Guaranteed Stocks....... 48,560,059 

holders, including individuals, business organ- CORIO SEOGKE, 5.656350 sks ca cseceaeee 308,103 

: : ; : WIGEIBARO TOBNG 4 6 6665 oe sees 6805 oswens 327,952,152 

izations, colleges, schools and libraries, The A RE RRR est 154,703,074 

Equitable has arranged for a limited number of Loans on Society’s Policies.............. 216,989,036 
: . : : Interest and rents due, premiums in pro- 

copies to meet this public demand. A copy will cess of collection and other items. .... 55,186,665 

be reserved for you upon request to any Equit- Total Admitted Assets................ $2,564,466,180 
able agency or the Home Office of the Society. RESERVES AND OTHER LIABILITIES 

= finals : , : Reserves for policy and contract liabilities $2,391,105,983 
Your Policy for 1940 is being sent by mail piper er ar wll. agen premiums and un- 

Femme te eee ae x3 : . ae paid dividends... 5.3 .. Wie scien s 23,700,385 

to every individual policyholder of the Society. Reserve for taxes..................0cc008 3,935,500 
Unearned interest, expenses accrued and 

Pg ls a rrr, 5,111,782 


Funds allocated for dividends in 1941. ... 33,508,570 

Unassigned funds (surplus)............. 99,793,960 

L 4 Other contingency reserves.............. 7,310,000 

° Total Liabilities and Reserves......... $2,564,466,180 


5g Fs " *Including time and fixed deposits of $223,414. 
P RES ick: CN 4 +Including $5,913,944 on deposit with public authorities. 


THE EquiTaBLe Lire ASSURANCE SOCIETY 
OF THE UNITED STATES 











Home Office * 393 Seventh Avenue * New York, N. Y. 








